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Holiday Slowdown 


Car Output 


Percent 


Four-Millionth 
Roll Next Week; 
Compacts Sparkle 


Martin Whitmyer 
Staff Writer 
auto assembly operations 
tapering off with the approach 
the holiday, car output 
States declined better 
than percent last week. 

Some makers began their hiatus 
the close the second shift 
Wednesday, some closed out 
Thursday and makers worked 
their assembly lines Saturday 
last week. 

Meanwhile, car manufacturers 
began setting their sights two 
milestones that should attained 
next week. They are: 

The assembly the four- 
millionth car the current cal- 
endar year Tuesday (July 12). 
The comparable car 1959 
wasn’t until Aug. 13. 

The surpassing the 1959 
run Saturday (July 16). 

Current model output totalled 
estimated 5,345,822 units the end 
June, percent the 5,566,- 
527 cars rolled from assembly 
during the entire 1959 model 
year. 

* 

the spotlight for the 

first nine months the current 
model run have been the compacts, 
which have numerical 
output 212.8 percent from year 
ago and have taken 25.7 percent 
the 1960 model cars built. 

The compact group—Comet, 
Corvair, Falcon, Lark, Rambler 
and Valiant—has produced 
866 cars the current model 
year, compared with 438,855 
the 1959 models turned out 
Rambler and Lark during the 
same period last year, 

Rambler was well out front 
the group with 410,235 current 
models built through the end 
June this year, against 323,253 
assemblies year ago. 

second place with 
Corvair third 
with 225,548; Valiant fourth with 
173,738; Lark fifth with 116,877 as- 
semblies this year, compared with 
115,602 units year ago, and Comet, 
whieh didn’t get into production 

(Continued on Page 49, Col, 3) 


Top Cars 


New-car registrations for four 
months; plus states for May: 


1960 1959 
Pos. Make Pos. 
Plym. 
111,640— 
Pontiac 131,510— 
Dodge 
Stude. 
28,161 
Imperial 
194,406 Misc. 208,439 
Total All Makes 
2,029,837 


Further details Page 41. 
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Among the most popular British vehicles displayed Exhibition 


New York were these station wagons which double 
British call them. George Walker, director styling for said last 
week Los Angeles that for tomorrow's cars sees family bus- 
type station wagon which would also serve Vehicle. 


been United States circles that the Corvair would 


admirably suited such design. 


Domestics Hurting Them, 
Import Dealers Admit 


Robert Lienert 

Associate Editor 
MPORTED-CAR dealers, who 
have managed slow down 
not check the decline their sales 
volume turning the hard sell, 
are beginning blame some 
their woes domestic cars and 

tactics other dealers. 

singling out such specific 
targets, the import dealers are, 
fact, admitting that they are 
getting their first taste across- 
the-board competition new-car 
For long time, these dealers in- 
sisted that their’s was business 
apart—one that functioned inde- 
pendently the ups and downs 

and the competitive strife which 

has long been accepted hard 

fact life the domestic field. 

may have been true while 

the import dealers basked 
seller’s market; But when combi- 
nation factors—chiefly the new 
domestic compacts—upset the ap- 
plecart, import dealers found they 

were just another car outlet. 

Those who were recog- 
nize the changed climate were 
frozen out quickly. 

But some import lines and some 
dealers are prospering the tough, 
new environment which hasten- 


ing the long-awaited shakeout 
the import field. 

Competition, they have found, has 
sharpened their merchandising 
practices and they have discovered, 
the surprise some, that their 
imported autos are adequate 
weapon the sales battle. 

* * 
THEIR credit, majority 
dealers handling imports have 
stiff backbone and 
are still pushing out their cars 
without excessive discounting. 
They agree that this often 
frustrating and irritating prop- 
osition when domestic price- 
“(Continued on Page 4; ‘Col, 1) 
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Recess Congress 


Dealer Legislation 


William Uliman 
Washington Bureau Chief 


islation—wanted some, and 
unwanted others—and hanging 
the balance during the final hec- 
tic days the present session 
Congress, got reprieve—for better 
worse—when congressional lead- 
ers agreed that justice couldn’t 
done hurry and that August 
session should held for deliber- 
ate consideration important bills. 

Involved the considerations 
are numerous automotive meas- 
ufes, some high-pressure im- 
others that later 
date hurt. 

Top legislation importance 
the matter which way 
go—is Monroney and 
Harris so-called bonus territorial 
sécurity bills. 

+ * * 
all the opposition, the 
NADA security bill still had 
chance the congressional end 
drew near. But was very slim 
chance, the opinion veteran 
observers. 

opposition the pro- 

posed législation has come from 


Texts 
testimony before congres- 
sional subcommittee, auto makers 
gave insights into their market- 
ing views (see Page 15) well 
information former terri- 
tory-security plans (see Page 18). 


five makers and 


Trade 

There also the undeniable 
fact that NADA were not 
any means united for the bills 
sponsored Senator Mike 
Monroney, Oklahoma Democrat, 
and Rep. Orren Harris, Arkansas 
Democrat, Makers’ testimony 
that the legislation would bring 
higher prices was seen seri- 
oug blow. 

Monroney and Harris are power- 
ful the House and Senate, hav- 
ing both the respect and confidence 
their colleagues, and they stand 
lose Congress should ‘adjourn 
suddenly. return August will 
aid them and their supporters. 

importance automotive- 
the minimum wage bill 
News press time, may end 
unhappily for the NADA. 
Before recess whatever 


Upsets Las Vegas 


William 
West Coast Editor 


VEGAS.—Bootlegging up- 
setting the Las Vegas auto 
market and the franchised dealers 
the city, survey here 
shows. 

The city the usual at- 
tractions for bootlegging plus 
some special considerationg that 
make the city special target 
One dealer comment- 
ed, “There more highly com- 
petitive new cars 
Las Vegas than elsewhere.” 

check lots here showed 
“new” Chevrolets with stickers list- 


ing Chicago dealer the 
ating dealer, and 
are also being offered new 
lots, 
* * * 
dealers complain that, 
when selling these Las 
Vegas used-car provide the 
purchaser with factory warranty. 
come local for 
warranty service. many cages 
there way telling that the 
car was actually 
hand, 
One dealer told News, 
“We had one unit come that had 


been sold new car, 
Eastern dealer, one our local 
used-car dealers, The warranty was 
properly filled with the used-car 
dealer’s name and address. 
“The used-car dealer sold 
second used-car dealer, who 
turn sold Las Vegas resi- 
dent, The Vegas third-owner 
came warranty service and 
was amazed find the first own- 
er’s name properly typed the 
back the warranty policy. 

“He told us, ‘This the first 
car ever bought. The 
man bought from “New 

(Continued on Page 45, Col. 3) 


may occur—a minimum wage 
coverage measure almost sure 
fire, and whether will suit the 
NADA and the vast host deal- 
ers represents, beyond the 
reckoning this correspondent. 
Convention time and the near- 
election days are vitally important 
most members Congress. This 
period when need and greed 
will sway many candidates and 
good, honest judgment might take 
terrific licking. 
from the territory security 
and minimum wage bills, there 
are dozens minor automotive 
legislative proposals that require, 


the main, nothing more than salve 


(Continued Page Col, 


Industry Startled 
Quits 


Chrysler 
Had Post Days 


New- 

who resigned last week 
president Chrysler Corp., held 
the post for just days, chalking 
ome the shortest tenures 
modern automotive history. 


The action came special 


L. L, Colbert W. ©. Newberg 
meeting Chrysler’s board di- 
rectors. The board said the resig- 
nation “was due differences 
opinion certain corporation pol- 
Newberg also quit 
Chrysler 

Colbert was elected presi- 
board chairman and chiéf exeeutive 
officer. Colbert had been president 
from 1950 until 
chairman two 
months ago. 

Edgar Row 
was named first 
vice-president, 
the post had 
held from 
1958, April, 
1960. has serv- 
vice-pres- 
ident since 
Row, 64, had been 


expected .to summier. 


caught 

many executives Chrysler 
Corp. rest the auto in- 
dustry surprise, and Colbert 
had long been business associates 
and 

They worked together during 
World War when Colbert was 
general manager Chi- 
cago aircraft engine plant and 
Newberg was chief engineer. 


Colbert became Dodge general 
(Continued Page Col, 
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Williams Addresses Michigan Meeting 


Commandments for Dealers’ 


John Teahen Jr. 
Associate Editor 

Members the Michigan Au- 
tomobile Dealers Assn. received the 
“10 Commandments for Dealers” 
their 39th annual convention the 
Grand Hotel here. 

The rules were presented 
Birkett Williams, president 
the National Automobile Dealers 
Assn. Cleveland Ford dealer 
since 1924, Williams has been 
the auto business years. 

“All these things can accomp- 
lished,” declared. “They will 
work equally well small 
large dealership, and the man who 
does all them will make consid- 
erably more profit than the man 
who does only some them.” 


ERE are Williams’ “10 Com- 

mandments for Dealers:” 

Average least percent 
gross total parts sales, wholesale 
and retail. 

Spend not more than percent 
parts sales revenue for stock- 
room help. 

Carry less than 90-day stock 
parts. 

Sell used cars within days. 

used car like fish 
fish inventory,” Wil- 
liams observed. “If you keep 
too long, starts smell.” 

supply new cars. 
* + 
SAID the current inventory 

one-million-plus units repre- 
sents about 60-day inventory and 
that costs least $20 per month 
keep car stock. 

$20 million month, 
$240 million year,” said, “and 
should devoting $120 million 
that total other purposes.” 

Williams continued, “I’m the 
same boat you. over-ordered, 
too. eyes were bigger than 
selling ability.” 

Spend more than percent 
the shop payroll for uncharge- 
able time. 

Use your financial statement 
determine what costs you 
sell one new car. 

Make least percent 
gross profit used cars, over 
and above reconditioning costs. 

Build parts and service busi- 
ness the point where will pay 
all overhead costs. 

10. not let accounts receiv- 
able for parts and service exceed 


Rusted-Out Cars 
Face Crackdown 


Pennsylvania 


HARRISBURG, Pa. The State 
Bureau Highway Safety has 
notified official inspection stations 
that automobiles with rusted-out 
spots are not approved until 
rough and protruding metal edges 
have been repaired, 

spokesman said the bureau 
would insist that inspection sta- 
tions abide the ruling. 

Small holes may overlooked, 
added, but rusted-out areas 
more than inch diame- 
ter will have repaired. 

explained that the policy 
rejecting cars for jagged fenders 
other dangerous parts not 
new. The requirement has been 
part each inspection law for 
some time, but there has been gen- 
eral laxity enforcing it, 

The current inspection period 
ends July 


one month’s parts and service reve- 
nue, 

Looking the future, Williams 
predicted that the next years 
will see the greatest prosperity 
the history the auto industry. 

“We'll always have dealers 
this business,” said, “because 
factory ever has done successful 
have the money they’ve lost trying 
it.” 


* 

ERB ESTES, Ann Arbor 

(Mich.) Ford dealer, addressed 
the convention the “High Cost 
Dry Rot Your Payroll.” 
described dry rot the manage- 
ment level “employes who are 
too good fire, but not good 
enough keep.” 

declared that his own 
dealership, one employe had cost 
him $30,000 three years, and 
another had cost him $20,000 
months. 

“By those figures,” said, 

* 


refer business wasn’t getting 
before and business now get- 
ting with replacements.” 

Estes urged dealers work dili- 
gently motivate their employes 
and “make sure not dry 
rot yourself.” 

recommended that they meas- 
ure employes’ efficiency scientifical- 
and suggested printed form 
which dealership supervisors could 
rate their men. 

* 


importance the finance 
reserve dealers stressed 
Wayne Whiteman, General Fi- 
nance vice-president, who repre- 
sented the American Finance Con- 
ference. 

“When talk about time sales,” 
said, “we are, effect, talking 
about your profits.” 

Whiteman assailed State Farm 
Mutual program which purports 
(Continued on Page 46, Col, 2) 


Michigan Dealers Choose Leaders— 


Arnold Klett (seated, center), Detroit Cadillac dealer, was elected president 
the Michigan Avtomobile Dealers Assn. its 39th annual convention Mackinac 
Island. Association leaders are from left, seated, Arthur Summerfield jr. (Chevrolet), 
Flint, Michigan NADA director; Herb Estes (Ford), Ann Arbor, first vice-president; Klett; 
Kouts (Chevrolet), Lansing, president, and Long (Ford), Detroit NADA 
director, Standing: Gilbert (Ford), River Rouge, Group vice-president; Charles 
Barrett (Buick-Rambler), Port Huron, Group vice-president; Rice (Chevrolet), Mason, 
convention chairman; Boyce Tope, executive vice-president, Detroit Auto Dealers Assn.; 
Gilbert Haley, MADA executive vice-president; Edwards (Lincoln-Mercury), Lansing, 
assistant secretary-treasurer, and Ray Shank (Chevrolet), Benton ‘Harbor, Group vice- 
president. Other officers are Howard Cook (Chevrolet), Lansing, treasurer; Harold Rock- 
well Grand Rapids, Group vice-president, and Harold Labyak 
(Ford), Ontonagon, Group vice-president. 


Dealers Again Get 
Options Selling Pacts 


DETROIT.—General Motors divi- 
sions will make major changes 
the new selling agreements with 
dealers which will into effect 
Nov. 

The agreements replace those 

which expire Oct, and 
which were originally issued 
March, 1956. The five divisions 
said they planned “no changes 
from the basic terms the cur- 
rent agreements.” 

Dealers again will offered 
the options five-year, one-year 
and continuing agreements, Each 
division has planned series 
dealer meetings later the sum- 
mer present the new agree- 
ments. 

There was speculation that the 
selling agreements for Cadillac dis- 


that Cadillac distributors 
were Detroit last week for 
meeting with division officials. 
Rumors that Cadillac would drop 
distributors appeared un- 
founded. 

The new selling agreements will 
also presented this summer 
dealers Canada, spokesman for 
Canada said last week. 

The divisions issued this state- 
ment announcing the new agree- 
ments: 

“Our new selling agreement 
follows the current agreement 
with the important economic and 
operating benefits that are now 
available being retained without 
change the terms the new 
agreement, 

“However, have made certain 


tributors may contain broader| refinements and rearrangements 


changes than the franchises other 
but Cadillac denied 


Clues Service Profits 


Tried and true methods expanding service volume and profits 
will featured the July issue Automotive News. 

the third annual issue devoted servicerprofits, the July 
edition will feature the volume-producing concepts successful 
domestic and imported dealers the United States and Canada. 

Special attention will paid new “quick-service” installations 
designed combat the inroads filling stations, New buildings 
and shop layouts will fully depicted. 

Service Editor Jack Weed will analyze the trends the 
service business—all the July issue Automotive News. 


which will improve the workability 
the document. 

“In March, 1956, when General 
Motors pioneered the automo- 
tive industry the policy offering 
dealers their choice five-year, 
one-year continuing selling 
agreement, was hailed the 
most progressive and equitable pro- 
its kind ever developed 
the industry. 

during the 
past five years hag fully demon- 
strated that such policy has 
contributed importantly the 
development good dealer re- 
lations, 

“We feel that the refinements 
and clarifications are including 
the new agreement will provide 
for even better dealer-factory 
relationship.” 


Business Barometer 


Autometive News Economic Index 


101.3 Percent 


Last Week 


98.6 Percent Like Week Last Year 


Auto Production 
Truck Production 
Auto date.. 
Truck date. 
Steel 

Lumber feet... 
Paperboard 
Seft 

Oil Refinery 
Electric Output—Kilowatt hours.... 
Freight Cer Loadings 
Department Store Sales 
Stock Market Price 
U.S. Gevernment Spending 


Savings Deposits 
Business Failures ............... 


Common 
Stocks June 1960 Range 
22% 
45% 46% 


$91,346,855,000 


Commercial and Industrial Loans $31,539,000,000 
$30,821,000,000 


Percent of 

‘ Percent of Like Week 

Last Week Last Year 
102.6 109.5 
101.0 95.2 
112.8 
105.3 
70.0 
95.1 
100.1 
95.1 
102.5 
103.4 
89.3 
103.5 
97.0 


141,368 
25,899 
2,289,881 
330,264 
1,739,000 
249,942,000 
323,223 
8,905,000 
50,749,000 
14,213,000,000 
352,255 

148 

409.2 


98.0 
104.4 
101.8 
102.0 
102.0 
101.1 

98.4 
102.8 
100.7 


99.6 
101.8 
100.2 
100.2 

83.9 


June 1960 Range 
50%-41% 


100.4 
917 


$968 
296 


Common 
Stocks 


1960) 


Marketing Chief 


Shakeup S-P 


OUTH BEND. Studebaker- 
Packard last week appointed 
Lewis Minkel the new post 
marketing vice-president. 
will direct 
“expanded, 
range marketing 
development pro- 
gram,” according 
Harold 
Churchill, S-P 
president. 
Minkel 
sales posts with 
Studebaker from 
1944 1955 and 
was sales vice- 
president for 
Mack Trucks, Inc., ffom 1955 
1959. For the last year, has been 
vice-president Daystrom, Inc., 
Elizabeth, J., electronics firm. 


Churchill said Minkel will head 
accelerated program embracing 
all S-P activities related the 
sales cars, trucks, parts and ac- 
cessories domestic and foreign 
markets. will coordinate all 
automotive marketing activities. 

* 


those reporting Min- 
kel will Skillman, 
vice-president and general sales 
manager and member the S-P 
board directors. 


Minkel’s first assignment, 
Churchill said, will “to launch 
vigorous expansion Studebaker 
sales and marketing, with particu- 
lar emphasis dealer operations.” 

The company seeks upgrade 
the quality—and the sales vol- 
ume—of its dealer organization 
adding dealers, filling open 


Reserve Bill Memento— 


Rep. Frank ikard, Texas Democrat, left, 
presents Thomas Abbott jr., National 
Automobile Dealers director for 
North Texas and chairman the NADA 
National Affairs Committee, the pen used 
NADA's Dealer Reserve Bill after its en- 
actment Congress. 


points and weeding out non- 
producers. 

Minkel’s appointment was the 
latest series personnel moves 
designed bolster S-P’s sagging 
sales and profits. 

Early this year, Executive Vice- 
President Porta, the com- 
pany’s top financial man, was 
named general manager the 
Automotive Division. May, the 
directors engineering, industrial 
relations, purchasing and manufac- 
turing were raised vice-presiden- 
tial status. 

* 

THE first:four months this 

year, Studebaker car registra- 
tions totalled 38,360, decline 
12.4 percent from the 43,777 re- 
corded the like period 1959. 

First-quarter earnings skidded 
$2,801,639 from $7,754,991 the first 
three months last year. 

Churchill said Minkel widely 
-known the automotive and 
truck field for his concentration 
sales and dealer 

began his Studebaker career 
1944 Los Angeles district 
sales manager. 1947, was 
placed charge Studebaker’s 
Western sales division, and 1953 
moved South Bend direct 
merchandising, sales training and 
market research. 

left 1955 join Mack 
Trucks and switched Daystrom 
1959 head advertising, promo- 
tion, executive organization and de- 
velopment. 


Canadian Makers 


Seek Tax Parity 
With Imports 


HAMILTON, Ont. Canadian 
auto manufacturers are pressing 
for the same advantages the 
domestic market enjoyed mak- 
ers imported cars, according 
Gordon Grundy, president, Stu- 
debaker-Packard Canada, Ltd. 

Ottawa report said the fed- 
eral government moving toward 
higher valuation imported cars 
“sagging automobile industry.” 

Grundy welcomed the news 
step toward the correction the 
base upon which excise and sales 
taxes and, the case European 
ears, customs duties are applied 
imports. 

“The Canadian automobile man- 
ufacturer pays excise and sales 
the gross price the dealer,” 
Grundy said. “The importer pays 
the cost FOB England 
Europe before such costs adver- 
tising and. distribution are added. 

“What are asking not that 
imports taxed our basis, but 
that Canadian-made 
taxed the same basis im- 
ports.” 
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Tribute Stanton 


Ohio Paper Acclaims 


40-Year Dealer 

PAINESVILLE, O.—The editorial 
page the Painesville Telegraph 
ton marked his 40th year 
Ford dealer. 

Stanton’s faith the commu- 
nity’s future and faith his cus- 
tomers, plus his integrity and busi- 
ness acumen have made his name 
and Ford synonymous, the paper 


said. 
“Stanton’s contributions the 


Dealer Forum 


Robert Finlay 


enough give him confidence 
rush-hour traffic, maneuverable 


the most modern and 
colorful auto plants the 
world Simca Poissy, just out- 
side Paris the crossroads 
three important communications 
routes—the River Seine, the west- 
superhighway and the Paris-| Revelation Yanks 
eHavre railroad. NCIDENTALLY, one the great 
with the worst possible, the sheer 
ity. 
that large part the American 
market had become economy- general thing, rush- 
The picture has changed some- cope with, 
what 1960, with Chrysler having| City, auto traffic confronted 
couple hot items—the Dart| the untold numbers silent bi- 
and the Valiant—in its own home| whining scooters and 
lineup. result, Simca sales| heedless pedestrians spilling off 
appear reflect slackening of| sidewalks onto 
dealer interest, although Many call Paris traffic worst, 
Chrysler dealers have been sold for the average French driver 
the Simca’s merits and are finding aggressive the point where 
good market, attempts impossible traffic maneu- 
Simca executives Poissy times pulls them off 
clear during visit that bluff. knows only one 
had received the message, Those| the road—the man the 
met with included Frank has the right the way. 
export chief; Quaroni, general But most the time appears 
manager the Poissy plant; looking the left, the man 
Teich, assistant to the president; on the right will think he isn’t 
Sainderichin, who heads and chicken 
tising and public relations, and| refer the traffic cir- 
economist. cle the Arc d’Triomphe the 
“We note,” said Prosio, “that Etoile, meaning star, because 
the imports now doing best roads here. And 
the American market are those drivers all head pellmell for 
which control their own sales.” center fast they can go. 
For example, the two top French tell the story 
their own wholesale the French) who got 
for four months, show Etoile and starved death because 
Volkswagen up from $2,512 to 52,- he was too polite to drive in front 
Signific 
the are exclusive memory drivers who 
survive passage around the arch, 


time, services are 
too numerous enumerate,” the 
editorial continued. “Many his 
philanthropies are secretly given 
and are unknown those who 
have benefitted the most.” 


economical enough save him 
money.” 


* * * 


Executive Committee Pennsylvania 


clusive this case refers deal- 
ers who handle only Simca, 
Simca plus another import some 
make other than Chrysler 
line. the 760 Simca dealers, 
there are about such dealers. The 
others are primarily Chrysler line 
dealers. 


WASHINGTON.—A total 84.5 
million motor-vehicle operators li- 
censes were force the United 
States during 1959, Federal High- 
way Administrator Bertram Tal- 
lamy 

The estimate, prepared the 
Bureau Roads, from 
reports received from State agen- 
cies, was 3.5 percent higher than 
the million force during 
1958. There were 1.20 licensed op- 
erators per registered motor ve- 
hicle 1959, slight change 
from the 1958 figure 1.21, Tal- 
lamy noted, 

Operators licenses are issued for 
varying periods time the 
states. states, licenses are 
issued for two years; but five 
states issue them for one year only, 
states for three years, six for 
four years, and one for five years. 
Six states have varying indefi- 
nite licensing periods, 

Because this variation only 
part the driving population ob- 
tain license renewals any one 
year, and the total licenses force 
must estimated from data re- 
ported for the current and 
years. 

California led the states 1959 
with 8.1 million licensed operators, 
followed New York with 6.9 
million and Pennsylvania with 5.4 


Demonstration 
Simca driver demonstrated 
the nimbleness Simca 
maneuvering top speed through 
this graveyard for the unwary 
driver, When got onto the super- 
highway, slipped 140 kilo- 
meters (about miles hour) 
with little trouble. 
more modest speeds, drove 
some 1,200 miles from Paris 
* 


* * * 
Expressive People 


French are outspoken 
people. One conceded that Im- 
port had certain flair, but ad- 
ded that was lightly built. Import 
one said, was solidly built, but, 
added, “yesterday’s” car. 

The Simca, however, the execu- 
tives saw car modern 
styling, rugged construction—the 
true compact car developed its 
highest state, 

“This car,” said Prosio, “is the 
perfect answer the family 
that needs two three cars. 
economical transportation, highly 
maneuverable traffic, yet 
ruggedly built that gives 
comfortable, solid ride. 

“We note that often the 
the husband leaves the import 
home for his wife while takes 
the big car work, With 
the Simca, should the other 
way around, The Simca big 


Linking New with Familiar— 


Exclusive Simca dealers Wayne King 
and Gene Goebel Thousands Oaks, 
Calif., say with Chrysler 
sales aid. Note the “Imported 
sign their new quarter-mil- 
lion-dollar building. 
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the Black Forest Southern Ger- 
many and then down along the 


Chattanooga Dealers 
Name Patten President 


durable 

this image—the rugged, 
dependable compact—that Simca 


president the Chattanooga Auto- 
mobile Trades Assn. 
Amos Trotter, Amos Andy 


Production Makes ........... 
Registrations, Cars, Trucks ....... 


Truck Highlights ............... 

Truck New Products ............ Incidentally, spite its prob-| Buick Co., 

over here, Simca executives| dent, and John Ross, Chattanooga 

Market Report ........ still They attorney, reelected secretary- 
treasurer, position has held 


that they will find some way 


Washington Column ............ 
(Continued on Page 47, Col, 2) 


years. 


Pennsylvania Dealers’ Executive Committee— 
Automotive Assn. gathered 
meeting Bedford, Pa. Seated, from left, are Golden, director, Reading; Forest 


English driver (the English Bowles, incoming president, York, and William Daub, Easton. 
Standing, from left, are, Harold Reslink, vice-president, Erie; John White, makes imported cars during the 


president, Philadelphia; Aldo Franconi, secretary, Kingston; Elmer Reiber, vice- 
president, New Castle; Wayne Beglin, vice-president, Rochester; Oscar Mohn, 
vice-president, Lancaster, and Edwin Parkinson, assistant general manager PAA. 


Licensed Drivers Increase 
3.5 Pet. Top Million 


Lest Profits Turn 


Pennsylvania Leader 
Warns Cleanup 


money invested this business 
advocate your selling car for 
$100 over invoice, regardless 
those mythical profits you are sup- 
posed mak- 
ing from parts 
and service? 

“Volume re- 
mains the god 
the manu- 
facturers 
despite dealer 
profits lack 
them, al- 
though there 
are some en- 
lightening signs 

some factories, particularly 

when the registrations are high. 
“However, let sales drop and 
many factory representatives throw 
business management profits 
the winds and push for sales 
profit anyone but the factory 
and the 

added, want caution all 
dealers Pennsylvania pay par- 
ticular attention new-car inven- 
tories and used-car Much 
the profitable work have per- 
formed far this year can 
down the drain used-car losses 
are not exceptionally careful 
the coming months.” 

brief reference foreign 
cars, Daub had this say, “Glam- 
our will become less and less im- 
portant. Good service will 
must for successful dealer, 

“In opinion, the public will 
demand quality products but will 
willing pay both the manu- 
facturer and the dealer reason- 
able profit return. The distribu- 
tors and dealers handling several 


BEDFORD, Pa. Extreme care 
conducting this year’s cleanup 
was urged dealers attending the 
Pennsylvania Automotive Assn.’s 
40th annual meeting here. 

William Daub, Brown-Daub, 
Inc., Easton, outgoing president, 
told the dealers: “If new vehicle 
selling expense alone, without re- 
gard overhead and sal- 
ary, totals $175 per unit sale, isn’t 
ridiculous for factory represen- 
tative with retail experience and 
* 


Daub 


past several years have been very 
successful because, one, the people 
wanted with their features; 
two, dealers were given adequate 
territory and, three, dealers made 
profitable deals because they sold 
the merits their products 
and not distressed advertising 
basis. 

“Our industry could learn from 
them, but was discouraging 
see the cut prices and gim- 
micks used dealers sell the 
American compact cars eager 
buying public before buyer demand 
was even satisfied.” 

Paul Ruch, chairman the 
PAA Industry Relations Commit- 
tee, gave detailed report ac- 
tivities the NADA Industry 
Relations Committee, outlining 

(Continued on Page 46, Col. 1) 


million. Illinois, Michigan, Ohio, 
and Texas each had over million. 
These seven states accounted for 
percent the national total. 

might expected, these 
were also the seven leading states 
1959 motor-vehicle registra- 
and 
tion, although not the same 
ranking order. 

The ratio 1.20 licensed opera- 
tors per registered motor vehicle 
reflects the long-term trend toward 
one operator per vehicle, although 
the ratio has been fairly constant 
recent Texas has already 
reached the level one licensed 
operator per registered motor ve- 
hicle, and Montana and Nevada 
have more vehicles than operators. 


the 


How your profits compare with this group 
Chicago-area dealers the low-priced field? 
May, their average net profit was $61 per new 
vehicle delivered; April was $76, but year 
ago the figure was $88. However, contrary 
indicated trend, this group dealers showed 
new and used vehicle wash-out gross profit 
$266 per new vehicle May, compared with $264 


MARIETTA, O.—Becker Motors, 
Inc., headed Harold Becker, 
observing its 25th anniversary 
the Ford dealership Marietta. 
Becker and his late brother, Nor- 
man, bought the dealership 1935. 
has expanded its work force 
from over the last years, 


its members close Sundays during July and 
August... 

Indiana dealer officials are fighting state’s at- 


tempt control finance charges through public 
tion has handled over million Ohio sales tax payments for 
members since its tax bureau was set year Two former 
Connecticut association presidents, Bob Parsons and Joe Santin, 
was feted recently; Parsons Farmington Club and 
Santin employes and 

Stewart (Chrysler), St. Louis, honored his 35th anniversary 
dealer, revealed that his firm has sold $92,574,879 worth new 
and used cars that period Detroit’s Cobo Hall, site this 
fall’s National Automobile Show, parking space for 1,150 cars 
its roof, another 2,500 spaces underground and the surface, 
plus another 3,000 spots within three four blocks. 

Editor, 
Automotive News 


Compacts Hurt Them, 
Import Dealers Say 


(Continued from Page 1) 


slashing reduces the price 
full-size American-built car the 
approximate level imported 
economy sedans and some 
cases makes the import cost more 
than domestic compact. 

Some foreign factories have al- 
ready gone the aid their 
American dealers reducing sug- 
gested retail prices adding 
“stripped” price leaders their 
offerings. 

While import dealers tend 
blame domestic discount shenani- 
gans for some their sales diffi- 
culties, they shudder think 
what might happen Volkswagen 
decided open the U.S, market 
its “standard” sedan, which sells 
other markets for about $200 
less than the deluxe model, The 
latter the only version imported 
the U.S. 


IHE dealers who have turned 
price cutting have chiefly done 
indirect fashion: installing 


Weaver Founder 
Retires; Firm 


Marks 50th Year 


Weaver, founder Weaver Mfg. 
Co. here, was honored comple- 
tion half century service 
the auto industry. 

When the Weaver firm was 
founded July, 1910, there were 
400,000 vehicles use the United 
States, but the only maintenance 
tools were those intended for use 
blacksmith shops and wagon 
repairmen. 

Weaver decided build equip- 
ment specifically designed for autos 
and his first product was the Auto 
Twin-Jack, device that for the 
first time made possible lift 
the entire front rear auto, 
then move around the shop for 
service while elevated. 

Other equipment, claimed 
“firsts” Weaver, included tow- 
ing pole, forerunner the 
wrecker, auto hoist, mechanical 
tire changer, tire 
spreader, safety stand, mechanical 
headlight tester, dynamic wheel 
balancer, valveless bucket pump 
for lubricants, turning-radius 
gauge, alignment indicator and 
drive-on-and-stop brake tester. 


The Weaver Twin Post Lift, in- 
troduced 1934, now represents 
percent all hoisting equip- 
ment service garages maintained 
car manufacturers, Weaver 
claims. 

1950, Weaver Mfg. was ac- 
quired Dura Corp, Weaver him- 
self retired last week. 

Kenneth Sward, took over 
last week general manager 
Weaver, replacing Eugene Costa, 
who resigned. Sward had been ex- 
ecutive assistant Costa since 
1959. 


Chrysler Handle 


Perkins Engines 


DETROIT.—Chrysler Marine and 
Industrial Engine Division has 
completed agreement with 
Perkins, Ltd., Peterborough, Eng- 
land, market Perkins diesel en- 
gines the United States and 
Canada. 

Pringle, division president, 
said that the arrangement will 
provide complementary line 
marine, industrial and agricultural 
diesel engines augment the gaso- 
line line now produced Chrysler. 

the largest diesel en- 
gine manufacturer the world,” 
Pringle said. “Perkins’ facilities 
vast production facilities 
Chrysler Corp. will provide our 
present and prospective customers 
with single source for highly 
competitive power 
gasoline—serviced the nation- 
wide network Chrysler marine 
and industrial engine centers.” 


free accessories, giving free gaso- 
line for six months and on. 

Some dealers, course, are 
going the direct-dollar route 
discounting, nationwide spot- 
check Automotive News un- 
covered one import dealer who 
said was discounting “all that 
takes get the deal.” 

Other dealers who admitted 
price cutting spoke terms “10 
percent,” “$200” and conces- 

sions when necessary.” 

Two-thirds, however, said they 
were doing absolutely discount- 
ing. 

* * * 

CRITICIZING domestic cars 

and domestic-line dealers, feel- 

ings import dealers were perhaps 
Southeast who said, “We not 
have rat race yet. However, Ford 
and Chevrolet are trying very hard 
give away all their profit, 
trying out-do each other and 
bringing rate race fast the 
compact field.” 

Another dealer suggested that 
the fate imports tied direct- 
the U.S. compacts, do- 
mestic-line dealers compacts 
distressed basis, said, im- 
port dealers eventually might 
have fall line. 

the Southwest, import deal- 
the new, competitive market, al- 
though predicted that import 
penetration would drop below 


percent during 1961. 
* 
FEW the dealers polled 
tended blame short-sighted 
policies the part distributors 
for current difficulties. 

Said New England veteran: 
“The chickens are coming home 
roost! The distributors sold im- 
ports anyone who would buy 
them, regardless service facili- 
ties. 

“The public has gotten fed 
with lousy service utility im- 
and switched American 
compacts. 

“If the distributors had had 
enough sense limit distribution 
exclusive import dealers who 
knew the cars and could and would 
service them, the present situation 
would not have happened.” 

Said Midwest operator dis- 
cussing the current import market: 
“It ain’t what used Service 
and warranty the factory has 
fallen off. The factory wants 
sell (hot models) only take 
full load hard-to-sell sedans.” 

One import comment, 
mildly critical distribution poli- 
cies, were set aside 
News when implored: “For 
God’s sake, not mention what 
state this from will 
crucified traced us.” 


~~ 


Traffic Jam Study?— 


No, this superhighway tieup 
cars being analyzed two the 
judges the 1960 Fisher Body 
Guild model-car competition. Judging 
hundreds these scale miniature cors 
now progress determine the winners 
the $117,000 cash awards and uni- 
versity scholarships. State and regional 
winners will announced early July. 
National scholarship winners will dis- 
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Hearings Territory Security— 


Rep. John Jarman, Oklahoma Democrat; Mead Norton (Buick-Chevrolet), National 


Automobile Dealers Assn. director for Oklahoma, and Rep. Joe Kilgore, Texas 
Democrat, converse during hearings the Harris Bill territory security before 


the Commerce and Finance Subcommittee the House Committee Interstate and 


Foreign Commerce. 


Recess Congress Delay 
Action T.S., Other Bills 


(Continued from Page 1) 


for the ambitions the men who 
introduced them. 

Many are more less meritori- 
ous, but the whole works gum- 
med for the automotive reporter 
duplications, re-duplication and 
requests from home town bigwigs 
who want show their influence 
Congress. 

Hence, the tough job for the 
Automotive News reporter trying 
keep his readers straight legis- 
latively. 

this written, about the only 
piece legislation that you can lay 
bet on—legislation importance 
makers, sellers and buyers 
cars—is continuance the auto- 
motive excise taxes for another 
year. 

This continuance probably was 
being signed the White House 
this dispatch written. These taxes 
were imposed “temporarily” 
emergency, and have been under 
fire the auto industry for many 
years discriminatory. 


Minimum Wage Bill 


Ready for House Action 


WASHINGTON. The House 
Rules Committee last Tuesday 
granted open rule the mini- 
mum wage bill sponsored Rep. 
James Roosevelt, California Demo- 

the unexpected action, the 
committee allowed two hours’ de- 
bate and the right offering 
substitute another minimum wage 
bill Rep. Paul Kitchen, North 
Carolina Democrat. (The Kitchin 


Classics Gather 


Regal Antiques Shown 


Annual Rally 


DEARBORN. The automobile 
world’s elite yesteryear hold 
reunion Greenfield Village 
Saturday (July 9). 

The occasion the Midwest 
Grand Classic, sponsored the 
Classic Car Club America, This 
the fourth year the midwestern 
group has met Greenfield Vil- 
lage. Entries will include Duesen- 
berg, Pierce-Arrow, Stutz, Auburn, 
Franklin, Cord, Mercedes, Packard 
and Marmon, name only few. 
Classic Car definition, they were 
the finest cars produced between 
1925 and 1942. 

Midwest Champion se- 
lected, together with Primary and 
Senior Division winners each 
seven classes—production, custom, 
Rolls-Royce, foreign classics other 
than Rolls-Royce, sports racing, 
Continentals and The 
Senior group composed win- 
ners from previous meets. 

Simultaneously, the Eastern 
Grand Classic will held New 
Jersey and Western Grand Clas- 
sic California. Scores the top 
winners the three meets will 
compared afterwards select 
national grand champion. 


bill identical bill introduced 
Rep. William Ayres, Ohio 

The Kitchin bill provides for 
flat $1.15 hour and would cover 
employes truly interstate indus- 
tries. refers sellers with 


five more establishments two 


more states. would not cover 
service industries, Newly covered 
employes would get wage rate 

bill introduced June Rep. 
Carroll Kearns, Pennsylvania Dem- 
ocrat, was not granted rule, That 
bill would provide for flat $1.15 
per hour and for study con- 
ducted determine what changes 
coverage and exemptions are 
necessary desirable. The study 
would conducted the House 
Labor Committee and would report 
soon possible but later 
than Jan. 1962. 

ranking member the House 
Labor Committee, Kearns plans 
offer his bill substitute for the 
Ayres (Kitchin) bill. could thus 
—under the rule granted the 
House Rules Committee—become 
substitute for the Roosevelt meas- 
ure, 


Regan Chevrolet Burns 


SELLERSBURG, Ind. Light- 
ning was blamed for starting 
fire which destroyed Regan Chev- 
rolet, Inc., here, Loss, including 
cars, was estimated $100,000. 


T-Bird Sales Get 


Handling 


Ford Gears Program 


Key Markets 


John Teahen Jr. 
Associate Editor 


PROGRAM increase dealer 
emphasis Thunderbird the 
areas that have proved the 
best markets for the car being 
promoted Ford Division. 
The move may considered 
hedge against the future, The 
T-Bird market continues strong, 
but the tremendous production 
increases recent years obvi- 
ously call for greater emphasis 
merchandising. 

Ford Division long been 
cognizant fact. Finding that 
percent Thunderbird sales are 
centered markets, the division 
early this year invited the assistant 
district managers those areas 
Dearborn for conference, 

* 


field men were told that 

while T-Birds had always been 
short supply, production was ris- 
ing the point where dealers 
would have solicit business. 

was pointed out that within 
each the prime sales areas, 
there are some dealers who have 
greater Thunderbird sales po- 
tential than others—usually out- 
lets high-income suburbs 
swankier residential neighbor- 
hoods. 

Division officials suggested that 
these dealers encouraged 
organize their operations take 
advantage their potential Thun- 
derbird market, 

Among the ways they can 

(Continued on Page 45, Col, 3) 


Wichert Joins 


Chrysler Imperial 


DETROIT.—The appointment 
James Wichert director 
advertising and sales promotion for 
Chrysler and Imperial Division 
announced Briggs, gen- 
eral manager. 

Wichert, who 
has served di- 
rector DeSoto 
advertising and 
sales promotion 
since 1953, suc- 
ceeds James 
Cowhey, who re- 
turns D’Arcy 
Advertising Co. 
vice-president 
Clevland. 

Wichert has 


Wichert 


spent major portion his busi- 


ness career advertising, selling 
and merchandising automobiles, 
first joined Chrysler Corp. 
district manager Flint 1946 
following World War Army 
service. 


Ford Unveils Second Compact Truck— 


This the P-100 parcel delivery chassis, the second entry the compact truck field 
Ford Division. Designed stripped chassis permit adaptability the many 
specialized bodies required parcel delivery operatars, said the lowest 
priced parcel delivery chassis the United States. The P-100 has minimum wheel- 
base inches—13.5 inches shorter than the Ranchero. Featuring fuel econ- 
omy and engine durability, available with either the horsepower Falcon 
standard 139 horsepower Ford truck engine. With maximum loading space 
250 cubic feet, the P-100 can accommodate nearly all delivery bodies offered 
major body manufacturers, said. 
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California Dealers Eye Growing 
Campers Boost Sale Trucks 


William Carroll 
West Coast Editor 

ARLY half the 6,000 Chev- 

rolet pickup trucks sold our 
zone during May and June were 
equipped with campers,” Burt 
White zone truck sales manager 
for Chevrolet Los Angeles, told 
News, 

“There question that 
campers increase gross profits 
pickup sales,” says John Veal, 
Wegge Motors, Pasadena. 
been successful improving our 
grosses using campers, al- 
though some dealers appear 
give them away.” 

“Sure, give the campers away 
with pickup truck purchased 
our ‘low posted says Paul 
Brinkman Bell’s Ford, Torrance, 
Calif. “However, our ‘low posted 
price’ has built-in over allowance 
margin. 

“In working for gross the 
whole deal, have somewhere 


around May with display the 
floor,” said, “From sold 


two, both which were special 


orders. Then stopped and 


sold none since.” 
Other dealers maintain demon- 


loan campers and trucks pros- 


pects for week-end excursions, 
* * * 


interviewed 
priced camper 


and truck separately. Most priced 


ber would add cost the sep- 
arate units, add expected profit 


and use this their “posted price.” 


Others would pack the truck list 


and give the camper away. 

About half the dealers used the 
camper sales-promotion de- 
vice, offering free purchas- 
ers. the event the prospect did 
not want camper, they could 
then discount the truck. Typical 
prices posted .one dealer were 


Over-Cab Camper Provides More Room— 
Campers with over-cab extension have extra sleeping accommodations and provide 


standup height inside the camper itself. 


Optional this unit are such items 


marine toilet, pressure water system and gas refrigerator. Overall camper dimen- 
sions are: Length, feet; width, feet, and height, feet. List price deluxe 
without options listed above $1,733 installed. 


around $450 play with com- 
bination camper and pickup, Our 
average gross pickups well 
over $300, primarily because 
using the camper gift item. 
I’m told this $100 $125 more 
than the district average other 
truck sales points.” 

the other hand, Bob Messer- 
schmidt’s Mission Chevrolet, San 
Gabriel, says that most his 
campers are sold cost move 
the truck, though few have been 
sold separately small profit. 

* * 
OST dealers stock from two 
four units. These are usually 
mounted pickup trucks the 
lot. 

Almost all dealers interviewed 
had low-priced campers ranging 
from $400 $600 their stock 
trade. Many carried one high- 
priced unit with $1,500-to-$2,000 


Inexpensive units, such Love 
Bird Camper stocked Vel’s Ford 
sleeper with shelf behind the cab, 
cupboards, ice box and louvered 
windows. The roof low own- 
ers cannot walk into the camper, 
though they can sit upright the 

More expensive $1,500-to-$2,000 
units are usually walk-ins with 
extension over the cab the 
truck. 

Many are plush with linoleum 
floors, four carefully upholstered 
bunks, breakfast table, sink, stove, 
refrigerator and heating cooling 
devices. 

a 
BRAY, general manager 
Hessel Chevrolet, Segundo, 
expects move six campers during 
the May-July season, sold six 
during the same time last year. 
receiving his first camper 
May 1960, Doug borrowed 
sporting equipment from near- 
was set the showroom floor 
with camping equipment and the 
camper around Chevrolet pick- 
up. According Doug, pulled 
traffic off the street and stopped 
people who had never before vis- 
ited the showroom. 
“We planned hit the market 


$3,600 for $2,750 for 
%-ton pickup, either with camp- 
er. 

Methods selling campers seem 
varied dealers interviewed. 

Lee Hoffman, Monte Ford, 
said, “We give customer what 
wants. long people come 
search camper sell them 
anything can get. work the 
whole unit cost and add 
whatever need for like 
have the product the lot 
that can show it. far can 
see, most dealers are too slow 
stock campers.” 

John Veal, Wegge Motors, noted 
that his sales approach makes 
sure prospects understand that sev- 
eral people can legally ride the 
camper, whereas this not possible 
with trailer. 

points out that camper can 
into many parks where trailer 
not allowed, Campers are small- 
er, More maneuverable, less invest- 
ment and easier for woman 

demonstrates the fact that 
campers can removed less 


than minutes and the truck used 
for business during weekdays. An- 
other thing Veal considers import- 
ant that camper and pickup 
truck assume traffic speeds. 
Trailers are held special limits, 
frequently much slower than seem 
desirable. 
* * 


the sharpest approaches 
selling was that Fred 
Robin, Robin Culver City, 
where used trucks are buried under 


According Robin, “In opin- 
ion the secret selling campers 
friendliness, People who buy these 
are unusually high-type buyer. 
They are sportsmen with sufficient 
extra capital invest $3,000 for 
fun. Credit usually good and 
they can make substantial down- 
payments financed deals. 

“Service very important 
these top quality You us- 
ually get your price, but you 
must give them service match 
quality their credit and the 
product they’re buying. It’s gen- 
uine friendliness that sells these 
people and they greatly appreci- 
ate something better than price 
pitch.” 

According George Conrad, 
truck manager Ravenscroft 
Chevrolet, Van Nuys, “Everyone 
buying camper has different 
idea what wants. However, 
certain campers are made that cus- 
tomers accept more readily than 
another. 

“We find out what they really 
want and then talk them out 
talk them into it. Salesmen want 
can put them into stock this 
usually what happens.” 

* 


which campers are used, revolve 
around displaying truck and camp- 
with pitchman’s line, “Come 
in, Buy our truck the low posted 
price and give you this lovely 
camper free.” 

sales promotion device 
this has proved strong selling 
method for many dealers. For 
others hag been rather unsuc- 
cessful. 

Those finding the most profit 
with campers promotion items 
are those located communities 
where there predominance 
home owners. Dealers unhappy 
with campers are those apart- 
ment-house areas. 

financing truck and camper 
sales, all but one dealer interviewed 
put camper and truck the same 
contract. “Ping” Streit, Streit 
Chevrolet, San Diego, said make 
sure there’s healthy downpay- 
ment and list the camper the 
contract part the truck. 
Campers are serially numbered 
creates problem. 

few dealers San Diego fail- 
possession, they found the camper 
had been sold off. was not 
listed name and serial number 
there was nothing they could 
about usually ask for $1,200 
$1,800 down. However, our high 
downpayment may local af- 
fair, understand other areas 
* 


Price Leaders Promote Truck Sales— 

This price-leader camper, stocked Ford, Torrance, Calif., carries $595 tag.| and women could love them. 
two-bunk sleeper, with shelf behind the cab, cupboards, ice box and louvered 
windows, Truck dealers say that merchandising campers has improved truck grosses 
and increased sales volume the same time. 


Typical Camper for 8-Foot Pickup Bed— 


This 8-foot camper mounts directly pickup bed and can removed 
about minutes that the pickup can used other Dealers say 
either %-ton trucks will such camper easily. Owners cannot walk 
into campers like these, although they can sit upright the bunks. 


move trucks for far less the 
kitty.” 
+ 

pressed for advice new 

dealers, most successful camp- 
sales people listed quality 
camper their first item. They 
pointed out that many campers 
lack smooth floors and use the 
rough bed the pickup instead. 
provides cheap camper, but 
hard sell. 

Though materials are similar, 
many campers are hastily con- 
structed. difference few 
dollars camper will fre- 
quently result one that sells 
easily, holds well and gives 
the customer good service. 

pointed out that while 
men have final say-so the truck 
and equipment, women who 
look the interior the camper 
somewhat piece furniture, 
and women value good finish and 
careful construction, 

Salesmen making use furni- 
ture-selling techniques have found 
women highly susceptible in- 
fluencing the purchase more 
expensive camper than was origin- 
ally intended, particularly the 
sales approach swung around 
quality finish instead price. 

+ * 


dealer who has sold some 

360 campers the past five 
years found that his area camp- 
ers with bare metal sides are dif- 
ficult Those with painted 
sides were much easier, 

Another point mentioned was 
the importance preparing 
truck handle properly the ad- 
ditional weight. seems that 
most trucks are able 
handle only the lightest camper. 
Heavy-duty springs heavy- 
duty torsion bars, larger tires 
and four-speed transmission are 
proven ideal extras, There 
seems question about 
automatic transmissions, they 
work well. 

One Chevrolet dealer said that 
both the V-8 are sufficiently 
powerful handle truck and 
camper, Another mentioned that 
campers extending over the cab 
the truck increase frontal resist- 
ence the point where maximum 
speeds are turn, 
overcab campers are high that 
driving around corners ex- 
ercise caution rather than 
speedy forward movement. 

was noted more than one 
dealer that purchasers pickup 
truckg with campers frequently 
went for greater number 
accessories than most truck 
buyers. 

Mentioned were automatic trans- 
missions, radios and heaters. Less 
frequently ordered were trim 
groups, whitewall tires and special 
bumper lighting equipment, 
general, find that pickup 
and camper combination sales lead 
greater gross profit through 
the additional add-on items. 

* 

Barney Gould, 

Highway Cruiser, major 
camper manufacturer, the whole 
thing began 1956 when Ford re- 
leased their “Style-Side” pickup 
truck, This was followed Chev- 
rolet with restyled 1958 model. 

Previously, there had been noth- 
ing made that lacked much 
feminine appeal pickup truck, 
but new slab-side jobs had glamour 


the present time, according 
Barney, there are some 
pickup camper manufacturers 


Southern California, ranging 
from two-man shops large 
industrial organizations shipping 
campers throughout the United 
States. 

For dealers, campers represent 
chance sell profit. According 
Gould, “Some factories are 
known base dealer allotments 
truck sales. Using the 
camper merchandising tool 
can not only improve grosses 
truck sales but improve availability 
scarce passenger-car models.” 


how big camper business is, 

matter some speculation. 
“We were probably the first people 
pitch campers television, back 
1955,” says Jack Plumb, truck 
manager Ford. 

“We have only one model, with 
TV: ‘At the retail selling 
price the truck, you can have 
the camper Since starting 
campers we’ve sold almost 400 
them the five years, They’ve 
become big thing with today. 
figure selling one camper 
for every four pickup 

“In view the fact that have 
few fleet sales, this pretty good 

Jack keeps three four campers 
chassis his lot, none which 
are tied down. feels that spring 
the best time for camper sales 
but said that market develop- 
ing around the holiday season. 
Families frequently pool resources 
and buy the entire family camper 

the other hand, the San 
Diego area, Streit reports that 
while used sell large 
campers the $1,200 and $1,500 
price bracket, camper has 
slowed halt. 

says some specialist used-car 
lots are repossessing trucks and 
campers faster than they’re selling 
them. now stocks only two 
campers, one low-price unit 
the $500-$600 class. 


active camper opera- 
tion located that Robin 
Motors, Culver City. Its stock 
campers, spread over four 
used-car lots, selling average 
(Continued on Page 46, Col. 4) 
* * 


Luxury the Road— 


Interior camper shows trend toward 
luxury, which makes the truck-mounted 
units more appealing women. Dinette 
converts into double bed, while area 
above cab filled second double 
bed and screened drapery. Just above 
dinette table window which provides 
vision into camper from truck cab. Comper 
has seven ventilating and louvre windows 
and two roof vents, butane stove and re- 
frigerator, marine toilet, two light systems, 
water system, two double wardrobes, two 
chests drawers, gun cabinet, food cup- 
boards and trunk. 


—— 
| 
| 


Economic Pace 
Runs Bit Below 


Boomtime Rate 


Federal Reserve 
Finds Bright Spots 
Business Review 


Kenneth Kelley Jr. 
Staff Writer 


ness news the United States 


the early summer, although 


economic pace was bit below the 
boom rate, 

recent from the Fed- 
eral Reserve banks around the 
country. The banks found num- 
ber strong spots the econ- 
omy—easier money conditions, 
strong capital spending plans and 
better farm income outlook, 
mention three. 

The Federal Reserve Board re- 
ported that bank debits the 
March-through-May period ran 
ahead the 1959 total all 
Federal Reserve districts. Debits 
show the amount money chang- 
ing hands check and are 
measure total business activity. 

Here roundup what the 
Federal Reserve banks have been 
saying about business conditions 
the district level. 

* *” 


New England 


ENGLAND manufacturers 
through 1963 and are planning 
spend more this year for new 
plants and equipment than they did 
last year, according the Boston 


Capital spending this year 
expected reach $634 million, 
percent from the 1959 figure. 
However, this goal reached, 
spending will still below the 
1957 peak. 

Producers durable goods will 
make most the capital improve- 
ments. The durables group will 
spend about percent the 1960 


total with the producers nondur- 


able goods contributing only about 
percent. 
* 


New York 
easing the money market 
was noted the New York 
FRB, although the bank could not 
(Continued on Page 48, Col. 3) 
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New 


Fence Adds Beauty Used-Car Shed— 


Kidd Chevrolet Co. put this white picket fence hide unsightly scene the 


rear its used-car shed Adel, Ga. 


parking and always possible keep looking its best,” 


“The rear lot for truck and customer 


Kidd, deal- 


ership owner, said. addition giving the shed more exclusive look,” the fence 
emphasizes the cars being offered for sale, Kidd said. 


¢ 


Phillips Motor Operation— 

Phillips Ford Sales recently opened this used-car lot Blytheville, Ark. Known 
Phillips Used-Car Super Market, the lot fronts three streets, has excellent lighting 
and ample room for cars and trucks. 


Newberg Quits; Startles Industry 


(Continued from Page 1) 


manager 1945 and Chrysler Corp. 
president 1950. Newberg headed 
Dodge from 1951 1956, when 
moved corporation headquarters 
automotive group vice-president. 


that time, the industry grape- 
vine tabbed Newberg Chrysler’s 
next president. The feeling was 
strengthened 1958 when was 
appointed executive vice-president. 


the text Chrysler’s 
statement the resignation: 

“At special meeting the 
board directors Chrysler 
Corp., Newberg resigned 
president and director the 
company. His resignation was due 
differences opinion certain 
corporation policies. 

“The board accepted Mr, New- 
berg’s resignation and elected 
Colbert president addi- 
tion his other duties chair- 
man the board and chief exe- 
cutive officer. 

“E. Row was elected first vice- 

president. 
“Mr. Row has been active the 
rebuilding program the company 
since 1956. From 1956 1958, 
was administrative vice-president 
Chrysler Corp., and from 1958 
1960, first vice-president. 

“Mr. Newberg reported directly 
Mr. Row from 1956 until Mr. 
Newberg was elected president 
April, 1960.” 


EXPLANATION the “pol- 
icy differences” was forthcom- 
ing from Chrysler Corp., but De- 
troit auto men speculated along 
several lines. 
was recalled that press 
conference April 28, the day New- 


berg became president, Colbert de- 
clared that one Chrysler’s prime 
needs was cut costs and that 
cost-cutting program was already 
under way with Newberg the 
helm, 

Reports supplier circles are 
that Newberg instituted hard- 
and-fast low-bid policy, regard- 
less quality and delivery abil- 
ity, which some suppliers said 
hurt Chrysler more than help- 
ed, The suppliers contended that 
this policy opened the way for 
irresponsible alley shops un- 
derbid dependable suppliers. 

Other insiders point out that 
Newberg faced tremendous chal- 
lenge modernizing 
production facilities they could 
compete with General Motors and 
Ford, which moved faster than 
Chrysler area after the war. 

* 


LSO, known that there was 

clash inside the company last 
fall over the pricing Valiant and 
Dart, with one faction favoring 
higher prices than were posted for 

the cars. 

Newberg said have cham- 
pioned the present price structure. 
Some Chrysler people reportedly 
felt that the first-quarter and first- 
half earnings statements would 
have made sweeter reading high- 
prices had been adopted. 

every Chrysler personnel 
shift, the name Prudential In- 
surance bobs up. Prudential loan- 
Chrysler $250 million 1954 
100-year program, 

There have been frequent reports 
that Prudential has considerable 
say about the management the 
auto company, although Chrysler 
vehemently denied every such 
allegation. Row said have 


the respect Prudential, well 
the industry. 
* * 


and low positions said they 
were caught surprise the 
Newberg announcement. 

“You can bet,” one said, “that 
was spur-of-the-moment ac- 
tion would have had 
the grapevine.” 

relation the surprise aspect 
the move, another commented: 

“However, wouldn’t sur- 
prise the Chrysler family.” 


Shares the Walter Chrysler 
family constitute major holding 
the corporation, and said 
few moves are made without con- 
sultation with the family repre- 
sentatives. 

+ 
June meeting which 
the resignation was announced 
was special conclave—Chrysler’s 
regular monthly board meeting was 
held June 

probably was called for the 
purpose accepting Newberg’s 
resignation. One source said that 
p.m. June 29, board mem- 
bers did not know the next day’s 
meeting. 

Non-board vice-presidents and 
the heads least two Chrysler 
Corp. Divisions reportedly knew 

nothing about Newberg’s resigna- 
tion until the story was an- 
nounced. 

also was reported that vice- 
president found himself all alone 
the conference room when 
arrived corporation headquarters 
for important meeting the 
morning June 30, irate 

(See NEWBERG, Page 47, Col. 


New Ideas for Dealers 


New Home for Northside— 


Hubert Hawke, Northside Plymouth, Inc., shown the gateway his new three- 
acre facility Tampa, Built cost $150,000, Hawke's major concern 
whether will need more space. The firm has 100 new cars serviced and ready 
roll all times. Customers are able pick out their body styles and color combina- 
tions the spot and drive them away, according Hawke. 


Prize for Good Housekeeping— 


Service customers Tarpon Chevrolet Co., Tarpon Springs, are impressed with 
the orderly display tools around the walls. Pegboard used for this purpose and 
the idea, according Scofield, vice-president, not much show customers 
how many tools the shop has, but sure that every tool its proper place. This 
makes for more orderly shop and saves the time mechanics looking for tools. 
Mechanics are charged with the job housekeeping their respective bays and are 
issued paint redecorating when they desire. the end the year prize 
awarded the mechanic who does the best job keeping his working space clean. 


Used-Car Office Wheels— 


Trumbull Chevrolet Sales Co., Inc., Detroit, was the first customer for the newly 
introduced office model Vagabond Coach Mfg. Co., New Hudson, Mich. Gordon 
Wilson jr., right, Trumbull general manager, takes delivery the unit from Robert 
Pelkey, left, Vagabond sales manager, and Frank McDonald, Vagabond dealer. The 
unit, feet long and feet wide, features reception room and three offices. 
Trumbull Chevrolet plans use the office for its used-car operation. 


Nelson Moves Into New Home— 


Nelson Cadillac-Oldsmobile has moved into this new building Eau Claire, Wis. 
The 13,000-square-foot building contains air-conditioned showroom, conference 
room, sales offices, service stalls and two wash racks. The firm's paved parking 
lot, used-car lot and new-car storage area covers 40,000 square feet. 


New Independent Front Suspension achieves 
new high truck ride and handling ease! 


The most advanced trucks years, today’s GMCs, offer 

dealers sales story without parallel the industry! 

For example, independent front suspension 

bar springs give new GMCs greatly increased road stability 
GENERAL make these trucks ride and steer with startling new ease. 
Yet, there’s equally important news the coil vari-rate 
rear springs; the V-6 engine; specially designed, stronger 

frames; the extra-life cab. With all this sales ammunition, 

it’s great Dealer. For those who are interested, 

there are limited number profitable franchises avail- 

able qualified businessmen. For complete information, 

write General Sales Manager, GMC Truck Coach 


New tilt-cabs Division, General Motors Corporation, Pontiac, Michigan. 
\ 


MORE TELL AND SELL WITH GMC! 
New rigid 400 Ibs. lighter, 35% stronger! 
New long-life cabs and complete range BBC dimensions! 
Extra payload capacity—up 2,000 Ibs. more per trip! 
New V-6 engine for life—proved torture tests! 


PLUS: New engine accessibility for easier, faster servicing! New tilt-cab 
series for extra payload capacity within legal limits! 
Comprehensive free training programs! Biggest advertising and promotion 


support GMC history! 
From %-ton Motors leads the way! 
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Pickup— 
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The Man Behind the 


Sales Testing GMC Pickup 


be 


Model 1001 pickup, featuring new V-6 engine, torsion-bar suspension 
front and rear coil springs, provides ride almost good car, William Carroll, 
Automotive News West Coast editor, reported sales the truck. 


Wagons Snare One-Third 
Ozark Dealer’s Sales 


Houck 
Travelling Correspondent 

IRONTON, Mo.—Awareness 
changing market helped 
Friendly Chevrolet-Oldsmobile Mo- 
tors here develop good market 
station wagons and pickup trucks. 

Zude, owner, said 
one-third his total Chevrolet 
sales involve wagons. 

Improvements the station 
wagon since first introduced 
responsible for some the in- 
crease demand, according 
Zude. 

“Today’s wagon offers one the 
best buys any vehicle,” Zude 
said, “and one the best areas for 
dealer work for substantial 
Today’s wagon rides well 
passenger car, usually 
bought with full power and can 
used for many things that the 
higher cost becomes secondary. 

“We always recommend power 
brakes and power steering for 
safety station wagons well 
all other vehicles and automatic 
transmissions are selected much 
routine. find the man 


New-Car Sales 
High Gear, 
Makers Report 


DETROIT, Makers last week 
continued report high-level new- 
car sales Among them 
were the following: 


Chrysler Corp. 


Retail sales Chrysler Corp. 
cars for the first days 
June were the highest any 
comparable period since the intro- 
duction the 1960 models, Byron 
Nichols, group vice-president 
charge automotive sales, said. 

Total retail sales June 1-20 
were passenger cars, 12.5 
percent higher than the first 
days June last year and 

percent higher than the first 
days May, 1960, said. 

For the June 10-20 period, 
said, retail sales were 28,979, 
daily. This percent in- 
crease daily rate sales over 
the first days June, said. 

From Jan. through June 20, 
Nichols said, retail sales totalled 
percent increase over 
the 336,360 units sold during the 
period last 


Plymouth 


Total retail deliveries 13,495 


Plymouth cars the second 10- 
(Continued on Page 48, Col, 4) 


Late Report... 


motive News’ index. 


Used-Car Market 


The overall average price used cars sold wholesale auction 
advanced last week new level $968, Auto- 


was the first upward movement the index three weeks. 
Leading the gain was the class, which moved ahead $17. Other 

New lows were established for and 

group representative auctions last week, the sales ratio 
was 69.8 percent, compared with 70.5 percent the previous week. 
Auction reports begin Page 37. 


who can afford put $3,000 al- 
most $4,000 wagon not the 
type buyer who needs hold 
back because few hundred 
dollars more the purchase price 
contract, buys for purpose. 
needs the utility vehicle for 
several different purposes and 
gets with the accessories 
needs likes. 

“Consequently, when the dealer 
promotes wagons usually pro- 
moting good list optional ac- 
cessories the same time.” 

Zude said this year had been 
the firm’s best year for wagons, 
with sales running strong third 
more total volume and all 
Many were repeat 
sales. addition, Zude sold 
wagons hospitals, undertakers, 
police departments and construc- 
tion companies, 

Another definite trend the in- 
creasing sales pickup trucks 
since the pickups have turned styl- 
ish, said his Fleetside Chevrolet 
one-half-ton pickup with either six 
V-8 engine been popular 
seller this year. 

Buyers are getting these pickups 
two-tone paint jobs, with heat- 
ers, radios, automatic transmis- 
sions, power steering, power brakes 
and white sidewall tires, indicating 
that the day the drab utility 
pickup vehicle past. 

Modern styling the pickup 
responsible for the increased de- 
mand, Zude reported, and since 
now has soft and comfortable 
ride well the usual load car- 
rying capacity, has met the ap- 
proval wide segment the 
buying 

“Nobody needs apologize for 
the appearance today’s high- 
styled pickup truck,” Zude said, 
“because can parked beside 
any kind automobile with pride. 
That might one the reasons 
for the increased sale pickups. 
People who have been wanting the 
the pickup didn’t like 
the looks.” 

Zude also reported increased 
interest and sales the four- 
wheel-drive Chevrolet truck. The 
man who bought the first one 
has been pleased and surprised 
its performance that has 
been selling four-wheel-drive 
Chevrolet all his friends, Zude 
reported. 

This area rugged, being only 
few miles from Taum Sauk 
mountain, the highest peak the 
Missouri Ozarks, four-wheel- 
drive vehicle utility ve- 
hicle the highest order. 


series articles designed 
plore the selling features 
American trucks. 


William Carroll 

West Coast Editor 
ONE the year’s longest sales 
tests—from Los Angeles Min- 
neapolis—a GMC Model 1001 pick- 
up, loaded maximum gross ca- 
pacity 5,250 pounds, averaged 
20.94 miles per gallon regular 
gas during the five-day, 2,000-mile 
run, The average road speed was 

nearly miles hour. 

pickup one the 
most unusual vehicles its type 
the road today. powered 
new V-6 engine. hag tor- 
sion-bar suspension front and 
coil springs the rear, pro- 
vides ride almost good 
Passenger car, load capacity 
equal that more conven- 
tionally sprung 

Interior the test pickup had 
the custom treatment. included 
sturdy fabric upholstery, foam-rub- 
ber cushioning and painted in- 
terior including antiglare paint 
across the top the instrument 
panel, There were locks both 
doors and well-fitted rubber mat 
the floor. 

There was plenty front-seat 
adjustment for every man and 
woman driving the pickup. pleas- 
ant feature the adjustment 
change tilt the seat back. Ad- 
justing screws, each side the 
seat, are near the base where the 
seat pivots. Lock nuts are loosened 
and adjusting screws are raised 
lowered get the desired tilt. 

The instrument cluster model 
simplicity and utility, Instru- 
ments are hooded deeply prevent 
windshield reflections during night 
driving. 

+ * 


Choke Manually Operated 


the V-6 calls for only 
one change from ordinary pro- 
cedures, The manually operated 
choke interconnected the foot 
throttle. the throttle pedal 
not pressed slightly down, the 
choke will not pull out. The choke 
also increases engine-idling speed 
that cold engine will run 
smoothly. 

found that economy and 
performance were best let 
the engine idle for about sec- 
onds before taking off. This gave 
combustion chambers chance 
warm and provide more power 
rear wheels without bucking 
stalling cold mornings. 

high seating position allows 
impressive forward vision which 
makes possible evade develop- 
ing traffic Side and rear vis- 
ion are excellent. The general feel 
traffic one extreme nimble- 
ness with typical gear ratios giving 
plenty snap. 

Brakes were excellent. There was 


question fade and the fully 
loaded (with sandbags) truck could 
desired, Pedals were large and 
easy driver testing the 
pickup had trouble. The smallest 
woman was able stop this truck 
(which did not have power brakes) 
quickly and safely, 


The simple three-speed transmis- 
sion used standard-shift pattern 
and made more noise than 
would similar passenger-car unit. 
Acceleration was moderate, primar- 
ily because total weight was well 
over 5,000 pounds. However, there 
was vibration and high gear 
the engine could lugged down 


Make Tested: 


GMC PICKUP 


Model: 1001 Wide Side pickup. 

Engine: Overhead valve V-6; 
carburetion, single-throat down- 
draft; displacement, 304.7 cubic 
inches; bore and stroke, 4.25 
3.58 inches; compression ratio, 
7.15 horsepower, 150 
3,600 revolutions per minute, 

Torque: 260 pounds feet 
1,600-2,000 RPM; running weight, 
3,900 pounds without driver; 
power-weight ratio, pounds 
per horsepower; brak e-weight 
ratio, 23.2 pounds per square 
inch lining. 

Transmission: Manual, three 
speed; clutch, single, dry plate, 
10%-inch diameter; differential 
ratio, 3.07, 

Dimensions: Overall 
184 inches; height, 73.7; wheel- 
base, 115; tread, 61. 

Suspension: Front, independ- 
ent, torsion bar; rear, coil spring, 
solid axle. 

Tires: 

Gas mileage: Test average, 
20.94 miles per gallon. 

Accessories: Automatic trans- 
mission, radio, heater, chrome 
bumpers, whitewalls, trim group; 
optional 
engine and load ratings. 


miles hour without buck- 
ing. 

highway speeds was 

breeze, and the ride, due 
torsion bars and full load, was 
was surprising find 
that pickup could driven long 
distances with much the com- 
fort passenger car, 

There wheel fight and 
steering was more precise than 
most expected, This due 
part the recirculating ball- 
and-sector nut steering, plus stiff 
truck tires which bite into the 
road and give feeling tre- 
mendous solidity. 

Rough-road running torsion 
was another surprise. The 
truck rode beautifully, with the 
wheels under control telescopic 
shock absorbers. 

Tooling the pickup over hills was 
only matter down-shifting 
the proper time. There was nec- 
essity lug because found 
our tests that could get about 
the same gasoline mileage 
percent grade miles hour 

second gear there was little 
difference mileage between 
and miles hour, was only 
necessary uphill rapidly 
was convenient, without regard 
run low speeds. 

Under the hood, there fan- 
tastic amount room for access 
engine, battery, radiator filler, 
brake and clutch master cylinder 
and other equipment. The huge V-6 
engine sits high the center be- 


tween the fenders. 
* 


V-6 Top Selling Point 
pickup’s two most saleable 
items are the V-6 engine and 
heavy-duty torsion-bar chassis. The 
V-6 one family truck en- 
gines which cover the complete 
range from lightest heaviest gas- 
oline engine units. All V-6s are 
completely new and have been de- 
signed for commercial 
There are three V-6 engines 
and one Twin They all have 


the same stroke, 3.58 inches, but 
(Continued on Page 50, Col, 1) 


Dayton Manager Offers 


Ideas Dealer Problems 


DAYTON.—Ralph Caverlee, 
secretary-manager the Dayton 
Area Auto Dealers Assn., has rec- 
ommended, effect, that manufac- 


introduced this fall would add 
this burden. 

His solution for this problem: 
“Why could not manufacturers 


turers take over the carrying establish distribution pools ware- 


new-car inventories and the service 
function effort solve prob- 
lems facing auto dealers, 

Caverlee noted that dealers 
face sizable floor-plan bills the 
present stock cars and said 
that the additional series 


Body Builders Meet Dearborn— 


More than executives representing school bus and parcel body 
throughout the country met Dearborn last week with truck sales and marketing per- 
Ford Division. The meeting was held inform the service 
and marketing programs and discuss general the 1961 product plans. 
Show here, discussing one the meeting's topics, are, from left, Way, presi- 
dent, Universal Sales, Delaware, O.; William Harris, regional manager, E.| their franchisers deem primary 


houses strategic locations, serv- 
ing their respective dealers the 
adjacent area? From such pools 
warehouses, dealers could replenish 
their new-car inventories sales 
warranted (probably pickup 
and driveaway basis). 

“This would real boon 
dealers everywhere relieving 
them the ever increasing burden 
stocking and floor-planning 
heavy, unwieldly inventories.” 

Caverlee said the plan would 
also provide better method for 
manufacturers determine just 
what series and body styles are 
moving and what piling up. 

said that the service business 
franchised dealers declining 
rapidly and few dealers get 
many percent their new- 
car customers back regular serv- 
ice customers. 

Caverlee said this problem could 
met centralized service de- 
pots, established manufacturers 
“particularly areas and instances 
where unfavorable service situ- 
ation exists that becoming more 
headache daily for manufac- 
turer, dealer and customer alike.” 

number advantages would 

flow from freeing the dealer 

his floor-plan and service prob- 
lems, according 

said such program would 
free dealers devote all their 
attention “the duties they are 
best fitted for and those which 


Olson Corp., New York; Eggemeyer, sales manager, Wayne Works Division,| importance promoting and mer- 
Corp., Richmond, Lee, Ford truck field service manager, and| Chandising the line cars they 
Shields, sales manager, School Coach Sales Dept., Superior Coach Corp., Lima, represent.” 
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Yes, I’m interested learning about the Rambler 
franchise. would like receive more information. 


ull Inf ormation understand under obligation, and that in- 
quiry will held strictest confidence. 


The 


© 
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Rambler Dealer 
Profits 


BUSINESS REPLY MAIL 


NO POSTAGE STAMP NECESSARY IF MAILED IN THE UNITED STATES 


Are Way Above 
Industry Average... 


SEE WHY! 


AIR MAIL CARD TODAY! 


Director Dealer Development 


American Motors Sales Corp. 
Detroit 32, Mich. 
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ONE MORE REASON RAMBLER DEALERS 
ARE NO. SALES-PER-DEALER 

WITH SUBSTANTIALLY HIGHER PROFITS 
THAN THE INDUSTRY 


Rambler Dealers Can 
American-Built 


ser 


asd 


Rambler American Deluxe 2-Door Sedan, monthly payments based suggested factory 
delivered price with 1/3 down payment, 36-month contract with normal carrying charges, 
Federal taxes paid. Optional equipment, transportation, state and local taxes, any, extra. 


There Are Still IMPORTANT! 
Rambler Dealer Franchises 


Available Select Markets 
Including Some Metropolitan Areas 


q 
4 
q 
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The 1960 Plymouth carries about pounds 
aluminum—up per cent over last 
year’s model. What’s true for Plymouth 
true for practically every other new car. 
Every year more aluminum takes the 
road because car makers cater their 
public—and the public has expressed over- 
whelming approval brightwork that keeps 
its showroom shine because anodizing ends 
unsightly peeling and resists corrosion. 
The grille (shown above) fabricated 
the Bay City Division The Electric Auto- 
lite Company. Bay takes the alu- 
minum extrusions and precision-pierces the 
sections between the louvers. The grille 


then given mild forming and anodized 
Chrysler’s specifications. It’s meticu- 
lous, fast and economical operation—per- 
formed Bay with equal skill the New 
Yorker grille, Ford’s taillight bezel and 
imprinted instrument panel, and various 
Ford and Chrysler scuff plates well 
trim for many applications outside the 
automotive industry. 

Alcoa does not make automotive trim. 
But our teamwork with expert fabricators 
such Autolite offers automotive de- 
signers ever-broadening base forms, 
colors and textures add dash, sparkle 
and sales appeal car. 


ALCOA AND MORE SALES POINTS THE POINT SALE! 


STIMULATE | 
SALES 
: 
| | 


Alcoa sells automobiles showing the car-selling features aluminum the nation 


full-color national magazine ads like this and two top-rated shows—Alcoa Presents 


and Alcoa Theatre. Tell your customers about your big new sales feature. 


~— 


PHOTO BY JERROLD N. SCHATZBERG 


Drive defiantly salty Montauk grille aluminum) 


the beach snowy streets, salt can’t season Plymouth’s Side panels, too, glow with carefree aluminum, emblems 
grille and brightwork! They’re made anodized Alu- headlight bezels. And under the hood rugged Alcoa Alumi- 
minum, resistant forever peeling, and staunch defier pare useless weight, toughen mechanical parts, unleash 
pockmarking corrosion. Anodizing, Alcoa development, additional power. Reasons enough look for aluminum your 
keeps their surface sapphire-hard and lastingly beautiful. next car. Aluminum Company America, Pittsburgh 19, Pa. 


Alcoa Aluminum for lasting Gleam and Go! 
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and contracts between manufacturers and dealers 
motor vehicles, parts and accessories; 

Every auto excise, gasoline and taxes, collected states 
and governments, applied building and maintenance highways; 
Guard the precepts individual freedom, which made the 


great and gave its citizens more the better things life than anywhere 
else the world. 


Should Dealers Compete 
With Wild Ads? 


the current problems the auto market the 
stickiness used cars. And William Mitchell jr., 
Waltham (Mass.) Chevrolet dealer and head NADA’s 
advertising ethics committee, puts his finger sore spot 
when says: 

handful dealers will not permit orderly retail 
used-car market. They dominate the used-car sections 
the newspapers with new-car giveaway advertising. They 
offer low, low downpayments and long, long finance terms. 
And then, top off, when they have used cars sell, 
they generally advertise them for sale ‘wholesale.’ 

How can you move used cars such advertising situa- 
tion? 

Mitchell has another point: 

“The handful dealers who use the auto business 
front for their finance rackets set the pattern merchandis- 
ing that the average dealer cannot compete with. that 
mean they actually lose money their car business, but, 
brother, how they make the finance racket they are 
in.” 

The sample newspaper pages Mitchell referred are 
welter blatant claims, illustrated with rockets going off 
and fire-sale headlines. 

seems that the legitimate dealers are making 
effort match the advertising tactics the fast dealers, 
rather than make their own advertising islands calm 
reassurance the maelstrom. 

recall the Pennsylvania dealer who met similar situa- 
tion staging low-pressure used-car sale the midst 
his high-pressure competitors. got advertising expert 
from department store, noted for its confidence-inspiring 
advertising, lay out his ads. The sale was marked suc- 
cess. 

For the long pull, however, believe that the efforts 
NADA make dealer advertising more meaningful deserve 
both factory and dealer support. 


Coming 
Events 


recognition, new items this 
column will starred and will 
appear boldface type the first 
time they are used. 


Dealer Conventions 

Trade Assn, Man- 
agers, Grand Hotel, Mackinac Island. 

Aug. 7-9—Georgia Independent Automo- 
bile Dealers Assn., Henry Grady Hotel, 
Atlanta. 

Aug. Dealers Assn. 
West Hotel, White 
Sulphur Springs. 

Aug. Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. Automobile Dealers 


Assn., Cody. 

Sept. 11-13-—New Hampshire Automobile 
Vealers Assn., Farragut House, Rye 
Beach, N. H. 


Sept. 12-13—Minnesota Automobile Deal- 


ers Assn., Leamington Hotel, Minne- 
apolis, 
Sept. Automobile 


Dealers of Canada, Toronto. 

Sept. Automobile Dealers 
Assn., Samoset Hotel, 

Sept. Automobile Dealers 
Assn., Sheraton Hotel, Louisville, 

Sept. 18-20—New York State Automobile 

ealers, The Concord, Kiamesha Lake, 

Sept. 19-20—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee, 

Sept. 30-Oct. Montana Automobile 
posters Assn., Rainbow Hotel, Great 

Oct. Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago, 

Oct, 23-25—New Jersey Automotive Trade 
Chalfonte-Haddon Hall, Atlantic 

ity. 

Oct. 28-Nov. 2—Florida Automobile Deal- 
ers Assn., Cruise Montego Bay and 
Port-au-Prince. 

Nov. 6-7—Oklahoma Automobile 
ers Assn., Skirvin Hotel, Oklahoma City. 

Nov. Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 

Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 
Miami. 

Jan. 28-Feb. National Automobile 
Dealers Assn., San Francisco, 

*% March 13-14 — Louisiana Automobile 
Dealers Assn., Roosevelt Hotel, New 
Orleans. 

May Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

* 


Auto Shows 


Oct. National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23—International Foreign and 
Sports Commonwealth Ar- 
mory, Boston. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

Nov. Auto Show, Coliseum, 
Denver. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore, 

Nov. 25-Dec, 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Feb. 3-8—International Foreign Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 


General 

July 21-23—Automotive Trade Man- 
agers, summer meeting, Grand Hotel, 
Mackinac Island, Mich. 

Sept, 6-16, 1960—Production Engineering 
how, Navy Pier, Chicago. 

Sept. 6-16, 1960—Machine Tool Exposition, 
International Amphitheatre, Chicago, 
Oct. Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 

New York City. 

Oct. 19-22— Automotive Wholesalers 
Texas, Rice Hotel Convention and Booth 
Conference, Rice Hotel, Houston, 

Oct. 2426—Truck and Body Equipment 
Convention and Exhibit, Sherman Hotel, 
Chicago. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 


cago, 

Jan. 30-Feb. 2—Automotive Accessories 
Manufacturers America, New York 
Coliseum, New York, 


The Big Stories 


Years Ago—1926 


With Ford Motor Co. now offering balloon tires standard equip- 
ment, practically the entire industry balloon tire basis. The 
change has taken place little more than two Ford an- 
nounced price cuts ranging from $15 $45 all models. 


Years Ago—1940 


For the dual purpose conserving foreign exchange and freeing 
industry for production war materials, Canada imposed prohibitive 
taxes new-car purchases, ranging from percent cars valued 
$700 percent cars valued over $1,200. 


Years Ago—1950 


The nation’s auto plants turned out record 582,404 cars May, 
but June the average United States dealer had potential in- 
ventory less than cars—only one more than month before. 


Automotive 


the Week 


I'll decide who this 


Letterbox 
‘Not Fair Dealers 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 


used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 


outgoing dealer speedily pos- 
sible and it’s always easier find 
prospective buyer lower price 
than higher price. dealer- 
ships have extra value—no good- 
will—then the recognizable value— 
the sale price the dealerships— 
will remain the lower price. 

But the industry revises its 
thinking this point and stops 
selling the dealers and the years 
their hard work short, perhaps the 
viewpoint the industry 
whole will become more equitable, 
finally recognizing the fact that 
there goodwill many automo- 
bile dealerships today. 

What this “goodwill” which 
many dealers have but are not 
allowed take into considera- 
tion when valuing their business? 

could business location 

perhaps location which they are 
responsible for developing. could 
customer-sales relations over 
period years. could cus- 
tomer-service relations that 
some dealerships produce sufficient 
revenue cover 100 percent 
total fixed expenses. could 
dealer-industry relations. 


There are other intangibles which 
could mentioned, but they all 
there never any intangible value| add profitable, satisfying 
dealership not correct successful dealership the 
certainly not fair many which should not under- 
ers. Those who state that there sold anybody, 
never any goodwill automo- firmly convinced that many 
tive dealership are backing a gen- dealerships do have “goodwill,” and 
erality which more applicable conviction based upon our 
all instances than any other gen- many years experience with au- 

does such dogmatic, un-| hearing the opinion 
lent the industry today? Perhaps partner Leighton Co., Devon- 
get it’s good business replace 


Really Aluminum 


Our alert sales department has 
called our attention error 
article which appeared the 
May issue and was captioned 
Grilles Increase.” the bot- 
tom the article and listed under 
all steel grilles the Dodge Dart. 


Our Cleveland office advises that 
these grilles are definitely all alu- 
minum made 100 percent Eaton 
Mfg. Co. Knowing your publica- 
tion’s obsession with reporting the 
issues accurately, felt sure you 
would want bring this the 
attention your editorial depart- 
ment. 

matter fact, both Dodge 
and Dodge Dart have aluminum 
Co. America, Pittsburgh. 


Question Goodwill 


Just recently one the most 
successful and prominent automo- 
bile dealers the greater Boston 
area raised this 
much dealership really 
worth?” 

This is, many dealers and 
those who work closely with them, 
and auditing field, thought-pro- 
voking question. 

automobile dealership today 
worth more than its net worth plus 
the market value any real estate 
necessary the business? 

Many sources, including official 
representatives the manufac- 
turing end the automotive in- 
dustry, generally answer this 
question with unequivocable 
no, They say, “There in- 
added the value going 
dealership.” 

Just how much merit there 
this position? many instances 
the contention that there 
goodwill automobile dealer- 
ship correct because many 
dealerships there just isn’t any so- 
called goodwill. 

But foster the argument that 


~ 


= 
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From Testimony Territory Security 


Insight into Market Views 


the course testifying 
the territory-security bill before 
the House Subcommittee Com- 
merce and factory ex- 
ecutives and auto dealer spokes- 
men commented with great detail 
the current state the new- 
car market. 

James Roche, General Mo- 
tors distribution e-president, 
revealed that would not ef- 
fectuate any territory sales bonus 
program because its effect 
costs. defended the present 
dealer-discount structure. 

Ford General Counsel William 
Gossett recited the pros and 
cons cross-selling. warned 
the problems inherent ad- 
ministering territory program 
the face constant changes 
dealer markets. 

Quinn, sales vice-presi- 
dent Chrysler Corp., asked 
long series rhetorical questions 
which addressed themselves 
distribution and marketing prob- 
lems. 

The position with re- 
spect new-car selling was re- 
flected the statement Amer- 
ican Motors Vice-President 
William McGaughey, who 
took the opportunity speak 
Rambler’s recent expansion. 

The practices used other re- 
tail businesses were pointed out 
the spokesman for the Nation- 
Automobile Dealers Assn., 
Oklahoma Director Mead 
Norton (Chevrolet-Buick). 

Finally, Robert McKinsey 
presented the independent-dealer 
view, again taking strong “pro- 
vice-president and general coun- 
sel the National Independent 
Automobile Dealers Assn. 

Salient excerpts from the vari- 
ous statements follow: 


Roche—General Motors 
OUR opinion, legislation per- 

mit “territory such 
heretofore existed the General 
Motors franchise agreements would 
very much 
the public inter- 
est. should 
emphasized, how- 
ever, thatthe 
permissive con- 
sions contemplat- 
H.R, 10201 
are entirely dif- 
ferent from the 
provision 
formerly included 
General Motors franchise agree- 
ments. 

Our concept realistic and 
workable teritory security provision 
provides for the sharing the 
gross profit opportunity the sell- 
ing dealer with the dealer within 
whose area sales and service re- 
sponsibility the purchaser resides. 

This concept provides means 
compensating dealer for his 
investment personnel and 
sales and service facilities estab- 
lished and maintained provide 
for the requirements purchas- 
ers those instances where the 
dealer does not otherwise partici- 
pate the gross profit potential 
the sale such purchaser 
residing his area responsi- 
bility. 

Participation the gross profit 
opportunity car purchased 
resident dealer’s area re- 
sponsibility from another dealer, 
establishes desirable customer- 
dealer result such 
car owners receive consideration 
with respect their after-sale 
service requirements equal that 
given car owners who have pur- 
chased their cars directly from 
such dealer. 

The provisions contemplated 
H.R. 10201 establish basis for 
such customer-dealer relationship. 


M. Roche 


the contrary, dealer would 
receive nothing from the sale 
outside dealer purchaser 
his area responsibil- 
ty. 

However, would receive pre- 
mium sales made pur- 
chasers residing his area re- 
sponsibility. Thus would in- 
clined take care the service 
requirements the car owners, 
whom has made sales, before 
satisfying the service requirements 
car owners who have purchased 
their cars from other dealers, 

* 


10201 would authorize the 

area responsibility and the man- 
ufacturer would permitted 
give dealers additional discount, 
rebate, allowance for each sale 
customer within such area. 
Traditionally, the pattern distri- 
bution motor vehicles has always 
provided for the establishment 
dealer’s area and service 
responsibility. 

Moreover, the normal discounts 
from list price which the manu- 
facturer sells its products deal- 
ers contemplate fair profit op- 
portunity compensate the dealer 
for his investment personnel and 
sales and service facilities 
handle the needs customers 
whom sells, 

Any additional discount, rebate 
allowance would represent 
compensation for performing 
sales and service obligations 
which the dealer already con- 
tractually obligated perform, 
and for which General Motors 
has already provided compensa- 
tion selling its products 
established discount from list 
price. 

Furthermore, would represent 
item cost incident retail 
distribution which neither 
production cost nor 
distribution cost, such should 
provided for the list price 
and would result 
list prices and additional 
consumers. 

General Motors Corp. not 
favor any so-called “territory 
security” program which has the 
effect increasing costs con- 
sumers without providing corres- 
ponding benefits consumers. 

* 


NOTHER very serious defici- 

ency H.R. 10201, the opin- 
ion our counsel, its failure 
exclude dealer franchise agree- 
ments containing permissive con- 
tractual provisions authorized 
the proposed legislation, from the 
provisions the Sherman Act, the 
Clayton Act and the Federal Trade 
Commission Act. 

stated previously, General 
Motors Corp. removed territory se- 
curity provisions from its dealer 
franchise agreements 1949 be- 
cause our counsel advised 
developing trend the interpreta- 
tion the antitrust laws which 
make such provisions unlaw- 
ul. 

Representatives the Justice 
Department have appeared before 
number Congressional Com- 
legislation which would permit the 


Dart Visits Boat Show— 


inclusion territory security pro- 
automobile franchise 
agreements. They have consistent- 
taken the position that agree- 
ments entered into between each 
several distributors dealers, 
the one hand, and single manu- 
facturer, which have the effect 
allocating territories among the 
distributors dealers, are unlaw- 
ful under the antitrust and related 
laws. 

Accordingly, would seem ob- 
Congress make the Federal 
antitrust and related laws inap- 
plicable territory security pro- 
visions automobile dealer fran- 
chise agreements, the legislation 
should specifically enumerate the 
Federal statutes which the 

H.R. 10201 fails make the Con- 
gressional intent clear. 

summary, oppose the en- 
actment H.R, 10201. will re- 
sult additional cost consumers. 
not beneficial the dealer 
the manufacturer, and could re- 
sult litigation determine the 
Congressional intent and the scope 
the immunity provided under the 
antitrust and related laws. 

Finally, believe advisable 
inform the Committee that, be- 
cause our stated objections 
H.R, 10201, General Corp. 
would not include the permissive 
“territory security” provisions con- 
templated such legislation 
our dealers’ selling agreements, 
such legislation should enacted 


into law. 


THE root the controversy 
the fact that among fran- 
chised new-car dealers there are 
and always have been some dealers 
whose objectives and methods 
merchandising automobiles are dia- 
metrically opposed those cer- 
tain other dealers, varying 
points between these two extremes 
stand the remainder the dealers. 
the sidelines, but very much 


interested the outcome, are 


franchised (used-car) dealers who 
oppose any measure that would 
tend impair their ability freely 
buy and resell new cars com- 
petition with franchised new-car 
dealers. 

dealers who want free 
sell cars anyone, and what- 
ever price they see fit charge. 
They want sell aggressively, 
cultivate whatever markets may 
available them, and seek 
customers wherever they may 
found. They out after the 
business, confident that they can 
prosper and grow atmos- 
phere free competition. Many 
them have been successful. 


These dealers regard certain 
amount cross-selling basic 
right, and many them oppose 
any proposal that would have the 
effect fencing them in—of con- 
fining them sales customers 
residing only their immediate 
sale new vehicle retail 
the geographical trade area an- 
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USED 
CARS 


“If belonged little old 
lady who drove only Sunday, 
it’s probably full carbon, ready 
for set rings and badly 
need valve job.” 


other dealer the same make 
vehicles.) 

Indeed, some these dealers 
contend that they were not per- 
mitted sell widely, they would 
have close their doors because 
the sales potentials restricted 
territory would not support the fa- 
cilities and organizations that they 
have built over the years. Many 
these dealers have built their 
sales volume through skillful mer- 
chandising and superior service 
their customers. 

* * * 

THE other extreme group 

that believes that while auto- 
mobile dealers should have con- 
tend with competition from dealers 
other cars, they should 
not have wide- 
open competition 
from dealers 
the same make 
cars, and 
large, they prefer 
sell fewer cars 
higher mar- 
gins profit and 
place greater em- 
phasis upon serv- 
ice their cus- 
tomers. 

their view 
that cross-selling should dis- 
couraged because damaging 
the business all dealers, threat- 
ens the stability the automotive 
distribution system and renders 
unattractive and unprofitable; and 
age the investments dealership 
facilities necessary assure the 
public the service that deserves. 
Accordingly, these dealers seek 
strong territory 

There much said for 
the point view each group 
dealers. Unquestionably, the 
cross-selling engaged some 
dealers irresponsible and de- 
moralizes the market for all. 
evidences lack statesman- 
ship, for damaging the 
business other dealers, ad- 
dition, invites retaliation, which 
can only result injury the 


W. T. Gossett 


business the dealer who en- 


gages it. 

Moreover, there can doubt 
that excessive, irresponsible cross- 
selling could discourage the flow 
investments into dealerships and 
ultimately reduce the effectiveness 
franchised new-car dealers gen- 
erally serve the public its 
satisfaction, 

the other hand, some cross- 
selling regarded most dealers 
both desirable and inevitable. 

* + * 
THE opinion many dealers, 
any program that would effec- 


tively deter cross-sales, either 


penalizing extra-territory sales, 
inevitably would have significant 
impact upon the car-buying public. 

would tend restrict the free- 


choice people who are 


the market for automobiles. 
Many these customers initiate 
cross-sales shopping around 
dealers and cross-buy- 
ng. 

the extent that the consum- 
ers’ freedom choice were limit- 


ers, least, would also limit- 

ed, This would have tendency 

decelerate industry 

Reduced sales, turn, would 
tend increase unit and the 
price the consumer... 

* 

the proposed legislation are that 
(1) our company adopted plan 
under the legislation, might 
subjected serious charges both 
public and private having vio- 
lated the antitrust laws; (2) any 
such plan would require in- 
crease the prices our products 
the public; and (3) the adminis- 
tration the plan would ex- 
tremely difficult not impossible. 

First, could not adopt plan 
pursuant the bill without in- 
curring serious risks being 
charged with violating the antitrust 
laws the government, dissent- 
ing dealers and third parties. 
The risks would stem from the fact 
that the proposed legislation pur- 
ports exempt any plan adopted 
pursuant only from the ap- 
plication the Robinson-Patman 
Act. does not provide exemption 
from the Sherman Act, the Fed- 
eral Trade Commission Act the 

Clayton Act, 

Exemption from these import- 
ant antitrust laws obviously 
essential, view Judge Han- 
sen’s observations the NADA 
and ADSA plans, that “each 
the proposals raises serious 
questions under the antitrust 
laws including allocation cus- 
tomers, division 
boycotting non-franchised 
dealers and resale price main- 
tenance.” 

brief analysis the manner 
which plans adopted pursuant 
this legislation would operate re- 
the probable basis for attacks 
them under the antitrust laws. 
Under the type plan envisaged 
the bill, dealer would re- 
warded for each sale made 
customer residing his territory, 
and the reward would withheld 
each sale made customer 
residing outside, Each dealer, there- 
fore, would competitive dis- 
advantage selling customers 
residing the territories other 
dealers. 

the extent that this disad- 
vantage making extra-territorial 
sales would tend unreasonably 
restrain competition among dealers, 
would charged that there 
violation Section the Sher- 
man Act, The specific charges 
would be, suggested Judge 
Hansen, that the effect the plan 
would allocate customers, di- 
vide territories and reduce price 
competition among the dealers. 

The disadvantage extra-ter- 
ritorial sales, and the competitive 
advantage 
sales, would also charged 
constituting violation Section 
the Federal Trade Commission 
Act, which prohibits unfair meth- 
ods competition. 

* * * 

challenge the legality 

the plan could brought 
the government, private par- 
ties under Section the Clayton 
Act, which authorizes treble 
age actions under the antitrust 
laws. Such suits could directed 
not only against the manufacturers, 
but against the dealers well. 

The private damage actions could 

(Continued on Page 30, Col, 1) 


Popovic Receives 
Fine, Probation 
Title Case 


CLEVELAND.—Nicholas Pop- 
ovic, bankrupt former Chrysler- 
Plymouth dealer who pleaded 
guilty selling cars without giv- 
ing titles, was fined $2,000 last 
week and put probation for two 
years. 

Popovic was given until July 
pay the fine and court costs, 

His attorney said Popovic would 
try aid the victims his collapse 
regain the money they lost be- 
cause the failure Popo- 
vic, Inc. 

When the firm went into bank- 
ruptcy April, 1959, purchasers 
new cars were left without 
titles the cars they had paid for. 

Bert Winston, former presi- 
dent Mutual Finance Co., which 
had floor-planned the cars, had 
been indicted along with Popovic. 


The 1960 Dodge Dart station wagon was featured this unusual display the re- 
cent St. Boat Show. The exhibit was sponsored the St. Lovis Dodge Dealers 
Assn. 


dealers and the retail price dif- 
ferences they would create, the 
sales opportunities some deal- 


was acquitted earlier di- 
rected verdict. 
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automobile 
dealers whose 


accept things they come. Once they have reached 
particular position and financial level, they are perfectly 


have quarrel with them; every man’s prerogative 
get out life much desires. 


There are other men, however, who are not easily 
whose desires and ambitions exceed the potential the 


market which they are located. 


these men that this message directed. 


marke Right now, Dodge has number dealership openings 


large markets—markets where ambition and application will 


3 


pay exceptional dividends the men willing after them. 


These openings were created the almost unparalleled 

success the new low-priced Dodge Dart. The Dart was the 
Many dealers stymied the profit first step the new Dodge Market-Programmed Sales Agree- 
limitations small market have moved ment, plan designed expand the market for Dodge Dealers, 
and keep their selling efforts directed the largest segment 
the market. 


with Dodge larger markets offering greater 
profit opportunities—and you can, too! 

The Dodge Market-Programmed Sales Agreement completely 
flexible, designed change the market changes. Another 
indication this flexibility new line Dodge compacts 


introduced early this fall. 


you are dealer whose ambition bigger than the market 
which you are operating, sure investigate the large- 
market openings now available with Dodge. For full details 
specific openings, well the assistance you can expect 


from Dodge, write to: 


John Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 


1960, the big deal 


DODGE 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 


DODGE DART LUXURIOUS '60 DODGE DODGE TRUCKS 


ge 
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Makers Tell Congress 


Former Territory Security Plans 


Territory secur- 
ity newcomer the auto 
industry. The Big Three have 
each used territory incentives 
the past, while Chrysler Corp. 
and Ford have polled their deal- 
ers revival proposals. From 
Big Three representatives, the 
House Commerce and Finance 
Subcommittee heard accounts 
the industry’s territory-security 
history. These accounts follow: 

* 


Chrysler Corp. 


Chrysler Corp, have had 
considerable experience with 
exclusive territories. For number 
years prior December, 1951, 
our selling agreements with our 
dealers contained exclusive ter- 
ritory clause. 


removed this clause when 
antitrust rulings indicated that 
was doubtful validity. be- 
lieve were the last automobile 
manufacturer remove it. Since 
that time have operated with- 
out such provision. 

When the matter territorial 
security became the subject 
renewed legislative interest last 
year, felt that would 
appropriate consult our deal- 
ers the matter view our 
own position 

Until that time, all available in- 
were that there was 
clear majority dealers favor 
opposed territorial securi- 
ty. poll undertaken the chair- 
man the Senate Subcommittee 
Automobile Marketing 1956 
showed that the nation’s dealers 
were about evenly divided both for 
and against territorial security. 

1955 poll its member dealers 
the National Automobile Dealers 
Assn, showed percent for and 
percent against. 1954 the 
association’s poll showed 55.8 per- 
cent for and 44.2 percent against. 
The NADA’s poll year earlier 
showed the position reversed, with 
percent for and percent 
against, and its 1950 poll showed 
the dealers evenly split, percent 
for and percent against. 


JANUARY 1959, our com- 

pany undertook survey all 
our direct dealers determine 
their feelings about territorial se- 
curity. about the same time the 
NADA took another poll its 
member dealers. The results are 
interesting study. 

conduct our survey in- 
structed our field men contact 
our dealers person, and de- 
liver the dealers the following 
letter: 

CHRYSLER CORPORATION 

Detroit 31, Michigan 
January 12, 1959 
TO: ALL CHRYSLER MOTORS 
CORPORATION DEALERS 

Chrysler Corporation expects that 
may possibly asked legis- 
lative committees express its 


position regarding “Territorial 
curity” for our dealers. 


therefore, seeking your opinion 


this subject with the 


questionnaire. 

understand the term “Terri- 
torial Security” mean system 
whereby, under the terms his 
dealer agreement, dealer agrees 
sell cars and trucks only within 
prescribed territory, and agrees 
pay substantial penalty (about 
percent the factory retail 
price) any other dealer the 
same make whose territory 
may make sale. Enforcement 
the penalties would handled 
the factory, although factory 
money would involved. 

Chrysler’s position with regard 
legislation permitting “Terri- 
torial Security” has been that 
would support the legislation 

“Territorial Security” the de- 

sire the preponderant number 

our dealers selling the pre- 
ponderant number our vehi- 
cles, Conversely, would not 

want support bill such 

preponderance our dealers 

were not favor “Territorial 

Security.” 

The purpose the enclosed bal- 
lot find out the desires 
our dealers this matter. 
secret ballot and not neces- 
sary for you sign any 


other way identify yourself stat- 
ing your opinion. 

essential, however, that you 
let know what your position is, 
that can have the re- 
garding the desires our dealers 
this subject, 

Sincerely, 

(Signed) JACOBSON 
WAS emphasized our field 

men that they were not ex- 
press any opinion whatsoever 
the subject and was made clear 
them that the dealer ballot was 
unsigned that the survey 
our dealers’ true opinions 
the subject. 

Following the complete word- 
ing the dealer questionnaire 
which was used. 

CONFIDENTIAL “TERRITORIAL 
SECURITY” SURVEY 

How many years have you 
been active automobile 

What the average number 
new cars sold per year your 
dealership during the past three 

What the approximate popu- 
lation your sales area? 

“Territorial Security” has been 

defined system whereby, 
under the terms his dealer’s 
agreement, dealer agrees 
sell and trucks only within 
prescribed territory, and agrees 
pay substantial penalty 
(about percent the factory 
retail price) any other dealer 
the same make whose ter- 
ritory may make En- 
forcement the penalties would 
handled the factory, al- 
though factory money would 
involved. 

you favor legislation per- 
mitting “Territorial Security” 
outlined above? 

Yes 

Sixty-five percent all fran- 
chised dealers handling Chrysler 
Corp. vehicles the United States 
mailed their replies. Forty-four 
percent the responding dealers 
said they were favor territo- 
rial security, and percent were 
opposed it. When weighed the 
number cars sold these deal- 
ers, the survey showed that dealers 
who sell percent our cars were 
opposed and percent were 
favor territorial 


TOTAL numbers 2,100 all 

our United States dealers said 
they were favor territorial 
security, 2,700 said they were op- 
posed territorial security, and 
2,600 expressed opinion. 

Thus our survey showed that 


all our dealers, percent expres- 
sed positive opinion favor 


territorial security, while the re- 
maining percent were either op- 
posed non-commital. 

the responding dealers, the 
majority dealers selling be- 
tween 150 and 250 cars year 
were favor territorial se- 
curity; but the majority deal- 
ers selling fewer than 150 cars 
year more than 250 year 
were opposed it. 

other words, both small and 
large dealers gave majority vote 

against territorial security, while 
the middle-sized dealers gave 
majority vote for it. 

Dealers selling fewer than 
cars year voted percent 
against territorial security; the 
cent were opposed; and the 100 
149 group, percent were op- 
posed, 

+ + 

THE ranges, 

voted percent favor 
territorial security the 150 
199 car-a-year group, and per- 
cent favor the 200 249 
group. 

the next higher volume range, 
250 299 group were opposed; 
the 300 399 group, percent 
were opposed, and the 400 
499 group, percent were 

Among the high-volume dealers, 
the 500 599 group were per- 
cent opposed; the 600 799 were 
percent opposed, and the 800 and 
over were percent opposed. 

When the results were broken 
down, according the number 
years dealers had spent the 
business, was found that 
majority were opposed, regard- 
less the length their ex- 
perience, 

The results became more mixed 
when classified according the 
population size the sales area 
served the dealers. Generally, 
the high-population the 
low-population sales areas, the ma- 
jority our dealers were opposed 
territorial security, but the 
middle-population sales areas they 
were favor it. 

the areas less than 
5,000, our dealers were percent 
opposed; the 5,000 10,000 popu- 
lation areas, they were percent 
opposed; the 10,000 20,000 
areas, they were percent op- 
posed; and the 20,000 35,000 
areas, they were percent op- 
posed, 

the 35,000 50,000 areas, they 
were percent favor terri- 
torial security; the 50,000 75,- 
000 areas, they were percent 


Autolite Vice-Presidents Retire— 


Retirement three sales vice-presidents Electric Co., Toledo, became 
official May 31, when Thomas Flood, left, seated, Lyman Wine and William 
checked out their offices for the last time. Flood and Wine were vice-presi- 
dents the Original Equipment Sales Division, while Blank was vice-president 
the Replacement Battery Division. Shown with them are, standing, from left, James 
Falvey, board chairman; Robert Davies, president, and Stroh, sales vice- 
president. 


“TU tell you one thing—in our 
next car roominess going 
big factor.” 


favor; the 75,000 125,000 areas 
they were percent favor; 
the 125,000 250,000 areas, they 
were percent favor. 

* * 


THE 250,000 500,000 popu- 

lation areas, our dealers voted 
percent favor territorial 
security, with percent voting 
neutral the matter, areas 


more than 500,000, our dealers 


were percent opposed. 


the basis our survey, 
would seem that there clear- 
cut, preponderant opinion for 
against territorial security among 
our dealers. While true that 
majority them did express 
opinion against territorial security, 
the margin difference the vote 
seems indicate that dealer feel- 
ing mixed and divided the 
subject was the previous 
surveys taken the subject. 


the other hand, the NADA 
survey which was reported the 
end April, 1959, showed 
different The NADA 
ported that 52.5 percent its 
registered members responded 
its poll, with 69.2 percent the 
responding dealers voting for ter- 
ritorial security and 30.8 percent 
voting against it. 

There was indication the 
report the actual number 
dealers taking part the poll 
voting for against territorial 
security. Nor was there any indi- 
cation how many dealers 
Chrysler Corp. cars took part 
the poll, how they voted num- 
bers for against 
tories, and what this vote meant 
terms the total number 
dealers selling our cars, 

Our Company’s survey covered 
all our dealers whether not they 
were members NADA, that 
could have expression the 
opinion all the dealers who 
sell our 


Ford Motor Co. 


ERRITORIAL SECURITY and 

programs designed minimize 
cross-selling had been subject 
controversy among Ford Motor 
that time, our Company’s form 
sales agreement recited that sales 
dealers residents the ter- 
ritories other dealers were 
damaging the other dealers and 
Ford Motor Co.. and provision 
was incorporated under which the 
dealer agreed pay the Company 
$100 liquidated damages for each 
such 

The Company agreed turn 
pay the dealer commission 
percent the list price the 
vehicles the event that the Com- 
pany itself made direct sale 
retail buver the dealer’s ter- 
ritory. those days Ford Motor 
Co. sold some cars from its assem- 
bly plants directly retail custo- 
mers. 

This plan satisfied one, and 
result litigation and dis- 
satisfaction with among the 
dealers, the agreement was 
changed 1920 provide mere- 
that extra-territorial sales 
dealers might the basis 
termination their sales agree- 
ments, This provision, however, 
was deleted entirely the follow- 
ing year, 

1938, when the sales agree- 
ments other manufacturers had 
provisions calling for infringement 
payments for extra-territorial sales, 
Ford Motor Co. inserted similar 


provisions its sales agreements. 
Under these provisions, when 
dealer sold new car custo- 
mer residing area which 
another authorized dealer was lo- 
cated, the selling dealer was re- 
quired pay “service commis- 
sion” the other dealer. was 
further provided that the Company 
would act umpire the event 
that disputes arose between the 
dealers, 
+ * 

plan was found un- 

popular and unworkable, both 
the dealers and our Com- 
pany. Many dealers failed re- 
fused make the required pay- 
ments other dealers, and the 
Company came regarded 
collection agency between the 
dealers. 

Disputes arose between dealers, 
which often involved their cus- 
tomers (the bona fides the sales 
and the true residences the cus- 
tomers being issue), and our 
Company personnel found them- 
selves devoting inordinate amounts 
time these unproductive con- 

After several years, the re- 
lief all concerned, the Com- 
pany ceased trying enforce 
the provisions, and they ultimate- 
were eliminated from our sales 
agreements. 

spite this unsatisfactory 
experience, when the NADA re- 
vived the question territory se- 
1957, our Company 
promptly initiated study pos- 
sible means achieving the de- 
sires those dealers who sought 
territory security, manner con- 
sistent with the interests the 
dealers who opposed it, the public 
and our Company. 

enlisted the aid out- 
standing 
agency and leading economist 
and marketing expert from Colum- 
bia University. Among other things, 
the agency conducted extensive 
survey the views represen- 
tative sample our dealers all 
sections the country the 
extent, profitability and effects 
cross-selling and the de- 
sirability adopting plan 
minimize it. 

* * 
results this survey estab- 
lished beyond dispute that Ford 
Motor Co. dealers were divided, 
not only with regard the effects 
cross-selling, but also the 
advisability and means curbing 


it. 

SUMMARY SURVEY 
Cross-Selling. 

(a) The dealers said that 
present, the average, about one 
sale seven cross-sale and 
that, balance, cross-selling can- 
cels out; other words although 
there are wide variations prac- 
tices, the average dealers sell 
out their sales territories the 
same extent other dealers sell 
into them. 

(b) Sixty-five percent the deal- 
ers did not believe that cross-sell- 
ing increasing. 

(c) Forty-one percent the 
dealers believed 
ing affects “many” dealers. Sig- 
nificantly, only percent felt 
that their own dealerships were 
seriously affected 
ing. 

(d) Sixty-three percent the 
dealers said that cross-sales and 
intra-territorial sales were equally 
profitable them. 

Effect Cross-Selling Sales 
and Profits. 

(a) Thirty-eight percent the 
dealers thought that they would 
experience increased sales plan 
for territorial security were estab- 
lished. 

(b) Twenty-six percent the 
dealers, the other hand, believed 
that their sales would decreased 
cross-selling. 

(c) Sixty-five percent the 
dealers thought that plan min- 
imize cross-selling would increase 
their profits. 
Desire the Dealers 

for organized Plan, 

(a) Sixty-four percent the 
dealers said that they did not favor 
any plan minimize cross-selling 
Federal legislation were involved. 

(b) the other hand, Federal 
legislation were not involved, 
percent would favor some appro- 
(Continued on Page 42, Col. 1) 


Research and Development Work 


Electricity—springing life stop lights all over America 
Midland brake systems bring the nation’s trucks, buses and 
passenger cars swift, sure stops. Signaling top braking per- 
formance the result continuous research and development. 


AIR AIR VACUUM 
BRAKES COMPRESSORS CONTROLS POWER BRAKES 


MIDLAND-ROSS 


MIDLAND 


OWOSSO DIVISION OWOSSO, MICHIGAN 


ONE THE LARGEST AMERICAN CORPORATIONS 
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needed and the higher labor costs 
Chevrolet-Massena, numerous 
changes were necessary. For ex- 
ample, maximum machine and 
mold use was achieved through 
system interchangeable molds. 

This particularly advantageous 
the head-casting line where the 
molds used for casting the fins are 
changed after every castings. 
The used molds are then over- 
hauled and the first two castings 
with the new molds are automatic- 
ally scrapped. Incidentally, the 
head-casting machines are the only 
ones that are just like their Euro- 
pean counterpart. Chevrolet offi- 
cials call them the “Karl Schmidt 
machines.” 


Low-Pressure Casting 
Continued for Corvair 


Joseph Callahan 


Engineering Editor 
ASSENA, new aluminum foundry 
here, probably the most revolutionary postar auto plant 
built this country, was recently visited newsmen for 


the first time. 

This plant, located the| pistons 
upper New York edge the Chevrolet’s gamble 
Lawrence Seaway, has aroused con- the 
siderable curiosity the industry hat tiall 
mold casting could operate more than one 

machines. 

production began three the low-pressure ma- 
1959, there was some chines, although the productivity 
Chevrolet had machines because the German op- 
process and would removes the sand cores and 
stituting die castings some performs some other operations 
incorrect. There’s question but 94% pounds 
that the division will stick castings for each 
low-pressure, permanent-mold engine made, About five 
nomically made and because engine aluminum 
equipment acquired. according Chevro- 

Low-pressure permanent let-Massena official. 
casting, first used England for 
German the Volkswagen 
and air-cooled engines, the major reason for 
compromise between die casting adoption the low- 
and permanent-mold casting. pressure casting process that it’s 

The low-pressure method relies|the best system for casting the 
air pressures pounds Corvair engine’s cylinder head, 
per square inch push the alu- which extremely intricate be- 
minum upward into the mold, because its cooling fins and other 
which mounted above holding delicate sections. outstanding 
furnace. The molten metal this system that 
forced into the mold, promoting| the thick- 
directional solidification back to| Walled section beyond thin-walled 
the source the metal. This slow| Generally, only the reverse 
the molten metal and thus pretty 

However, this same slowness also| porosity and shrinkage, 
reduces the hourly productivity high yield 
the process. was for this reason| metal because large gates 
that casting authorities predicted| and risers 
that low-pressure casting was not| eliminated, (3) gives rela- 
economically feasible the United| tively high productivity per- 
States, where labor costs are so| the use automatic fill 
much higher than Europe. and hydraulically actuated molds, 

(4) makes for low equipment 
costs (lower than die casting and 
Production Rates Listed about equal permanent-mold 
CCORDING Chevrolet offi-| casting) and (5) produces cast- 
cials, the Massena low-pressure| ings that are clean because it’s 
are now producing Cor-| sealed system that keeps out 
vair head castings rate most oxides, 
hour and rear engine hous-| When equipment for this plant 
ings rate about pieces| was the planning stage, Richard 
hour. (An News|C. Walter, plant manager Chev- 
story the Aug. 31, 1959, and several other 
set the rate pieces Chevrolet manufacturing executives 
hour.) visited Karl Schmidt Co., Hamburg, 

Other parts produced low |Germany, where the Porsche en- 

pressure castings Massena are gine castings are made. 

the Corvair right and left-hand Broadly speaking, the low-pres- 
crankcases, oil filter and gener- equipment similar that 
ator adaptors and camshaft gear Schmidt. However, most 
and the Corvette clutch housing. |of was designed specifically for 
Die casting used this plant |the plant the Process Develop- 
produce housings, ment Section the Tech Cen- 
crankcase covers, idler brackets, ter. 

oil cooler adapters, transmission Because the higher volume 
stators and Powerglide clutch 


* 


Massena Operations 
ASSENA was selected the 
site the new Foundry be- 
cause Reynolds Metals Co. had 
promised build new aluminum 
reduction plant nearby and because 
the availability low cost elec- 
tric power from the New York 
Power Authority facilities the 
St. Lawrence River. 

Molten aluminum trucked 
nine-ton crucibles from the Rey- 
nolds plant mile away 
the foundry. Chevrolet takes 
from percent the re- 
duction plant’s aluminum, de- 
pending the need for engines. 
Interestingly, all the metal 
carried one truck, carrying 
two the huge crucibles. 

After the castings are made, 
they’re sent through de-burring 
line and then for four-hour trip 
through aging ovens—a form 
heat treat that relieves stresses 
and the growth the 
aluminum. 

The castings are then shipped 
rail Chevrolet’s Tonawanda 
Y.) plant for machining and 
assembly the engines. 

Summing the Massena low- 
pressure casting system, one Chev- 
rolet official commented, now 
have years experience with this 
process—but got all the 
past months.” 


Used-Car Reps 
Added Buick 
Assist Dealers 


FLINT.—Buick has added 
used-car representatives extend 
its national used-car reconditioning 
and merchandising program 
zone offices throughout the nation. 

After six-week training pro- 
gram Flint, the new field repre- 
sentatives are being assigned 
zone offices Boston, Cincinnati, 
Cleveland, Dallas, City, 
Los Angeles, Memphis, Minnea- 
polis, New York, Pittsburgh, St. 
Louis and Washington. 

Primary purpose the program, 
said Buick, assist dealers 
adopting advanced used-car ap- 
pearance reconditioning methods. 
Other features include counseling 
services 

Appointed zone used-car rep- 
resentatives are: Douglas Gas- 
kin, Boston; James Roberts, 
Cincinnati; Edward Warnock, 
Cleveland; Richard Hill, Dallas; 
Joe Taliaferro, City; 
Kenneth Bernecker, An- 
geles; Gene Reeves, Memphis; 
Donald Kruse, Minneapolis; 
Linley Cummings, New York; 
Donald Polosky, Pittsburgh; 
Guy Foster, St, Louis, and Char- 
les Armstrong, Washington. 


local police authorities. 


predicted, “but the boom may 
fold during the second six 
months.” 

know now that the first half 
the year failed 
pectations. was 
means 
bust, but wasn’t 
boom, either. 
the other 
hand, the second 
half, just begun, 
looks much 
brighter now 
than did the 
forecasters last 
year. 


Two leaders commerce, Secre- 
tary Commerce Frederick Muel- 
ler and Chamber Commerce 
research director Emerson 
Schmidt, agree that are going 
see further economic progress 
from now through December. 

foresee year without either 
inflation-fed boom economic 
arthritis,” said Secretary Mueller, 
year steady progress, with 
the gross national product reach- 
ing another record 1961 be- 
gins.” 

And Emerson Schmidt, speaking 
the chamber’s economic outlook 
conference Washington last 
week, said that despite few soft 
spots, business operating new 
high levels, “The prospects for fur- 
ther improvement are 
said. 

cited soft spots the high 
inventories unsold automobiles, 
lower farm income and corporation 
profits, and the relatively high level 
consumer debt. 

also noted that unemployment 
marginally higher than normal 
for high-level economy, But 
insisted that “the expanding factors 
will exceed the contractive factors.” 

The auto industry, Schmidt 
said, “is turning out product lines 


William Ullman 


able public response; with further 

for this autumn, still greater pub- 
Compact Effects lic response probable.” 

Other expanding factors cited 

ing, rising exports, more residentia 


steel production and further invest- 
ment plant and equipment. 

“So far can ascertained 
this time,” said cheerfully, “there 
are major economic maladjust- 
ments emerging the economy.” 

* 


Another Desk Needed 
Congress isn’t jumping 
the bureaucrats, busy 
creating new ones. The latest would 
additional Assistant Secre- 
tary Commerce, this one for 
Low-Pressure scientific and affairs. 
Fred supervisor standards explains The bill create the new post 


Joseph News, how this low-pressure, casting| Was Offered Senator Warren 
machine produces Corvair cylinder heads. Magnuson, Washington 


economy autos cutting New York 
State’s motor vehicle revenues? 

The state intends find out, ac- 
cording Tax Commissioner 
Joseph Murphy. 

Murphy told meeting the 
Northeastern States Group, North 
American Gasoline Tax Conference, 
that the state would make study 
determine what effect the com- 
pact cars have had registration 
fees and gasoline taxes. 

Manufacturers the small cars 
claim that because their lighter 
weight and smaller engines, the 
vehicles use less fuel. 

State registration fees, computed 
weight, also are lower. 


AUTOMOTIVE WASHINGTON 


Second-Half Business 
Begins Look Better 


William Ullman 

Washington Bureau Chief 

last year, the business forecasters were peering 
ahead the second half 1960 with some uneasiness. 
“The first six months 1960 will boom months,” they 


Corvette Owners Get Together— 

Helicopter view shows the letters DACC (for Don Allen Corvette Club Miami) 
being formed club members and their cars the Miami Stadium. Members 
the club, ranging age from years, are pledged promote safety with 


crat, the request the De- 
partment Commerce, 
Transportation research would 

fall under the review authority 


the science assistant. 
* 


Never 


last-minute crush Con- 

gress leading many won- 
der just how good Congressional 
leadership really is. 

For six months, lawmakers 
have been chattering away about 
one thing and another, noting 
birthdays and reading editorials 
into the Record.. Every one 
them knew that the political con- 
ventions were coming, and all 
knew that they would have 
deal with monumental pile 
important legislation. 

Yet, they left their most impor- 
tant work until the last two weeks 
the session. This careless 
lawmaking. also means that Con- 
gress cannot even attempt over- 
ride presidential vetoes with which 
might disagree. 

auto maker could afford 
plan production without 
table. doesn’t seem too much 
ask Congress, with its tremend- 
ous responsibility for the nation’s 
defense and welfare, that plan 
its own work according time- 


table, too. 
+ 


Ethics Under Pressure 


associations should in- 

sist that their members comply 
with their codes advertising 
ethics, believes Arthur Motley, 
new president the United States 
Chamber Commerce. 

Speaking before the 
Better Business Bureau, Motley 
said deplored the incidents 
late which have forced people 
question the honesty advertising. 

said that “high standards 
honesty and good taste bus- 
iness and advertising can only 
achieved individuals assuming 
responsibility for honest and good 
taste.” 


Sales Scheme Brings 


Warning Lotteries 


WEST ALLIS, Officers 
have warned but failed arrest 
used-car manager who offered 
sell seven used cars for $9.95 
each, selecting the names the 
buyers random from large 
number names. 

Robert Moss Cosgrove 
Chevrolet was warned that the 
scheme violates state lottery laws. 
planned pick out name 
every other hour the bargain- 
price promotion but was stopped 
officers after making 
selections. 


* 
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Car 


Monthly Section for those who make, sell and 
Buses, Commercial Vehicles and Equipment 


service 


America’s Trucks, 


ews 


Transport Leaders 


Hail Competition 
But ATA Chief Calls 


For Cooperation 


Jack Bernstein 
Staff Correspondent 

LOUIS.—Several leaders 

the transportation field preach- 
the virtues togetherness and 
coexistence, but didn’t see eye-to- 
eye common ownership, when 
they participated panel dis- 
cussion the 64th annual credit 
congress the National Associa- 
tion Credit Management here. 

Welby Frantz, president 
the American Trucking Assns., 
joined Arthur Atkinson, chair- 
man Wabash Railroad Co., and 
Charles Thomas, president 
Trans World Airlines, discus- 
sion before 2,500 credit executives. 

“All forms transport must 
cooperate ‘fulfill our national 
potentials for good and secure 
living’ but ‘the public interest dic- 
tates that two competing forms 
should not get into the hands 
anyone who might advance one 
form the expense the an- 
other,’ Frantz said. 

“We are convinced that independ- 
ent trucking companies and rail- 
roads can unite their services 
serve the shippers without oper- 
ating under single ownership, 
which assuredly would lead 
monopolistic management. Many 
independent railroads work to- 
gether coast-to-coast haul.” 

* 


TKINSON declared: The 

railroads believe there re- 
maining public interest prevent- 
ing common ownership rail, 
motor, air water operations and 
feel that such common ownership 
would strengthen the national com- 
mon carrier system enabling 
such companies make maximum 
use the advantages each form 
transportation.” 

Thomas stated: believe that 

(Continued on Page 26, Col, 5) 


Mack Build 
New Main Plant 
Hagerstown 


Trucks will build modern plant 
Hagerstown, Md., with completion 
scheduled for October, 1961, re- 
place its outdated Plainfield facili- 
ties, was revealed last week. 

The new factory will multi- 
million-dollar, one-story, plant with 
about one-million square feet 
manufacturing area, and will ini- 
tially provide jobs for 2,000 people. 

Mack has announced that jobs 


will available the new 


for many its Plainfield employes 
and separation pay and early re- 
tirement benefits will offered 
those who not transfer. The 
company will help find jobs the 
Plainfield area for those not eligi- 
ble for early retirement. 

Mack’s Service Parts Division 
Somerville, J., and the Brockway 
Motor Division Cortland, Y., 
are not announcement 
was made the future location 
the company’s executive offices and 
home office now 


* * 
Mack Distributors Air 
Cost-Revenue Pinch 


PLAINFIELD, J.—Represent- 
atives Mack Trucks’ 300 United 
States distributors view increasing 
truck operating costs, coupled with 
decreasing revenue, the biggest 
single threat heavyduty truck 
today. 

informal survey con- 
ducted the meet- 
ing here Mack’s National Dis- 


tributor Advisory Council, the 
(Continued on Page 24, Col, 5) 


Top Trucks 


New-truck registrations for 
four months, plus states for 
May: 


1960 1959 
Pos. Make Pos. 
1—112,184 Chev. 111,855—1 
99,417 Ford 
39,071 Intern’l 31,702—3 
26,700 GMC 
15,261 Dodge 
10,134 Willys 8,804—6 
White 5,023—7 
4,124 Mack 4,894—8 
1,181 
407 Brockway 
15,573 Misc. 13,802 
Total All Makes 
330,264 313,631 


Further details Page 41. 


Medium Groups Take Beating 


Big Switch GVWs 


ILE truck sales are still 
ahead last year, there are 
several trends developing that have 
both dealers and factories guessing. 
One these the heavy move- 
ment out the 14,000-16,000 GVW 
classification into the 16,000-19,500 
GVW group. the first four 
months 1960, the industry lost 
over 16,000 registrations the 
GVW groups. The 16,000-19,500 
classification jumped nearly 14,- 
000 units over its sales for the 
like period 1959. The big ques- 


Jack Weed 


EVERY survey make 
truck dealer and truck equip- 
ment and body distributor business 
activity, two things have shown 
strong the principal sources 
worry. 

Which paramount the minds 
these truck outlets like the 
age-old question which came 
first—the chicken the egg. 

The truck sales parable the 
lack getting salesmen sell 
the product and the lack prof- 
its. Good dealers both sides 
the fence don’t complain about 
lack ability sell the product, 
and their replies indicate that 
they are making money. 

the two must inseparably 
linked. 

Many dealers and distributors 
are inclined believe though, that 
retain reasonable profit the 
deal today the features and the 
quality the product must 
pushed hard, and that the 
dealers, salesmen and distributors 
who feature price first and fore- 
most that are responsible for mud- 
dying the truck merchandising 

Salesmen across the nation who 
make good money selling trucks, 
like the business and 
want engaged any form 
activity are the salesmen who 
live with their truck customers and 
know every man their custom- 
er’s firms who plays any important 
part making buying decisions. 

* 


Food for Thought 


year Fortune magazine 
made study the truck busi- 
ness and their 
sults the survey, one can find 
ample food for considera- 
tion any truck dealer sales- 
man, 

For instance, Fortune asked 
large truck operators how many 
people were actively involved 
deciding what make truck 
buy. 

20.5 percent the firms one 
man made the decision, but 30.1 


percent there were two people, 


23.1 percent there were three, 
9.8 percent there were four, 4.7 
there were five, 5.6 percent 
there were six more. total 
6.2 percent did not answer their 
questionnaires. 

Combine this information with 
the results the fre- 
quency contact with these im- 


Truck New Products 


Page 


portant people truck salesmen, 
and perhaps may have part 
the answer the ability 
make money the truck bus- 
ness. 

study found that sales- 
men called regularly 16.2 per- 
cent these important people, oc- 
27.8 percent, seldom 
28.9 percent and never 20.3 
percent. 

This gross lack salesmen’s 
contact with people that influence 
purchases may also reflected 
the answers that got 
long list product and “make” 
questions. 

* * 


Ford Lowest-Cost 


THE question which 

truck—light medium—had 
the lowest initial price, Ford was 
first, followed Chevrolet, Volks- 
wagen and Willys. 

what make truck can serv- 
ice gotten anywhere Ford again 
led, with Chevrolet, Harvester, 
GMC and Dodge next. 

“Really good brought 
Ford first and Chevrolet second, 
followed GMC and Dodge. 

“Most powerful” had Interna- 
tional first, second, Ford 
third and Dodge fourth. 

“Lowest operating and mainte- 
nance costs” gave Chevrolet the 

(Continued on Page 26, Col, 2) 


tion what has happened the 
14,000-16,000 GVW weight class? 
the jump due mostly the 
fact that two factories changed the 
ratings their vehicles has 
customer choice also played im- 
portant part this movement? 


sales far this year, both 
Ford and Chevrolet are selling just 
about five times many trucks 
the 16,000-19,500 class they are 
the 14,000-16,000 class. 

* 


times many trucks the 
heavier classification, Dodge three 
times many and GMC about 
twice many. 

While all the other heavy-heavy 
truck weight classes were rock- 
ing along what can consid- 
ered normal increases accord- 
ance with the total increase 
sales for the period, the over- 
class that includes 
most the “off highway” ve- 
hicles, some which are regis- 
tered, took what might con- 
sidered abnormal 
While the less-t n-10,000-GVW 
groups maintained their historic 
percentage the market for the 
period, the increase sales 
units both the lighter unit 
classes still did not equal the in- 
crease registrations the 16,000- 
19,500 GVW class. 


* * 


Imports 3rd Place 


though the increase 
sales the foreign-made light 


trucks for the period was only 
slightly over 1,000 units, still was 
enough put the imports third 
place following Chevrolet and Ford 
the under-6,000-pound classifica- 
tion. 

The imports registered more sales 
this lightest class than either 
Dodge, Harvester, GMC, Willys. 

While Chevrolet maintained its 
leadership the top truck 
sales with 106,439 units, its gain 
411 units the least for the 
period any the first six 
makers. Only White and Divco, 
among the top 10, increased its 
market penetration lesser 
extent unit terms. 

Ford registered the biggest unit 
gain maintaining second place 
with 94,003 sales and increasing its 
sales for the period 8,200 units. 
Harvester was third place with 
36,840 sales and in- 
crease. 

GMC increased 2,297 units take 
fourth place with 25,081 sales and 
Dodge dropped 3,728 units selling 
14,468 units for the period. 

* 


foreign-made trucks in- 
creased 1,252 units for the period 
take sixth place among the top 
10. Willys increased 1,148 units 
take seventh with 9,512 sales, White 
increased 189 units take eighth 
with 4,966, Mack dropped 727 units 
take ninth with 3,875 and Divco 
added 202 unit sales for the period 
take tenth with 

According the Bureau Pub- 
lic Roads, trucks the highways 


and streets this country only in- 
(Continued on Page 25, Col, 2) 


Body and Equipment Sales 
Improve Most Areas 


RUCK-BODY and equipment 

business ahead last year 
most sections the country, ac- 
cording survey, but most dis- 
tributors said their profits the 
first four months were about the 
same 1959. 

However, the distributors seem- 
think both sales and profits 
would better truck dealers 
concentrated selling trucks in- 
stead “deals.” 

Several distributors said there 
are far too many salesmen who not 
only don’t know the truck business 


Also Get Glamorizing Push— 


Modernizing field program for used-car and truck reconditioning 
depicted here Howard Curtis loads materials into one the new 
“glamorizing wagons." The program designed demonstrate Chevrolet dealer- 
ship latest methods, materials and equipment for quality reconditioning. 
Originally requiring tractor with 30-foot trailer, the cargo materials 
and tools demonstrated clinics have been modernized that now fits compactly 
into station wagons. Station wagons this year replaced panel trucks used 
the 1959 program. The program its eighth consecutive year. 


but are reluctant accept the ad- 
vice which veteran distributors 
could give them. 

More than third the distri- 
butors said their business through 
the four-month period was 
much percent, Thirty-seven 
percent said sales were about the 
Same last year, and percent 
said business down. 

Most distributors the West and 
Rocky Mountain states reported 
business ahead last year, while 
those the Southeast were about 
evenly divided whether sales 
were down. 

* 

THE Northcentral states, prac- 

tically all distributors reported 
gains, while three four the 
Midwest said business was behind 
last year. the Northeast they re- 
ported business was about the 
same. 

Only percent the distribu- 
tors, however, said profits were 
running ahead last year, while 
percent said earnings were 
about the same, Forty-five per- 
cent, however, said their profits 
were less. 

While higher taxes and operating 
costs were called major for 
lower profits, many distributors felt 
that truck dealers were blame 
for much the highly competitive 
situations their areas. 

They mentioned dealers who 
for the “low dollar’ when asking 
for bids bodies and equipment 
and who make little effort 
sell the product, its quality 
its advantages over the cheaper 
body equipment. 

Only percent the distribu- 
tors said they were getting good 
sales cooperation from truck deal- 
ers, and another percent said 
the cooperation was fair. The other 

(Continued on Page 24, Col. 3) 
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Pontiac Chassis 


Used Superior 
For Ambulances 


PONTIAC. Army, Navy and 
Air Force bases the United 
States and many overseas loca- 
tions will soon using ambulances 
built special Pontiac chassis. 

The Army Department Ord- 
has awarded contract for 
215 ambulance units built 
Superior Coach Corp., based 
chassig and engines supplied 
Pontiac. 

The basic components are being 
shipped Pontiac Superior’s 


FOR 


LONG, 
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plant Kosciusko, Miss., where 
the fabrication will take place. 
Standard Pontiac engines and 
heavy-duty 124-inch wheelbase 
frames are being used, according 
sales manager for Pontiac. The 
frames will extended ac- 
commodate the longer ambulance 
body, that total overall length 
will 245 inches, Runkle, 
Superior vice-president, 

When construction completed, 
the ambulances will driven 
various Army, Navy and Air Force 
bases and ports embarkation 
for shipment overseas. The new 
units will replace older types which 
have been service for number 
years. 


way 


ALL STEEL 


Full size bunk exceeding 


ICC requirements 


shorter (B.B.C.) than conventional 
tractors Famous Brockway 
Safety-View cab. 


But Profits Hold 


Body, Equipment Sales 


(Continued from Page 22) 


percent complained lack was giving bonds 


cooperation for several reasons, 
> + * 


Coast Charged 


who said they were not 
getting even fair cooperation 
were volume-sales areas and 
the larger the West Coast, 
particular, distributors complain- 
that dealer salesmen were ask- 
ing for “payola” the One 
distributor said least one his 


the truck salesmen push its 
lines. 

Several distributors said they 
were convinced that both they 
and the truck dealers would 
make more money, spite 
stiffer competition, they would 
give their salesmen more ade- 
quate share the profits 
equipment 

They pointed out that many deal- 
ers not pay their salesmen any- 


Consistently, Brockway has proved the top performer the job. That's 
because exclusive UNI-MATCHED design provides completely co- 


ordinated vehicles. From engine rear axle, every component matched and 


Six inches 


balanced give you the best power combination for your needs. Add the 
famous Brockway Chassis the Safety-View Cab and 

unique method integrating all functional parts into unusually 

highly efficient operating unit. They are few the reasons why trucks 

built Brockway are built for long profitable service. Write ask your 


Brockway representative for booklet giving complete details. 


Division Mack Trucks, Inc. 


thing the sale bodies other 
equipment that sold the truck. 

dealers paid their salesmen 
fair commission the sale 
bodies and equipment, these dis- 
tributors continued, the salesmen 
would more interested selling 
complete trucks and would elim- 
inate any need the salesman try- 
ing “shake down” the distribu- 
tor body equipment sale. 

Equipment distributors also are 
galled the dealer who gives the 
entire profit the body equip- 
ment the truck buyer. 

They recognize that the dealer 
has the right what wishes 
with these profits, but they feel that 
when the dealer lets the buyer 
know the wholesale price the 
body equipment, hag the ef- 
fect establishing the wholesale 
price the retail price, not only 
with that buyer but many his 
friends and associates. 


Giveaways’ 


feel that such body and 
equipment “giveaways” should 
the total price 
quoted the unit. 

Baring the wholesale price 
customer makes practically 
impossible for the distributor 
loyal dealers who pursue 
this practice, and tends make 
the entire truck market more 
competitive for both dealer and 
distributor, they contend. 

This practice, they feel, too often 
results the buyer getting ve- 
hicle that won’t the work that 
was purchased do, When this 
happens, they say, the buyer can- 
not blamed for believing has 
been “rooked” and given infer- 
ior product. Thus, both the dealer’s 
truck and the distributor’s product 
get “black eye.” 

Suggestions offered distribu- 
tors aimed eliminating some 
the worst causes profit loss in- 
cluded: 

“Look into the under-table pay- 
off truck salesmen and expose 
the methods.” 

“Get the truck dealers and their 
salesmen realize there profit 
available through the sales 
truck bodies and equipment and 
not educate the users wholesale 
costs.” 

“Dealers should practice what 
they preach—practice loyalty 
distributor who tries give serv- 
ice, sells quality product and who 
has the product ready for quick de- 
livery, rather than shop for the 
last buck deal irregardless 
quality service.” 


Mack Distributors 
Score Tax Pinch, 


Road 


(Continued from Page 22) 
group singled out ton-mile and 
other special discriminatory 
truck taxes the greatest con- 
tributing factors mounting op- 
erating costs. 

The council comprised rep- 
resentatives selected distribu- 
tors eight geographical areas 
making Mack’s national distrib- 
utor organization, The group serves 
advisory capacity regarding 
distributor needs and market con- 
ditions. 

Current difficulties the admin- 
istration the federal roadbuild- 
ing program, and the move rail- 
roads toward entry into trucking, 
were rated council members 
the next most serious problems. 

According the survey, the 
demand for diesel-powered units 
has edged above last year’s level. 

Practically all representatives 
commented that diesel trucks are 

currently being put wider, 
more diversified uses—expanding 

into areas which were formerly 
dominated gasoline-powered 
trucks. 

was reported that increased 
use diesels for highway hauling, 
all areas, and for use con- 
struction, especially East and 
West Coast states, was largely re- 
sponsible for the advance far 
this year diesel truck sales. 

Attending the two-day sessions 
were the following distributors: 
Maddox sr., Council chair- 
man, Memphis; Horner sr., 
Vineland, J.; Kriete, Mil- 
waukee; McCarthy, Lawrence, 
Mass.; Mason jr., Columbus, 
Cook, Jackson, Miss.; 
Russell, New Brunswick, 
J., and Sweet, Fresno, Calif. 


ROFITABLE SERVICE GET 
| 
| 
; — 


Across the 


Truck News Brief 


The Secretary 
the Army has been designated 
single manager for automotive 
supplies and for construction sup- 
plies. 

Under the assignment, the Army 
will provide all military services 
with military automotive supplies 
which include such items vehic- 
ular supplies and repair parts, tires 
and tubes, engine components and 
the like, and will provide military 
construction supplies which include 
repair parts for construction equip- 
ment, diesel engines and compo- 
nents, lumber and related construc- 
tion-type items. 


Truck-Air Cargo System 


Link Six Continents 

NEW YORK.— Pan American 
World Airways and Consolidated 
Freightways have established 
worldwide truck-air cargo system 
link the motor carrier’s termi- 
nals 145 United States and 
Canadian cities and its services 
Europe and Asia with Pan 

The arrangement said 
make possible direct shipments 
with single documentation pro- 
cedure and from cities 
well gateway points all 
six continents. The system de- 
signed provide door-to-door 
service, eliminating series 
transfers and additional handling 
airports and truck terminals. 

* 


New West Indies Company 


Build Fruehauf Trailers 

NEW YORK.—Fruehauf trailers 
for the Latin American and West 
Indies market will manufactured 
Jamaica, according joint 
announcement the Jamaica In- 
dustrial Development Corp., Frue- 
hauf International, Ltd., and Kelly 
Engineering Works, Ltd., Kingston, 
Jamaica. They also revealed forma- 
tion new Jamaica corporation 
known Fruehauf West In- 
dies, Ltd. 

The new company will operate 
subsidiary Kelly Engineer- 
ing Works, while Fruehauf will 
supply technical assistance, manu- 
facturing and engineering know- 
how. Plant and marketing facilities 
will supplied the Kelly in- 
terests. 

* 


Fruehauf Division Building 


Tank-Trailer Plant Pa. 


OMAHA.—The largest trailer 
plant devoted exclusively the 
manufacture tank-trailers the 
Eastern United States scheduled 
for completion during the fourth 
quarter this year Uniontown, 
according Dave Bernstein, 
general manager, Independent 
Metal Products, division Frue- 
hauf Trailer Co. 

Bernstein said the million 
project will include three buildings 
—the main office, the plant and 
separate structure for the paint- 
ing and drying finished trailers. 
Total floor space for the three 
buildings 155,000 square feet, 
said. 

* 
Tulsa Winch Becomes 


Tulsa Products Division 

TULSA.—The name Tulsa 
Winch Division has been changed 
Tulsa Products Division, Vick- 
ers, Inc., division Sperry Rand 
Corp. 

The firm said the former name 
had lost much its descriptive 
meaning because the expanded 
line the division’s products. 
addition winches, makes pow- 
takeoffs, speed reducers, trans- 
missions, hanger bearings, power 
steering for trucks, gears and gear- 
boxes for specialized applications. 

* 


New Hi-Tensile Trailer 


Offered Fruehauf 
DETROIT.—Fruehauf Trailer Co. 
has introduced hi-tensile corru- 
gated-steel trailer says incorpo- 
rates all the design and fabrication 
qualities the Stainless Steel Vol- 
ume-Van lower initial cost. 
Manufactured the Fort Wayne 
(Ind.) plant, the hauler can used 
either dry freight van 


insulated reefer, Fruehauf said. 
The front and side panels, which 
feature horizontal 1%-inch corru- 
gations, are automatically welded, 
stainless steel construction, 
insure uniform strength through- 
out the trailer, the firm added. 
* 


Motor Wheel’s Brake Drums 


Sold Brockway, Diam. 

LANSING.—Two truck manu- 
facturers have adopted Motor 
Wheel Corp.’s Centrifuse brake 
drums standard equipment, 
has been announced Cari 
Schultz, vice-president. 

Motor Wheel’s Centrifuse brake 
drums will used Brock- 
way’s Huskie series and Dia- 
mond 900 series, said. 
Centrifuse brake drums have 
been offered standard such 
trucks GMC, White and Inter- 
national Harvester for some time. 

* + + 


Maker Truck Radios 


Sees Growing Acceptance 

trend toward music truck cabs, 
according Albert Goffstein, 
president American Television 
and Radio Co., which has plants 
here and St. Paul. 

ATR the only radio manufac- 
turer the Upper Midwest which 
makes self-contained radios for 
trucks. Most ATR’s plant 
2601 Franklin Ave. here de- 


Big GVW Switch 
Appears Sales 


Medium Categories 
Suffer Beating 
(Continued from Page 22) 


creased 467,169 units 1959 over 
1958 despite the fact that 1959 was 
good truck sales year. the Bur- 
eau’s figures are accurate, this 
meang that the industry had 
heavy mortality during 1959. 

The bureau lists total trucks 
against 11,203,390 for 1958 for 
4.2 percent increase. 

the trucks service, 85,297 
were owned the federal govern- 
ment and 471,772 were owned 
states, counties and municipalities. 


Farm Truck Count 

were 1,727,492 trucks 
owned farms states, 

according the bureau’s compila- 

tion. The number 

the remaining states was 

not available. 

The federal government owns 
and operates 931 buses while the 
state, county and municipal gov- 
ernments own total 127,380 
buses, 

The federal government owns 
1,429 trailers and semitrailers while 
trailers and semitrailers owned 
the state, county and municipal 
governments was given 41,753. 


How They Fared... 


voted producing the company’s 
“Truck Karadios,” airplane-style 
model mounted above the wind- 
shield truck. The overhead 
mounting permits the driver 
tune the set without removing his 
eyes from the road. 

* 


Freight, Ice Cream Firms 


Purchase 164 Trucks 
CHICAGO. International Har- 


vester has announced delivery 


164 new trucks two freight car- 
riers and ice cream company. 


Gateway Transportation Co., 


Crosse, bought 131 diesel- 
powered tractors and Texas Okla- 
homa Express, Dallas, added 
diesel tractors. Good Humor 
Corp., Maspeth, Y., purchased 
Metro-Mites. 

* * 


Mack Cites Brook 


MISHAWAKA, Ind.— Milton 
Brook, president Brook Motor 
Sales, Inc., received plaque from 
Mack recognition his five 
years service dealer. 


Mid 4-Way Body 


Offered for Farm Trucks 

PARIS, all-steel truck 
body, designed for multiple uses 
farmers, has been announced 
Mid West Body Mfg. Division 
here. 

The body may used plat- 
form, grain body, grain body 
with extensions livestock fold- 
down combination. 


Connecticut Truck Group 


Marks 40th Anniversary 

HARTFORD.—The Motor Truck 
Assn. Connecticut has observed 
its 40th anniversary. 

Founded with members, the 
association now has 1,175. Over the 
same period, trucks use the 
state have increased from 12,000 
more than 100,000. 

* 
North American Van Lines 


Moves Art Collection 

FORT WAYNE, Ind.—When 
nearly million worth art treas- 
ures, part the Walter Chrysler 
jr. art collection, were moved from 
Dayton New York, North Ameri- 
can Van Lines, Inc., was chosen 
handle the move. 

The two sealed vans hauling the 
paintings made the move via se- 
cret route. The paintings, pro- 
tected the vans rubber mat- 
ting, had been display the 
Dayton Art Institute for two 
months. 

* 


FWD Offers New Version 


CLINTONVILLE, Wis.— im- 
proved version FWD Corp.’s 
Blue Skidder was recently made 
available logging concerns 
the United States and Can- 

The Blue Skidder designed 
for wheel skidding tree lengths 
over the varied terrains encounter- 
logging operations. Some 
its recent improvements include 
heavier axles, springs, ball and 
sockets and steering linkage. The 
unit also incorporates new Budd 
type disc wheels, high flotation 
tires and hydraulic brakes the 
drive 


Commercial Car Registrations 


Makes 


First Four Months, 1960 vs. 1959 


First 4 

Months, 

Make 1960 
Chevrolet 
Ford 
International 


GMO 


First 
Months, 


106,028 


Percent 
Points 
Change 


+114 
+1.86 


—151 


Percent 
Share of 
Market 


Percent 
Share of 


1959 "60 Market 


*—White includes Autocar, Freightliner, Reo and Sterling. 


**Miscellaneous includes imports, Corbitt, 


Herrington, Peterbilt, etc. 


Diveo, FWD, Kenworth, Marmon- 
Compiled from R. L. Polk & Co. data. 


International 


New International Model RF-210 has six- 
wheel drive featuring bogie with air- 
operated power divider differential lock. 
The truck rated 49,000 pounds gross 
vehicle weight. companion four-wheel- 
drive model, the R-210, rated 39,000 
pounds GVW. 


TTMA Meet 
Hot Springs 


makers 


associate (component supplier) 
the Truck Trailer 
Mfgs. Assn. will attend the group’s 


12th annual summer meeting July 
The Homestead, Hot 
Springs, Va. 

the engineering session July 
11, the Reefer Rating Committee 
and Lowbed and Special Products 
Committee will discuss trailer leg 
heights, crank hole and bolt circle 
dimensions for trailer supports, tire 
noise, dome lights dry freight 
trailers, ICC lighting order, low- 
bed rating standard, and air distri- 
bution reefers. 

Tuesday’s general session, 
Commissioner Ellis Armstrong 
the Bureau Public Roads will 
report the dollar 
highway improvement program. 
President Decker, Private 
Truck Council America, will dis- 
cuss private carriage, with special 
emphasis equipment needs 
private 


Month’s New-Truck Sales 


Are Highest 


Kenneth Kelley Jr. 
Staff Writer 
dealers had their best 
month almost years 
April they sold 95,009 trucks, 
figures from Polk Co. show. 
The April total was the highest 
since 101,169 trucks were sold 
October, 1950. was the best 
April total since 1948, when reg- 
istrations new trucks totalled 

108,168. 

The total for April this year 
percent above the 89,627 trucks 
sold March and percent 
above the 91,963 sold April last 
year. 

the fact that April 
sales ran ahead those the 
like month last year, five pro- 
ducers sold fewer trucks April, 
1960, The year-to-year comparison 
for all producers was: 


Brockway 


Totals 91,963 
Truck sales the first four 
months 1960 totalled 312,458, 
5.4 percent from the 296,447 regis- 
tered the like period 1959. 
+ 


lines increased not only their 
sales but also their market pen- 
etration over their showing the 
first four months 1959. The six, 
their unit sales, percent market 
and percentage-point gains were: 

Ford, 94,003 units sold, good for 
30.08 percent the market, 1.14 
points; International, 36,840 units, 
11.79 percent, 1.86 points; GMC, 
25,081 units, 8.03 percent, 0.34 
points; Willys, 9,512 units, 3.04 per- 
cent, 0.22 points; Diamond 
927 units, 0.30 percent, 0.02 
points, and miscellaneous, 14,909 
units, 4.77 percent, 0.32 points. 

Brockway maintained itg mar- 
ket share 0.12 percent sales 
390 Chevrolet’s sales 
went units but its 
market share fell 1.70 points 
34.07 percent. White also saw 
sales increase 4,966 units 
penetration fell 0.02 points 1.59 
percent. 

The remaining three producers 
lost ground both unit sales and 
penetration. Their were: 
Dodge, 14,468 units, 4.63 percent 
the market, down 1.51 points; 
Mack, 3,875 units, 1.24 percent, 
down 0.31 points, and Studebaker, 
1,048 units, 0.34 percent, down 0.36 
points. 

was its usual 
position the top truck-buy- 
ing state The top states 


Years 


and their registrations for April 
this year and last were: 


April, 
1959 

9,100 
6,294 
4,134 
1,346 
3,567 
3,793 
Pennsylvania 3,154 4,000 


April ran ahead 
the year-earlier total states 
and the District Columbia while 
states reported fewer sales. 


Truck Makers 
Eye Fibre Glass 
For Fuel Tanks 


CLEVELAND. Truck manufac- 
turers concerned with increasing 
the payload capacities their 
over-the-road units are taking 
long look fibre glass sub- 
stitute for steel diesel fuel oil 
and air brake tanks. 

The reinforced fibre glass tanks 
are lighter than their steel counter- 
parts, 100-gallon model, for ex- 
ample, weighs about pounds 
plastic, compared with 160 pounds 
for the same size tank steel, ac- 
cording Apex Reinforced Plas- 
tics Division, White Sewing Ma- 
chine Corp., producer the tank. 

The tanks are said have 
number other factors their 
favor, too. They will not dent. Be- 
cause the absence longitudinal 
seams, they offer extremely high 
resistance rupture under shock. 

According Apex, their resili- 
ence minimizes tank failures caus- 
vibration-induced fatigue and 
their translucence permits visual 
check the fuel level. Nonspark- 
ing and nonconductors electric- 
ity, the tanks are also fire-retard- 
ant. 

Apex fuel tanks are 20% inches 
diameter and have wall thick- 
ness 0.210 inch. They are 
for capacities 104 gallons, ac- 
cording Apex. 

* 


* 


Visible Fuel 


Fibreglass diesel fuel tank installed 


rig daily service the West Coast. 
The tank almost pounds 
lighter than steel tank the same ca- 


pacity. Note the visible fuel level. 
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April, 
1960 
Chevrolet 
International 
1,523 
Diamond 272 209 
34.07 
85,803 30.08 28.94 
9.93 
14,468 18,196 4.63 6.14 
4,177 1.59 1.61 — 
4,602 1.24 155 


Reinforced, one-piece translucent plas- 
tic roofs will featured 
250 the 689 12-foot parcel delivery 
trucks included Railway Express 


Agency's purchase 1,462 
new trucks, tractors and semitrailer units. 
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Jack Weed 


(Continued from Page 22) 


lead with Ford, Volkswagen and 
Willys next that order. 

“Greatest gasoline economy” put 
Volkswagen the lead sub- 
stantial margin, followed Chev- 
rolet, Ford and Willys. 

gave Ford the 
nod. Chevrolet, GMC, Dodge and 
Volkswagen ranked next, 

* * 


‘Most Comfortable’ 


captured the “most com- 
fortable cab” category with 
Chevrolet, Dodge and GMC 
lowing. 

International had wide margin 
“longest life,” with Ford, Chev- 
rolet and Dodge following. 

“Top performance” gave the 
nod Ford, with Chevrolet, In- 
ternational and GMC following. 


“Most pep and zip” also went 


towns” pegged Ford and Chevrolet 
tied for first, followed Volks- 
wagen and Dodge. 

“Best for long hauls good 
highways” put International the 


New Ont. Firm Opens 
Diesel Truck Output 


WELLAND, Ont.—Production 
diesel-powered has been 
started newly form- 
Peninsula Truck division 
Switson Industries, Ltd. 

The truck line addition 
Switson’s output appliances and 
gas heaters. Laroche Hudson, pres- 
ident, says it’s the first stage 
diversification program, Produc- 
tion will consist, basically, 
heavy-duty highway and off-the- 
road trucks tilt-cab-over engine 


with Autocar and International tied 


lead with GMC, Ford and Chevro- 
for third. 


let following. 


* * * 


Mack for Ruggedness 


durable and sturdy:” 
Mack, White, International 
and Autocar. 


“Best for use cities and 
around towns:” Ford, Chevrolet, 
International and White. 

“Best for long hauls good 
highways:” Mack, White, Autocar 
and Ford. 

few impressions truck 
tire makes might also inter- 
est truck and salesmen 
faced with changeovers, 

“Best traction:” Firestone, Good- 
year and General. 

“Lowest cost per mile:” Fire- 
stone, Goodyear and General. 

“Freest from punctures:” Good- 
year, Firestone and General. 

“Makes good defects:” Good- 
year, Firestone and General. 

* * * 


* 
Heavy-Duty Replies 
buyer reactions these 
questions light and medium 
trucks will doubt surpris- 
ing many dealers and truck 
salesmen they were me, the 
following few excerpts from ques- 
tions heavyduty trucks will per- 
haps drive point home even 
more, for among the heavyduty 
men even higher percentage 
realize that the good qualities 
the product must sold hard. 

“Lowest initial price:” (on heavy- 
duty trucks) found Ford first, 
Chevrolet second, followed In- 
ternational and GMC. 

“Can get service them any- 
where:” Ford first, followed 
Chevrolet with GMC and Interna- 
tional tied for third. 

“Most powereful:” Mack, Auto- 
car, White and Brockway. 

“Lowest operating and mainte- 
nance costs:” Ford, International, 
Chevrolet and Mack. 

“Easiest handling:” Ford, White, 
Chevrolet and Mack. 


Better Truck Salesmen 


National Automobile Deal- 
ers Assn. has launched study 
Saxton proposal for 


The AUTOMOTIVE NEWS ALMANAC is| Ford, with Chevrolet, Dodge and 


year-round friend, Use often for statis- GMC next. 
ties, buyer information and personnel data.| “Best for use cities and around 


Says H.E. Green, Downey Ford, 
Downey, California 


From left: Charles Settle, owner Paramount Sand Co., Segundo; Hub Green, 


style. Vehicles will the 60,000 


class. 


“We put the customer into the right equipment... 
with the help GarWood-St. Paul!” 


Downey Ford salesman; Phil Hanson, Los Angeles Gar Wood-St. Paul Distributor. 


“Personalized Service” the watchword the Downey 
Ford Co., Downey, California. Salesman Hub Green can 
tell you why: 

“We can offer personalized service through the help 
our Gar Wood -St. Paul Distributor. work together 
with him and maintain constant exchange ideas and 
sales information. Together give the customer truck 
that engineered his individual requirements—a truck 
with superior workmanship, backed superior service. 

“With this fine cooperation can feel confident that 


the customer going get efficient and durable opera- 
tion. makes our job much easier, and builds for repeat, 
satisfied customers. 

“There’s doubt about it, the service offered 
Gar Wood St. Paul great value truck salesman.” 

The service your Gar Wood St. Paul Distributor can 
great value you, too. can help you make sales, 
and repeat sales, with the most advanced line truck 
equipment the market. There’s Gar Wood St. Paul 
Distributor headquartered your area. Call him soon. 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan 


Richmond, California 


Plants Wayne and Ypsilanti, Mich. Findlay, Mattoon, Richmond, Calif. Exeter, Penna. 


Gar Wood - St. Poul 
Mi - Lifts Frate 


Gar Wood St. Paw! 
-Gotes 


( 
SS 
Gar Wood Gor Wood - $1. Paul Gar Wood 
Winches Hoists & Bodies 


“Longest life:” Mack, White, 
90,000 gross combined Autocar and International. 
“Most pep and zip:” Ford, Mack, 


Load - Packers 


allout drive make auto selling 
professional career. 

recognize that needed 
the retailing automobiles, but 
would like point out that the 
same idea imperative the 
truck end the business the in- 
dustry ever going turn away 
from the current trend toward sell- 
ing price and “deals.” 

know that every truck factory 
has some type sales training pro- 
gram available for the retail sales- 
men working for their field out- 
lets. 

But would like suggest 
that each factory take second 
searching look these training 
make certain they 
contain the essential and basic 
information that will develop 
good sound product salesmen. 
Too many the boys now work 
under the delusion they are sales- 
men—when they are actually 
nothing but messenger boys, cart- 
ing prices and offers back and 
forth from the dealer the pros- 
pect. 

And, course, dealers must re- 
member that one gets nothing for 
nothing and darn little for dollar 
these days. Dealers must pre- 
pared pay the kind money 
that will hold trainees while they 
are learning like truck selling 
and keep them after they have 
“caught on.” 

That may make 
rearrange the method paying 
truck salesmen many dealer- 
ship. This may strike many dealers 
very harsh advice, but those 
dealers will get out their offices 
and call some dealers who are 
making good profits the truck 
business, they will find that one 
the keystones that dealer’s suc- 
cess that has expert salesmen. 


Transport Chiefs 
Discuss Dangers 


Big Mergers 


(Continued from Page 22) 


each segment the transport 
industry, air, rail and trucking, 
has its place, and essential 
the economy our country. 
That being the case, would 
all profit endeavoring work 
together and particularly the 
resolution the many problems 
that are common all us.” 

Truck transportation, said 
Frantz, executive vice-president 
Eastern Express, Inc., has both led 
and been advanced the “almost 
complete fluidity our commerce, 
that industry has made more 
and more areas relatively self-suf- 
ficient, while the same time more 
medium-sized companies are serv- 
ing national markets.” 

“Thanks trucks,” said, 
manufacturer can put maximum 
portion funds into produc- 
tion facilities and labor. And 
can minimize his investments 
supplies and parts and finished, un- 
sold products.” 


Franor Has New Address 


RALEIGH, C.—Franor, Inc., 
has moved from 510 Morgan 
new quarters 604 Downtown 
Blvd. Gene Parsons president 
the firm, which handles about 
dozen imported sports and econ- 
omy cars. 


iz 


‘Impact Gap’ Discussed 


Auto Advertising 


Martin Whitmyer 
Staff Writer 


Alfred Roffman, director ad- 
vertising and sales promotion for 
Standard Motor Products, Inc., told 
seminar conducted Friend- 
Reiss Advertising New York that 
variations the effective use 
advertising techniques adver- 
tisers both consumer and indus- 
trial products the replacement 
aftermarket has created “im- 
pact gap.” 

“Ads prepared for consumer 
products frequently carry greater 
impact because more painstak- 
ing preparation,” Roffman said. 

“Such stepchild treatment 
industrial ads foolhardy since 
the reader the consumer 
and the reader the industrial 
trade often the same per- 
son, with only his surroundings 
changed and will respond 
the same appeal many cases,” 
said. 

Reiss, chairman Friend- 
Reiss, added that “while many 
campaigns can successfully built 
around basic idea, which then 
used with variations over period 
time generate momentum, 
the ultimate test that success 
sales.” 

Reiss said further that “no ef- 
fort can complete success un- 
less uses some all the tools 
marketing, including contests, 
premiums, sales promotions, detail- 
ing, publicity and public relations 
exploit maximum every dol- 
lar spent.” 

Edward Henry, vice-president 
Manufacturers Trust Co, New 
York, said that advertising, mer- 
chandising and marketing must be- 
come part top management. 

Henry said that the frequent 
inability management find 
time for thorough reading 
trade news, coupled with the im- 
practicality decision making 
intuition, makes seminar 
which top men from leading 
firms can pool views and discuss 
trends, important source 
industry information, 

Henry also said that meetings 
such the Friend-Reiss seminar 
can helpful management 
all industries; that horizontal 
thinking, which experiences 
gained one industry can made 
available another, beneficially 
frees management from the re- 
strictive confines too much in- 
trospection. 

Other speakers the seminar 
were Mack Hanan, coordinator 
the agency’s research department; 
Harold Reiss, executive vice-presi- 
dent the agency; Leo Stark, gen- 
eral sales manager Standard 
Motor Products, and Harry Mag- 
doff, economist. 

* * * 


Mercury Names Paulson 


Richard Paulson, for six years 
public relations manager Ford 
Motor North Central area, 
with headquarters Cleveland, 
has been appoint- 
public rela- 
tions manager 
Paulson 
succeeds the late 
William Ma- 
harry. 

Paulson joined 
the news depart- 
ment Ford Mo- 
tor’s public rela- 
tions staff 1948 
and served 
manager Ford regional public 
relations offices Detroit and Chi- 
cago before going Cleveland. 

+ 


C. R. Paulson 


Checker Appoints Baker 


Checker Motors Corp. and Check- 
Motors Sales Corp., Kalamazoo, 
Mich., have appointed Herbert 
Baker Advertising, Inc., Chicago, 
their advertising and marketing 
agency. 

The agency has been retained 
produce complete dealer de- 
velopment program employing 
sales aids, sales training materi- 
als and promotion services. 
marketing program involving na- 
tional and key city advertising 
initiated, using trade and 
consumer media. 

Superba’s advertising previously 


was handled Roche, Rickerd 
Cleary, Inc., Chicago. The Checker 
Motors Sales Corp. account was 
with Jaqua, Inc., Grand Rapids, 


Mich. 


Universal CIT Film Cited 

Blueprinting More Sales, 24- 
minute motion picture produced 
Universal CIT Credit Corp., has 
been judged “best its kind” 
among sales training films released 
last year American industry. 

The 1960 industrial photography 
and film media award for sales 
training movies went the finance 
company “for outstanding achieve- 
ment the development, prepara- 
tion and use motion picture 
which reflects the highest principles 
effective communication.” 

The film intended for use 
Universal CIT’s advanced training 
program for automobile salesmen. 
was staged and photographed 


James Love Productions, Inc., 
New 


* 
Media Notes 
News World Reports an- 
nounced that advertising pages to- 
talled 1,504 the first issues 
1960, gain percent over the 
same period last year, and ad- 
vertising revenue for the same pe- 
riod totalled $11,308,000, per- 
cent increase over 1959 Satur- 
day Evening Post reported all- 
time high advertising revenue 
$56,206,953 for the first half 1960, 
20.1 percent gain over the $46,- 
805,859 the first six months 
1959. 
* 
Personnel Changes 


Joseph Legler has been ap- 
pointed advertising and sales pro- 
motion manager for Hancock In- 
dustries, Inc., Jackson, 
Harding Macdona from Cleve- 
land Detroit advertising sales 
staff Life magazine. 

Robert Regan jr. from Hearst 
Advertising Service national ad- 
vertising manager the Chicago 
American Richard Cone 
from synthetic fluids promotion 
manager Monsanto Chemical Co. 
advertising manager Lincoln 
Engineering Co., St. Louis. 


Automotive Aftermarket Seminar— 


Harold Reiss, extreme left, vice-chairman, Friend-Reiss Advertising, describes 
experience Aftermarket Seminar, sponsored the agency New 
From left are Henry, vice-president, Manufacturers Trust Co.; Roffman, 
advertising manager, and Leo Stark, general sales manager, Stondard Motor Products, 
advertising director, Automotive News, and Mack Hanan, coordinator 
research department. 


ACTION... 


UNIVERSAL UNDERWRITERS 


CONTINUES 


THEIR SAFETY SERVICE PROGRAM 


Through films, monthly letters and pamphlets, the lessons 


safety are made available Subscribers. This another 


Quality Service Universal Underwriters. 


CALL your nearest 
office today for complete information. 


Boston, Massachusetts 
Chicago, Illinois 
Columbus, Ohio 
Texas 
Houston, Texas 


Westfield, New Jersey 


BRANCH OFFICES 


Jacksonville, Florida 

Los Angeles, California 
Portland, Oregon 

Salt Lake City, Utah 
San Francisco, California 
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FORD FAMILY FINE CARS CLEARINGHOUSE NO. 194 SERIES 


FROM THE LAND THE 


Pick any spot the whether 
the Netherlands Australia you’ll find 


FORD MOTOR COMPANY DEALER, Ford Motor 


actually cover the globe. These global facili- 


sidiaries—coordinated the Internationa 

MANUFACTURING, ASSEMBLY AND Group the Company—are important 
art our total business. 

SALES ORGANIZATION Motor Company manufacturing 


and sales facilities employ approximately 
100,000 people foreign countries 


DANMARK 


i 


WAY DOWN-UNDER 


with dealer representation many ad- 
ditional marketing areas. These world- 
wide operations include: Argentina, 
Belgium, Brazil, Canada, Chile, Den- 
mark, Egypt, England, Finland, France, 
Germany, Italy, Malaya, Mexico, New 
Zealand, Portugal, South Africa, Sweden, 
Uruguay. 

Here, 1408 varieties automotive 
products, the world’s most extraordi- 
nary guarantee value. Seventeen indi- 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


vidual makes cars with 186 models 
four makes trucks with 1196 dif- 
ferent models and sizes three lines 
engines, farm implements and genuine 
replacement parts. This variety 
choice offered other automobile 

Ford Motor Company continues grow 
and develop major industrial force 
throughout the entire free world. 


Lincoin Continental « English Ford Line « Taunus e 

Ford Trucks e Farm and Industrial Tractors and Equipment e« 
industrial Engines « Aeronutronic—Products for the Space Age 


American Road insurance Company « Ford Motor Credit Company 


The American Road, Dearborn, 


Views Aired 
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Testimony Gives 
Insight 


(Continued from Page 15) 


expected from dissenting deal- 
ers, claiming that the competitive 
disadvantage that they suffered 
making extra-territorial sales dam- 
aged their businesses, and from ex- 
tra-territorial customers, including 
used-car dealers, claiming injuries 
from the higher new-car prices 
that they were required pay. 

All the foregoing has been 
widely recognized for more than 
three years, and has been stated 
and restated Congressional Com- 
mittees and others. Why, therefore, 
does H.R. 10201 provide exemption 
only from the Robinson-Patman 
Act, and not from the Sherman, 
Federal Trade Commission and 
Clayton Acts? Whatever the rea- 
son, clear that could not 
risk the adoption any plan pur- 
suant the bill were enacted. 

our previous statements 


For the complete story Parish 


proposed territory security legis- 
lation, pointed out that the 
enabling act should make clear 
that the installation and adminis- 
tration any plan pursuant 
would fall outside the scope 
the Automobile Dealer Fran- 
chise Act 1956, addition, 
explained that the problems cre- 
ated the existence antitrust 
laws the various states would 
have dealt with effectively 
the legislation, any nation- 
wide program were adopted 
under it. 

These are matters serious im- 
port. Many our dealers are vio- 
lently opposed any form ter- 
ritory security, Should attempt 
impose any plan them the 
behest other dealers, might 
expect some them, least, 


Commercial vehicles from off-the- 
road loggers transcontinental vans 
—are being designed carry heavier 
loads farther faster pace. And 
the BIG FACTOR that means longer 
life for many these vehicles 
extra-strength Parish siderails. 


Parish alloy steel siderails are 277% 
stronger than ordinary carbon steel. 
Made heat-treated chrome man- 
ganese molybdenum steel, they’re the 
finest combination modern mate- 
rials and design know-how. They mean 


heat-treated alloy siderails, write 


for 


illustrated 


and the Road.” 


@ DANA PRODUCTS: Transmissions = 
Universal Joints @ Propeller Shafts @ Axles 
@ Torque Converters @ Gear Boxes 

Power Take-Offs @ Power Take-off Joints 
@ Rail Car Drives @ Railway Generator 
Drives @ Stampings @ Spicer and Auburn 
Clutches @ Parish Frames @ Forgings. 


resort litigation under the Auto- 
mobile Dealer Franchise Act, 

For example, one basis claim 
under that Act could that the 
forced imposition the territorial 
bonus plan was coercive effect 
that compelled the dealers 
restrict their sales activities, 
pain losing their franchises 
they did not agree. 

With respect state antitrust 
laws, Ford Motor Co. been 
under injunction the state 
Texas for many years not re- 
instate employ any service com- 
had our sales agreements 
the years following 1938. 

common knowledge that 
many states have comprehensive 
antitrust laws patterned after the 
federal statutes, and not in- 
conceivable that some all 
them might follow the example 
Texas, unless were made explicit 
that the Congress the United 
States, enacting the legislation, 
exerting its full power over in- 
terstate commerce automobiles 
and intends usurp the field 
render state statutes ineffective 
this subject matter. 

+ * 

bill now under consideration 

conceptually unsound because 


Truck’s 


The One 
FACTOR 


That Increases 


extra strength without extra weight. 


Parish siderails absorb shock bet- 
ter, hold their shape better, than 
conventional siderails. Misalignments 
caused frame warping are almost 
non-existent. Drive train components 
last longer. Maintenance costs and 
downtime are reduced. 

That’s why some leading truck 
and trailer manufacturers are now 
designing their vehicles around Par- 
ish siderails—the extra 
strength siderails that stay aligned. 


STEEL 


Reading, Penna. 


prices dealers with resulting 
price increases the public, 
both. 

Assuming that the intra-terri- 
torial payments were $100 car, 
the aggregate payments 
made, all dealers were sell 
within their territories, could 
amount approximately $600 
million year six-million car 
year. Obviously, charges such 
magnitude could not absorbed 
the manufacturers the 
dealers. The inevitable conse- 
quence, therefore, would that 
the public would bear the cost 
increased prices automotive 


products, thus increasing the in- 
flationary pressures that are 
all trying avoid this coun- 

“ ” try. 
Yes If, result the plan, the 


total sales volume the manufac- 
turers were reduced—a result that 
could expected from reduced 
cross-selling and increased prices— 
then there would further pres- 
sure increase prices cover the 
additional manufacturing costs re- 
sulting from reduced sales volume. 
There are other adverse implica- 
tions reduced sales volume, such 
unemployment, that would result 
from any reduction the number 
automobiles produced this 
country. 

Another basic objection sys- 
tem payments manufacturers 
dealers that, our opinion, 
such system would render intol- 
erable the administrative burden 
imposed upon the manufacturers. 
was our experience, when 
tried years ago, that system 
infringement payments between 
dealers very difficult admin- 
ister and unsatisfactory all 
concerned. 

the built-in, self-policing fea- 
ture such system were 
factory-paid bonus incentive 
plan, are convinced that the 
administrative burden would un- 
bearable. 


the inevitable effect would 
increase prices, contemplates 
payments the manufacturers 
dealers for intra-territorial sales 
rather than payments between 
dealers. 

Our first basic objection any 
such system payments that 
inevitably would force the manu- 
facturers either absorb all 
part the tremendous costs the 
payments increase their 


* * * 


ORDER administer any ef- 
fective program territory se- 
curity, would necessary first 
delineate precisely, and then 
adjust from time time, the sales 
territories the dealers. order 
make territory security sys- 
tem meaningful, would nec- 
essary draw the lines much more 
precisely than the present 
time. 

Manifestly, any attempt 
would involve effort accom- 
modate the conflicting interests 
two more dealers. This inevit- 
ably would give rise serious dis- 
putes that would have ad- 
judicated and settled someone. 

our opinion, this would 
very difficult task and would be- 
come more population pat- 
terns shift, more people move 
the suburbs, new cities spring 
and buying habits change, with 
the advent expressways and 
other meang rapid travel be- 
tween communities, between 
home and work. 

Having drawn such lines ter- 
ritorial demarcation, and assuming 
that unanimity opinion could 
developed with respect the nec- 
essary execptions that might have 
made the program (ex- 
ceptions such sales fleet own- 
ers and government units, em- 
ployes, suppliers and others closely 
associated with dealerships, cus- 
tomers away from home for ex- 
tended periods time, and possi- 
bly sales old-time customers 
who have moved away but wish 
continue buy from their former 
dealers) the next task would 
arrange for means adminis- 
tering the program. 

This would include checking the 
sales, registrations and residences 
the buyers and settling disputes 
among the dealers. 

Under the type plan authorized 
10201, the manufacturer 
would have bear the entire bur- 
den administration and the ex- 
pense and risk entailed it. 

Under system infringement 
payments made among deal- 
ers, the other hand, the prime 
burden administering the pro- 
gram would rest upon the dealers 
who are the persons most interest- 
detecting, and who are best 
able detect, extra-territorial sales 
and thereby assure that appropri- 
ate compensation made for 
them. 


Life! 


* 
BVIOUSLY, there built-in, 
self-policing feature the in- 

(Continued on Page 32, Col, 1) 
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nates the necessity for motorist 
carry spare for his boat 
utility trailer. With the same type 
wheel his car and trailer, the 
motorist who has the misfortune 
have flat his trailer can simply 
put his car’s spare, the company 
said. 


HELPER SPRINGS—To -guard against 
overloading the rear axle and overtaxing 
the Chevrolet and GMC coil suspension, 
Tuthill Spring Co., Box 47, Momence, 
has introduced leaf-type helper 
spring that mounts all and 
Chevrolet and GMC pickup and panel 
truck frames. The helper springs are said 
permit bigger payloads, distribute the 
weight over greater area and improve 
riding quality for both short long- 
distance Rubber cushioning sof- 
tens contact with rear adds 1,200 
1,500 pounds overall carrying capacity. 
Five precision-fitted alloy leaves, all 
brackets, bolts and hardware are included. 


WARNING LIGHT—Thin styling said 
distinguish pair Pathfinder stop, 
tail, and directional lights announced 
Auto Lamp Mfg. Co., 2909 Indiana 
Ave., Chicago 16, Designed for the 
replacement field, each these high-in- 
tensitv seven-inch lights provide square 
inches illumination and seven square 
They meet all Class requirements for 
school bus, emergency road equipment 
and heavy highway vehicles, said. 
The No. 571 light has bracket mounting, 
easily removable for surface installation. 
Its No. 572, similar construc- 
tion except with flange for flush mounting, 


pre-drilled with four holes. 


PICKUP COVER—A pickup truck cover 
has been announced Custom Accessory 
Sales, Inc., national sales outlet for Aero- 
motive Metal Products, Inc. The 
liner made aluminum. 
Units are available for most makes and 
models and trucks. The 
equipped with total nine 
ventilating side windows, two large pic- 
ture windows, roof ventilation, interior 
lights, bunks, with spun 
glass construction provide insulation 
and comes with two bunks. Custom Acces- 
sory will ship any point.in the nation 
from the closest three locations: 1720 
First St., San Jose, Calif.; 531 Sixth 
St., Greeley, Colo.; 2206 Grand Ave., 
Evansville Ind. 


* * 


FUEL TANKS—A line fibre-glass die- 
sel fuel tanks for the motor transportation 
industry has been developed Apex Re- 
inforced Plastics, Division White Sew- 
ing Machine Corp., 11770 Berea Rd., Cleve- 
land, Weight savings 190 
pounds dual tank installations said 
primary advantage the Apex 
tanks. Additional and important 
tages the tanks are said corrosion 
resistance, freedom from maintenance, 
high resilience and absence in-tank 
condensation. The tanks are centrifugally 
molded from polyester resin and high ten- 
sile strength glass mat. End caps are 
matched metal molded the same 
material, and are bonded the tank tube 
unique process which provides bond 
equal strength the tank walls, 
said. 


V-BELT Raybestos-Manhattan, Inc. 
Manhattan Rubber Division, Passaic, J., 
has announced the development 
molded, fully jacketed notched V-belt. The 
advantages claimed for this belt, called 
the V-Belt, are quiet, vibrationless 
running characteristics, ruggedness and 
flexibility, permitting run smoothly 
over smaller pulleys. addition, the con- 
struction eliminates flex-cracking, and in- 
creases resistance, said. The 
fabric covered body also resists cross- 
sectional distortion, maintains lateral sta- 
bility, and resists changes 
length, said. 


BRAKE CONTROL SYSTEM—An auxiliary 
control for trailer brakes, product 
Corp., Owosso, Mich., said 
provide means applying releas- 
ing trailer brakes where the trailer has 
air pressure but disconnected from the 
tractor. With the Midland con- 
trol, parked trailers may moved with- 
out having couple tractor-trailer air 
connections, said. The con- 
control valve mounted the trailer and 
connected shown the diagrammatic 
drawing above. The supply port 
piped the trailer reservoir. The ex- 
haust port the valve piped the 
emergency line. The control port 
piped the emergency port the emer- 
gency relay valve. When the emergency 
line disconnected from the tractor, the 
trailer brakes can released push- 
ing the dash valve handle IN. Brakes are 
reapplied pulling handle OUT. With 
the trailer emergency line connected 
the tractor air supply, the dash valve han- 
die returns to, and remains 
in, the OUT position. has effect 
normal brake operation, claimed. 


TRUCK COVER—A 
truck cover, called 
has been announced Tennessee Air- 
craft, Inc., Berry Field, Nashville, Tenn. 
Slide-A-Way made aluminum and 
tailored fit any pickup, said. 
Mounted roller bearing tracks running 
the full length the truck bed, the cover 
held securely place. The cover can 
slipped off the truck, even when 
the truck loaded, said. The cover 
weighs between and pounds de- 
pending model. 


VACUUM-LINE BRACKET—-A bracket, 
model 58G-81-28, developed simplify 
mounting air vacuum jumper line 
hoses 1960 GMC and Chevrolet trucks 
and tractors has been announced Vel- 
vac, Inc., 3534 Pierce St., Milwaukee, 
Wis. features flat steel base, designed 
fit the square-backed cap top with its 
overhang ledge the GMC cabs, 
departure from the curved back earlier 
cab models. This base, bolted the cab 
top, said provide recessed square 
bolt holes which permit bracket arm at- 
tachment and replacement without the 


need for drilling additional holes the 

cab roof removing base The 

bracket arm, inches long, suffi- 

cient length clear the sloping back of| REFUSE BODY—Pacemaster Corp., Pe- 

standard cabs. Heavy-duty 28-inch flex-| which holds over cubic yards, and 

ible springs may replaced with two| designed fit two-ton chassis. Pace- 

13-inch springs where required, and refuse bodies are designed for 

secured the bracket arm with special| companies which run from one 

clevises. trucks and for larger operators who need TRACTOR Industries, 
them routes pick waste, Owendale, Mich., has announced 


steel cab for Ford tractors. This item 
comes kit form, enabling the buyer 
purchase only the amount protection 
desires. The cab fits any model 601, 
801, 1801 Ford said. 


trash, etc. All models are equipped with 
interchangeable container attachments. 
The containers built low inches 
from the ground and casters 
make easy move them, from varying 
dock heights even below ground level, 
said. Load opens upper doors 
unloaded. Two double-telescoping, sin- 
gle-acting hydraulic cylinders are used 
for dumping, and one double-acting 
inder raises lowers the dumping bucket. 


Interchangeable Wheels 
For Cars, Trailers Offered 


Interchangeable wheels for trail- 
ers and passenger cars are now 
available for all popular automobile 
makes, been announced 
Motor Wheel Corp., 735 Saginaw 
St., Lansing, Mich. 


The universal wheel group elimi- 


Muskegon Firm Expands 
Line Piston-Ring Sets 


line piston-ring sets for 
truck and industrial engines an- 


nounced Muskegon Piston Ring 
Co., Muskegon, Mich. 


The company said expanding 
its coverage ring sets offered 
and production engine 
rebuilders with the addition this 
line. The. sets will available 
the “Super Chrome” 


TRUCK LIFT—A materials handling truck 
lift, trade named the Power Arm has 
been announced Skagit Steel and 
Works, Sedro-Woolley, Wash. The unit 
one-ton larger truck frame and hy- 
operated. Power for the lift 
furnished the truck engine. Accord- 
ing the manufacturer, the unit also may 
operated with outside power source 
mounted other mobile equipment 
stationary locations. When mounted 
standard truck frame, the Power Arm 
will lift height feet above the 
may lift from below ground 
level use chain and hook installed 
standard equipment the end the 
lifting arm. The unit has lifting capac- 
ity 5,500 pounds and may extend 
feet. enable the unit make side lifts 
the Power Arm standard equipped with 
stabilizing jacks which keep 
the weight the lift off the truck 
frame, said. Standard Power Arm 
has boom swing 180 degrees. The 
lift may equipped swing full 360 
degrees. 


LOCKING HUBS—Two models 
tive hubs for the Chevrolet and 
GMC and %-ton Spicer axle four-wheel 
drives are available from Warn Mfg. Co., 
Riverton Box 6064, Seattle 88, Wash. 
Other models Warn Locking Hubs are 
available for Napco 
drive units Chevrolet, GMC, and Mar- 
mon-Herrington conversions. Warn hubs 
are said make possible disengage 
the front wheels from the drive train 
when the vehicle used two- 
wheel drive, thus eliminating drag, and 
whine caused the wheels turning the 
front end assembly. The 
effect Warn hubs reduces wear 
gears and tires, saves gas, makes steer- 
ing easier, and increases vehicle 
ness, claimed. 


POWER GATE—A TIE power 
gate, with lifting capacity 1,400 
pounds, has been added the Daybrook 
hydraulic tail gates for trucks 
%-ton and larger. The unit designed 
for installation all types truck bod- 
ies, including vans and trailers. The elec- 
tric drive the option 
vides lift with platform travel 
inches. Three platform widths are avail- 
able—72, and inches. Platform 
depth inches (35 inches with ramp). 
The loading edge can furnished square 
with 7-inch ramp. Approximate 
weight mounted with platform 600 
pounds, said. Daybrook Hydraulic 
Division, Young Spring Wire Corp., 
Bowling Green, 


AIR HORNS—Sparton Automotive Divi- 
sion, Sparton Corp., Jackson, Mich., has 
announced line air horns for the 
trucking industry. The truck line, with 
five air horns, known Sparton 
The line starts with single 
inch air horn with chrome-plated projector 
and cover, bronze diaphragm and silver 
finished base. mounting pad, projector 
support and elbow included. Also 
the line are dual and single 
air horns with chrome trumpets and cov- 
ers, and silver finished motors. Completing 
the line are dual and single air horns 
with all silver finishes. These horns meas- 
ure inches overall length. Available 
installation kit, including valve with 
lanyard, tubing and necessary fittings, for 
installing Sparton air horns vehicles 
equipped with air. 


* * 


CARGO COOLER Weighing 376 
pounds, the model C-10-B Hunter refriger- 
ation unit designed for the maintenance 
temperatures for products degrees 
Fahrenheit above. Capacity-wise this 
model can employed adequately in- 
sulated bodies feet long. The 
unit also available (as CE-10-B) 
with electric standby power for dock- 
side overnight operation. Powered di- 
rectly the truck engine, the model 
C-10-B contains all components, except 
the compressor. The compressor mounts 
and driven the truck engine, 
V-belt from the Flexible re- 
frigerant hoses and connections are sup- 
plied. Evaporator and condenser fans are 
motor with ball bearings and 
able brushes. Hunter Mfg. Co., 30525 
Rd., Cleveland 39, 


é‘ 


POWER mir- 
ror right and left use tractor, called 
Power Mirror, has been announced 
Royal Engineering Co., Pleasant 
Plains, The mirror positioned with 
switch see normally blind right side 
the trailer. said eliminate all 
blind spots. The unit comes with defrost 
control and leads for either 12-volt 
electrical systems. 
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fringement-payment type plan 
that would entirely lacking 
under the manufacturer payment 
type plan contemplated the 
bill now under consideration. 

Under the latter type plan, 
dealer would have little, any, in- 
centive police the sales an- 
other But would have 
real incentive submit for 
payment which, upon close scrut- 
iny, might not prove well 
founded. 

While most dealers would not 
knowingly file false claims, the 
many millions dollars involved 
would require the manufacturers 
attempt police the system 
closely and try establish 
feasible means verifying the 
our opinion, the manu- 
facturers could not this with- 
out inordinate expense. 
But even were feasible 

police the system and verify the 
claims with thoroughness, 
inevitably would antagonize many 
dealers and their Any 
disputed payments that might 
withheld the manufacturers, 
course, would withheld their 
risk and might subject them ser- 
ious claims and litigation. 

want emphasize, therefore, 
that because the inherent defects 
these basic concepts H.R. 
10201, our company would not put 
any plan into effect under 
were enacted into law. 

* 
SHOULD like conclude 

statement repeating what 
said the outset, namely, that 
deep, sharp and bitter dispute 
among groups automobile deal- 
ers. are under the impression 


that the majority our own 
ers not want legislated territory 


security and would not favor 
any the plans yet proposed. 

Just last week, representative 
group our dealers three from 
each Ford sales region, with small, 
medium and large sales potentials 
—were Dearborn other busi- 
When asked give their per- 
sonal views this bill, each ex- 
pressed himself being opposed 
and the whole concept ter- 
ritory security. 

The subcommittee may in- 
terested knowing that the con- 
troversy has waxed unabated since 
the hearings the Senate last 
June, The following headlines, 
among others, appeared the 
News, one the auto- 
mobile industry’s major publica- 
tions, between July last year 
and April this year: 

Hear- 
ings Show Split, Not Man- 
date.” 

duly 1959—“Chicago Dealer 
Fights Security.” 

duly 13, 1959—“Small Dealer 
Rips Security Plans.” 

25, Sees 
Victory Over Territory Bills: 
FTC Renews Attack.” 

Feb, 22, 1960—“Small Dealers 
Unite Fight Area Security.” 


March 
Fight Called Absurd.” 

March 14, Debate 
Grows Hotter Oklahoma.” 

April 18, 1960 “Territory 
Bonus Termed Windfall for 
Large Dealer.” 


During this period, hundreds 
dealers wrote letters the trade 
publications, the NADA and 
the manufacturers expressing 
strong conflicting views regarding 
territory security. Many the let- 
ters were printed 
News. Obviously, this disagreement 
among dealers persists, and large 
percentage dealers strongly op- 
pose territory security. 

closing, let say again that 
are strongly opposed the bill 
now before this subcommittee. 
want repeat also that ade- 
quate legislation were passed and 
substantial majority our deal- 
ers wished so, our com- 
pany would try devise and place 
effect workable and sound sys- 
tem territory security, 

emphasize, however, that 
would not regard workable 
sound plan that would result 
significant increases the costs 
prices our products, that 
would involve substantial legal 
risks our company our deal- 
ers, that would entail undue ad- 
ministrative burdens and costs, 

* 


Quinn—Chrysler 


program, the manufacturer 
would find difficult predict 
with any degree certainty the 
percentage cars that dealers 
would sell outside 
their own sales 
territories. With- 
with such plan 
the manufacturer 
would have as- 
sume that virtu- 
ally all 
produced would 
sold dealers 
their own sales 
territories. 
Thus, the man- 


E. C. Quinn 
ufacturer would have choice but 
increase the price which 
amount approximately equivalent 
the amount the allowance 
which would subsequently pay 


IASI Shows Get 


Dates, Locations 


CHICAGO. The Automotive 
Service Industry Assn. and the 
Motor Equipment Manufacturers 
Assn., cosponsors the Interna- 
tional Automotive Service Indus- 
tries Show, have announced show 
dates and locations for 1961 through 
1965. They are: 

Los Angeles, Feb. 16-19, 1961; 
Chicago, Feb. 29-March 1962; 
Philadelphia, Feb. 13-16, 1963; San 
Francisco, 1964, and Southwest re- 
gion, 


Dealer Display— 


Midwestern Service and Sales, Inc. (Volkswagen), Columbus, O., created some 


evidence accompany the national advertising. 


dipped into its $100,000 


parts inventory for this display tie with the national slogan: “Repair ‘em? 
We've got enough parts build The model front the Ruth Hartman, 


dealership secretary. 


each dealer for every car the 
dealer sold his sales territory. 

The net effect the “bonus” 
plan would that the dealer 
would have pay substantially 
higher initial wholesale price for 
each car purchased from the 
manufacturer, with resulting 
higher wholesale financing costs 
the dealer. These added financ- 
ing costs would, course, have 
passed the car buy- 
ing public, 

Assuming that all dealers were 
operating under system providing 
for payments of, say, $100 car, 
and that total dealer new-car in- 
ventories throughout the year aver- 
aged 1,000,000 units, and that per- 
cent represented the average dealer 
wholesale financing interest charge 
throughout the country, adoption 
such program all manufac- 
turers would require that approxi- 
mately $100 million added whole- 

sale credit made available 
dealers and thus would increase the 
cost new car distribution deal- 
ers the public about mil- 
lion per year. 

addition, course, dealers 
would have acquire many mil- 
lions dollars more additional 
working capital finance their op- 
erations during the year while they 
were awaiting repayment their 
“bonus” money, 

* 

manufacturer would have 

tabulate and verify the cars sold 

each dealer his sales terri- 
tory before being able return 
the dealer for each such car the 
additional amount which the dealer 
had previously paid the manu- 
facturer. 

Some delay would necessarily 
involved making the payments 
allow time verify the dealer’s 
records and establish that each car 
which payment was claimed ac- 
tually had been sold customer 
who resided the dealer’s sales 
territory. 

such plan were continued 
effect for several years, possi- 
ble the manufacturer would able 
establish with reasonable accur- 
acy the probable percentage all 
cars the manufacturer sold its 
dealers that would resold 
dealers customers residing with- 
their sales territories. 

this percent proved 
some figure less than 100 percent, 
the manufacturer then could re- 
duce the higher initial wholesale 
price was charging its dealers 
proportionate amount. 

However, the 
price its dealers would still have 
higher than its normal whole- 
sale price amount sufficient 
cover both the cost reimburs- 
ing all dealers for cars sold their 
territories and the added adminis- 
trative costs. 

Dealers would have pass 
these added costs the public, and 
the final result would that the 
price cars the public 
whole would increased 
amount sufficient cover the 
added costs incurred the manu- 
facturer administering the pro- 
gram and incurred dealers 
added wholesale financing charges. 


The price cars customers 
who exercised their right pur- 
chase car from dealer other 
than the one whose sales terri- 
tory they resided would, assuming 
the dealer did not decrease his 
profit margin, increased the 
full extent the increase price 
charged the manufacturer 
cover his payment and administra- 
tive costs and the added whole- 
sale financing cost the dealer. 


the net result so-call- 
system would 
basically the same the net 
strongly believe that Con- 
gress decides pass some form 
territory security legislation, 
should written the broadest 
terms possible, leaving the method 
implementing territory security 
adopt whatever method would 
the most efficient and least cost- 
the car buyer. 

the Congress considers nec- 
essary spell out the method 
which will permitted, then 
would seem the penalty-type 


approach would the least unde- 


sirable. This would reduce adminis- 
trative costs some extent, since 
dealers would tend police each 
other’s sales. 


addition, would not re- 
quire the manufacturer in- 
crease the initial price which 
sold cars its dealers (ex- 
cept might necessary 
cover added administrative 
costs), and thus dealers would 
not penalized having pay 
added wholesale 
charges the additional initial 
cost 

determining whether not 
closed territories for the sale 
motor vehicles should permissi- 
ble proposed H.R. 10201, the 
desires the manufacturers and 
the dealers are, course, only 
small part the considerations 
that should weighed. 

The overriding question this— 
would such system closed ter- 
ritories the public interest? 
Would make easier for the 
American motorist buy car? 
Would more convenient for 
him? Would more economical 
for him? 

bill would permit the man- 

ufacturer establish closed 
territories giving additional 
discount, rebate, allowance” 
the dealer any automobile sold 
him purchaser who resides 
the dealer’s closed territory. 

with all other expenditures 
made manufacturer, this ad- 
ditional payment must eventually 
come from the receipts the man- 
ufacturer receives for the sale 
his products, must come out 
his selling price, the manufac- 
turer stay business. 

result the “additional dis- 
count, rebate, allowance” would 
have taken into consideration 
when the manufacturer determines 
the price his product, This is, 
course, also true any other ad- 
ministrative, legal, and policing ex- 
penses that might necessary 
put closed territory system into 
effect and maintain it. 

Any type territorial security 
plan would present very substantial 
administrative problems, testify- 
ing various bills generally simi- 
lar H.R. 10201 the past, 
have indicated the nature some 
these problems. have also 
testified that our experience, prior 
1950, with system territorial 
security, indicated that any such 
system would extremely difficult 
police. 

The problems encountered 
the past would magnified today 
and future years with the pres- 
ent and expected increase the 
number family units and per- 
sons the car buying age brackets, 
say nothing the tremendous 
increase population metro- 
politan centers and adjacent sub- 
urban communities. 

* oe 

EXAMPLE, what fair 

method designating separate 
sales territories? While this 
relatively simple matter where 
communities are separated con- 
siderable distances and where trad- 
ing practices have developed along 
geographical lines, the problem be- 
comes extremely difficult metro- 
politan communities where people 
frequently buy where they work 


rather than where they live. This 
problem will become even greater 
with the growing trend toward 
suburban living and with the de- 
velopment great contiguous pop- 
ulation areas. 

Would reasonable, for ex- 
ample, divide the city New 
York among the various dealers 
located there and assign different 
number blocks each dealer? 

metropolitan dealer whose capi- 
tal expenditures and facilities 
have been premised large ex- 
tent his expectation that 
will make many sales subur- 
ban residents who work the 
city, were exclude the 
suburban communities around 
him from his sales territory? 
metropolitan and nearby subur- 
ban areas trading practices may 
have developed that would run 
counter any system geo- 
graphical designation sales 
territories. 

Because goodwill built 
dealer with certain customers 
the past, not uncommon for 
suburban resident buy his cars 
from certain dealer located the 
heart the metropolitan area. 

Conversely, other customers 
ing the city itself may have es- 
tablished preference for dealer 
located the Similarly 
persons residing the west side 
the city might prefer buy 
their cars from dealers the east 
side and vice-versa, 

the city and the adjoining 
suburban area were divided 
into small geographical markets 
each assigned separate dealer, 
would this fair dealer who, 
through good service through the 
years, has patiently cultivated the 
goodwill certain customers re- 
siding other sections the gen- 
eral metropolitan area? 

* * 


OULD fair the dealer’s 

customers them 
substantially for preferring con- 
tinue deal with the dealer 
their choice whom they respect 
and trust merely because they hap- 
pen reside artificially es- 
tablished separate geographical 
area? 

Difficult problems might also pre- 
sent themselves from the dealer’s 
point view. How would ap- 
proach prospective customer who 
desires purchase car from 
him? Would advertise two 
prices, one for customers who re- 
side the sales territory and one 
for those who don’t? Would re- 
quire that prospective purchasers 
supply him with identification 
showing their address? How would 
the dealer able verify the 
validity the purchaser’s stated 
address? Would customers have 
turned away? 

How could dealer recover his 
loss purchaser misled the deal- 
about his address and the manu- 
facturer, discovering the dealer 
did not sell the car customer 
residing his sales territory, re- 
fused make payment the deal- 
er? Would the dealer have some 
right action against the custom- 
er? 

Indeed, contemplated that 
the manufacturer would have the 
right refuse payment 
dealer when the dealer incorrect- 

(Continued on Page 34, Col, 1) 


Boating Display Pays 


Boating, currently enjoying high degree popularity, was used Grissom 
Center Line, Mich., boost sales and locate prospects. The deal- 
ership set the only display the recent Detroit Boat Show and netted 
eight new-car sales and prospects. Wittstock, left, holding door, dealership sales 
manager, shows off canoe-carrying Valiant show visitors. 


$$ 


60% 
plus service! 


e 
Here are some samples the new, low, nationwide rates which spell out impressive 
automobile, trailer, and savings for the shipper and receiver automobile, trailer, and truck parts! They 
apply shipments moving any and all continental destinations. extra 
tru arts shipped charge for pick-up and delivery within authorized limits. The savings shown are for 
100 pounds more, but even your shipment smaller—as low pounds— 
you will also realize savings. You get all this plus the many other advantages 


Eager-Beaver service! learn the savings your specific shipments, contact your 


local Railway Express Representative. 


OLD CHARGE NEW CHARGE 
100-LB RATES 100-LB RATES SAVINGS 


Louis 


Toledo—Los Angeles 


SHIPMENTS CAN MADE 
EITHER PREPAID COLLECT 


SPECIFY 
RAILWAY 
AND SAVE! 


RAIL AIR SEA 
HIGHWAY 


ard 
de- 
Kansas 13.49 
York 
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Views Aired 


Testimony Gives 
Marketing Insight 
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reported the purchaser’s ad- 
dress having been his sales 
territory when fact wasn’t? 

How would sales national com- 
panies employing large fleet 
vehicles for company use dealt 
with? Would sale cars sold 
leasing renting companies which 
have many different locations re- 
quire special treatment? How 
would fleet state and local 
governments handled? 

Would they all have re- 
ported having been sold the 
sales territory the dealer who 
happens located the seat 
the government? Would this 
effectively preclude other dealers 
from bidding sales govern- 
ment units? Would lease with 
option buy considered sale 
lease? 

* * 
would determined that 
retail sale was actually 


bona fide sale? car was sold 
first customer inside dealer’s 
sales territory and then resold 
customer outside the territory 
within 24-hour period, would the 
original sale determine whether the 
dealer was receive payment 
would the subsequent sale within 
such short period time con- 
clusive evidence that the original 
sale was not bona fide sale? 

car was resold within 
week, would this bona fide 
sale? Within month? Within two 
months? 

What would the effect clos- 
territories the car buyer 
when found had pay 


dressed him some other 
who lived another 
part 

How would know which deal- 
which make car had 
sales territory which coincided with 
his place residence? Obviously, 
there cannot uniform 
areas for all dealers all makes, 
view the different numbers 
dealers the various manufac- 
turers have, and the varying dis- 
tribution systems that are required 
different makes... 

* * 
ECTION subsection (1) the 
bill provides that the manufac- 
turer and the dealer will establish 
the dealer’s “area responsibility.” 

Assuming dealer will not agree 
the “area responsibility” pro- 
posed the manufacturer, can 
the manufacturer take disciplinary 
action compel the dealer 
so? not, how proposed that 
the manufacturer can ever effec- 
tively establish restricted sales ter- 
ritories for thousands dealers, 
which would agreeable all 
them? 


sold automobiles its dealers, Fur- 
ther, system such that pro- 
posed H.R. 10201 which 
manufacturer made substantial 
payment dealer for each sale 
made the dealer his own sales 
territory would require substan- 
tial increase the initial price 
charged all dealers order 
cover the cost the payments 
made the manufacturer quali- 
fying dealers. 

the other hand, the word 
“additional” intended limita- 
tion the manufacturer specify- 
ing that the manufacturer cannot 
increase its prices cover the ad- 
ditional costs payments and ad- 
ministrative expenses, then the 
character the bill would seem 
changed from one intended 
provide closed territories for 
dealers one intended control 
the prices which automobile manu- 
facturers could charge for their 
products. 

Can this the result intended 
the proponents the bill? 
sincerely hope not. 

* 


Service Manager Ends 


Years Auto Repair 


EASTON, Pa—A career 
years servicing motor vehicles 
has ended here for Harold 
Babp, Dockey Motor Co. (Ford), 
suburban Wilson Borough. 

Babp was feted manage- 
ment and employes upon re- 
tirement service manager. 
worked the entire years for 
Dockery and its predecessor com- 


might hold that payments the 
manufacturer such additional 
dealers were unlawful? 


Section subsection (2) the 
bill provides for the manufacturer 
give “additional” discount, 
sales the dealer purchasers 
residing his sales territory. The 
use the word “additional” puz- 
zling us. intended have 


any legal meaning? not, not 


there any implication from misleading? 
the language the bill that 
dealer acquires vested interest 
particular territory and that 
manufacturer can only appoint 
additional dealers such terri- 


tory the risk that court later 


penalty business with the 
dealer hig choice, when the 
dealer happened another 
sales territory? How would 
advertising the newspapers, 
radio, and television were ad- 


The 


Bring them with the 
Coin Caddy, handy 
little gadget that clips 
the sun visor your cus- 
car, carries small 
change for parking me- 
phones. Acolor- 
ful pair signs (one 
weatherproof) invites 
free battery check 
and 


The Clincher... 


Casco Sprinkle 
Spray Steam 
brand-new the 
market. Every cus- 
tomer who buys 
Battery from 
you may have this 
wonderful new iron 
for only $11.95! 


you by 2... 


The Clean-up... 


You never saw easier, more effective promotion. All you 
give your customer coupon. fills out, mails 
Casco with his $11.95, and they ship the iron direct him, 
postpaid. The only iron you handle the one display, 
and you keep after the promotion This 
money-making deal part Delco’s big Double Check pro- 
motion. Check the details with your Delco supplier today. 


DRY 


built by 
elco-Remy ... 
distributed nation- 
ally through 


UMS 


have previously stated, any 
territorial security arrangement 
imposing additional administrative 
costs manufacturer likely 
would require some increase the 
price which the manufacturer 


McGaughey—AMC 
BACKGROUND for stating 

American Motors’ position 

H.A. 10201, like direct the 
committee’s attention the fact 
that average new-car prices are be- 
ginning de- 
Concur- 
rently, used-car 
also are 
dropping, even 
though used car 
sales are 
slightly 

Will the pres- 
ent trend 
wholesale and re- 
tail prices ar- 
rested offset 
legislative 
sanction national price dis- 
crimination policy the automo- 
tive retail level? 

Proponents the proposed leg- 
islation now before this commit- 
tee are reported the trade 
favor tapping the facto- 
ries for money required pay 
the proposed dealer bonus for 
territorial sales, This another 
way saying the manufactur- 
ers, “incorporate the bonus 
your distribution costs.” And 
that, course, equivalent 
demanding, “put the bonus the 
purchase price the car.” 
foresee compensating benefits 
the customer for this added 
burden. 

Because under the proposal the 
dealer who sells his own terri- 
tory receives price advantage, 
10201 and its Senate counter- 
part would establish, national 
policy, price discrimination between 
competing dealers the same 
make car. The import the bill, 
therefore, would discourage 
the customer from buying from 
someone other than his nearest 
dealer. 

The dealer whose sale thus 
partially subsidized would put 
the position being able out- 
trade competing dealers the 
same make the basis price 
alone, and without regard the 
adequacy his service his will- 
ingness win the customer’s favor 
other ways. 

* 


W. H. McGaughey 


* 


concepts expressed this 
proposal are conflict with 
sound American economic princi- 
ples. The economic progress our 
society importantly linked the 
development better sales oppor- 
tunities for efficient sellers and 
giving the consumer greater free- 
dom choice. 

The dealer who grows and pros- 
pers not customarily one who 
places his major reliance for new 
business upon static geographical 
boundary lines, but merchandiser 
who motivated render better 
service car buyers the selling 
and maintenance the product, 
thus expanding his market, and 
consequently that his factory. 

The discriminating American 
consumer again exerting de- 
cisive influence the auto- 
mobile industry after enduring 
underdog role the immediate 
postwar years and after being 
largely ignored factor 
product determination recent 
years. 

The strength and persistence 
consumer demand for compact and 
smaller cars has effected revolu- 
tion, almost overnight, automo- 
bile manufacturing and merchan- 

(Continued on Page 35, Col, 1) 
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company continues placed field personnel had ample taste 
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dising. The resultant effects gen- 
erally have been beneficial the 
national 

One our major concerns about 
the consequences the proposed 
legislation this: 

Higher prices without compen- 
sating increases product value, 
limitations dealer sales oppor- 
tunities, the implanting 
spirit complacency through pro- 
tected dealer territories would, 
time, tend adversely influence 
the manufacturer’s overall sales 
volume, thus increasing his costs 
lowering his profits, both. 

* 


company’s experience from 
1954-58 overcoming the twin 
evils mounting costs and dwin- 
dling profits was too recent for 
lose sight the deleterious ef- 
fects the declining sales curve. 
know its painful consequences 
for employes, vendors, stockholders 
and dealers. 

The members the American 
Motors family are intimately famil- 
iar with the stony countenance and 
the benign smile the American 
consumer, Our larger Nash and 
Hudson models, though world re- 
nowned for performance and de- 
pendability, were among the earlier 
casualties the consumer revolt 
against product and price trends 
the which has now erupted 
into the compact-car revolution 
the 

decided contrast, our pioneer- 
ing efforts with the compact Ram- 
bler succeeded restoring our 
company position profit- 
ability and enabled Rambler deal- 
ers realize higher net profits per 
percentage sales than the indus- 
try averages reported the Na- 
tional Automobile Dealers Assn. 

Despite the recent marketing 
success our company has enjoyed, 
been handicapped the 
so-called Good Faith Act, enacted 
result organized dealer agi- 
tation. particular this legisla- 
tion proved adverse factor 
several years ago, following the 
dropping our Nash and Hud- 
son lines, when sought 
eliminate inequities between deal- 
ers metropolitan markets who 
once handled different lines 
cars but who then began han- 
dle Rambler alone. 

turning Congress for laws 
deal with generalized factory- 
dealer problems, organized pres- 
sure groups tend eliminate the 
flexibility required deal with 
specific problems that exist within 
the individual company and its 
dealer family. This creates inequi- 
ties through the process legisla- 
tion. 

When our marketing executives 
have found desirable take out 
some dealers because improper 
location because they were pur- 
suing bad practices doing things 
that are contrary the interests 
our dealers generally, technicali- 
ties under the Good Faith Act pre- 
vented the company from moving. 

have commented specifically 
this law because has bearing 
the company’s attitude toward 
10201, although admittedly the 
latter decidedly different 
character and permissive rather 
than mandatory. 

* 


bill, like the Good Faith 

Act, deals with competitive 
problem that feel should not 
dealt with through legislation. 
our opinion, neither the Na- 
tional Automobile Dealers Assn. 
any other multiple-line dealer 
group any legislative group 
should properly deal with the com- 
petitive aspects the factory- 
dealer franchise. 

American Motors factory must 
handle with its dealers any prob- 
lems growing out the franchise, 
and the other manufacturers like- 
wise must work out with their 
dealers such their own 
way. 

our case, have mechan- 
ism for getting such problems, 
known the American Motors 
Dealer Advisory Board, which 
when was established five years 
ago, was termed NADA’s then 
executive vice-president “the 
most progressive step taken any 
manufacturer.” 

prefer maintain the de- 


cidedly competitive advantages 
that come through our top man- 
agement and other company offi- 
cers and executives working out 
mutual problems face-to-face, 
democratic manner, with dealer 
representatives elected the 


Dayton Plymouth Deal 


Give Franchise 


DAYTON.—Hart Plymouth go- 
ing out business new-car 
dealership, Floyd Dugan, secretary- 
treasurer, has announced. 

“Orderly liquidation” has begun, 
Dugan said, adding that the firm 
plans continue the used-car 
business. Dugan said the illness and 
subsequent resignation Benjamin 
Hart, who was president and 
general manager, the reason the 
company relinquishing its Plym- 
outh franchise. Dugan denied that 
the reported failure Dayton’s 
first large automobile festival, dur- 
ing May, had anything with 
the decision liquidate. 


distributors 
represent nationally- 
known manufacturers 
such specialized 
truck equipment as: 


And special 
equipment including: 


als 


American Motors dealers them- 
selves. 

While the proposed legislation 
permissive, American un- 
doubtedly would have difficulty 
avoiding going along one more 
major manufacturers adopted pro- 
tected territory bonus payments 
and our dealers demanded this 
franchise feature something they 
wanted for competitive other 
reasons. 


with the Good Faith Act, this 
proposed legislation would penalize 
company the process grow- 
ing more than handicaps the 
major automobile companies. Three 
years ago American Motors sales 
accounted for only percent the 
industry’s sales, we’d been forced 
adopt closed territories that 
time, would have been impossible 
for American Motors have in- 
creased our market penetration 
the percent enjoy today. 

* 


AMERICAN MOTORS’ bid for 


established position near the 
top the automotive business, our 


some competitive disadvantage. Our 
dealer representation throughout 
the nation still substantially 
under our major competitors 
number and below the strength 
will require support our project- 
production volumes. 

Unlike several our major com- 
petitors, whose dealer development 
programs are largely accomplished, 
the process adding deal- 
ers, forced for competitive 
reasons carve out only partially 
developed territories and grant 
franchises that limit the further de- 
velopment markets where our 
representation currently inade- 
quate, would prevent from fully 
capitalizing upon revolution 
the marketplace Rambler has help- 
create. 

From past experience this 
company and its predecessor com- 
panies administrating another 
type territorial protection plan, 
which was abandoned more than 
decade ago, our office and 


Four-State Rep Named 


LOUIS.—ALF-Herman Corp. 
has appointed Carl Kaster Co., 
Louisville, factory distributor 
Kentucky, Indiana, Tennessee and 
West Virginia. 


+> 


This the TBEA 


how unworkable such plans can 
become. 

The frequent disputes between 
dealers, the involvement cus- 
tomers the disputes, the vol- 
bookkeeping and con- 
siderable expenses policing and 
administrating the program all 
detracted from more creative 
sales efforts that period and 
added the cost putting the 
product into the consumer’s 
hands—which naturally had 
pay for... 

believe that the practices 
permitted under the bill are funda- 
mentally unsound and would in- 

volve considerable unproductive ex- 
penses that the customer must 
largely bear terms higher 
new car prices. 

maintain, too, that the freez- 
ing marketing areas would pre- 
sent greater handicaps smaller 
automobile manufacturing compa- 
nies than the larger ones, re- 
stricting their ability make the 
most existing opportunities 
mushrooming compact car mar- 

et. 


Norton—NADA 


discount from list pricing 
structure insofar 
(Continued on page 36, Col, 3) 


This the emblem the Truck Body Equipment Association. Their 
distributors (one near you) help you meet your customers’ require- 
ments for special trucks and equipment. Your TBEA distributor figures 
the technical details, recommends the proper equipment, and makes 
certain the job comes out right. Call him—it costs you nothing. 


WALK-IN BODY 


HYDRAULIC AND 
MANUAL DERRICKS 


SERVICE BODY 


— 


GAS TANKS 


AERIAL 
HYDRAULIC LIFTS FRONT WHEEL DRIVES 
Your TBEA distributor gives truck sales boost whenever he’s con- 
sulted. Write now for the name your nearest TBEA distributor. 
Dept. 08 


TRUCK BODY EQUIPMENT ASSOCIATION, 


INC. 


ial 
n- 
m ] 
B- 
| 
‘ 0 
: SCHOOL BUS BODY DUMP BODY STAKE BODY VAN & REEFER BODIES 
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AUTOMOTIVE NEWS 


Will get you quick action, and satisfactory 
return for your investment 


AUTOMOTIVE NEWS 
965 Jefferson Detroit Mich. 


For All Station Wagons Foreign Cars 


CLAMP-ON, 
PERMANENT 
REAR DECK TYPES 


Dealer Costs 
Range From 
$14.85 $49.40 


Write for 
details. 


Medel Shown—Dir. Cost $41.40 


THE Co. 


Distribuyter Inquiries Invited 


9-9651 


DEALERS: take look 


GOLIATH 


The FAMILY Sports Car— 
compact, but not small. 


EAST COAST $1883 WEST COAST 


BUILT SELL FOR MUCH MORE! 


the competitive Compact Car Market, GOLIATH 
will sell faster because these features: 


low original cost and 
the most economical to. main- 
tain and operate. More than 
miles per 

2—Goliath’s Front Wheel Drive 
gives big car feel and greater 
safety. 

driving with 4-cycle, 
H.P. engine and speed 
syncro-mesh transmission. 


wheel hydraulic brakes. 


leg room, height and stor- 
age space than competitive 
makes. 

6—Most accessories and features 
considered extra and op- 
tional equipment other com- 
pact cars. 


“THE 


THE STATION WAGON 


Complete Series Models Product the Borgward Group 


WRITE, WIRE PHONE COLLECT 
THESE CARS PARTS DISTRIBUTORS TODAY! 


Main CONDITT MOTORS COMPANY Ft. Worth, 
St. CONTINENTAL IMPORTS CORP. Minneapolis, Minn. 
6700 Alientown Bivd. MOTOR DISTRIBUTORS CO. Harrisburg, Pa. 


Views Aired Hearing 


Testimony Gives 
Marketing Insight 


(Continued from Page 35) 


the dealer’s return concerned, 
because: 

The margin represented the 
discount not 
available the 
dealer because: 

(A) en- 
couraged con- 
centrate vol- 
ume sales, re- 
gardless profit. 

(B) en- 
couraged sell 
discount 
prices, 

(C) en- 
couraged Mead Norton 
subsidize his retail sales cars 
through retail sales service and 


(D) The public encouraged 
through advertising (national and 
local) “deal.” 

The dealer encouraged 
tradeins and discount selling the 
new car. 

(F) The dealer encouraged 
take more cars than can sell 
reasonable profit himself, 

(G) The well established Quality 
Dealer forced compete with 
“stimulator” other dealers with 
low overhead, thus forcing sacri- 
fice legitimate profits the in- 
terest volume sales. 


the dealer encouraged 
and forced competition re- 
tail small margin (bearing 
reasonable relationship the 
original discount mark-up) 
which does not adequately compen- 
sate him for the facilities provided 
and services required him the 
manufacturer. 

The profit margin which has been 
held forth the dealer in- 
ducement for his heavy investment 
actuality not available the 
dealer today’s market. The aver- 
age profit figures produced 
NADA’s Business Management De- 
partment provide grim evidence 
the profit squeeze the dealer 
and been for many years. 

our view that the necessary 
profit margin not available 
the dealer because the lack 
real correlation between realistic 
customer demand and production 
and the pricing system employed 
the manufacturer. 

The real risks price competi- 
tion our industry are borne 
the dealers. The dealer re- 
quired purchase wholesale 
and sell retail satisfy desires 
and aims the manufacturer, 
his (the manufacturer’s vol- 
ume and profits, disregard 
the dealer’s own best interest 
dictated his own business 
judgment. normal buyer’s 
market the inevitable result 
squeeze the dealer. 

The dealer encouraged his 
manufacturer sell volume and 
sell for less, but sell! Price-com- 
petition price concessions 
the form over-allowance 
and discounts are pro- 


moted the manufacturer the| 


level, but they are not re- 


quired share this competition 
and these concessions their| 


prices their dealers. 


pointed out that what might 
sometimes are made the manu-| 


facturers their dealers en- 
courage the sale new units which 
the manufacturer “plus” busi- 
ness, designate this “plus” bus- 
because these concessions are 
made the factories operat- 
ing until model changeover time 
and also permit the manufac- 
turer reap profits resulting from 
the production additional units 
after the particular division has 
achieved its minimum profit goal 
for the run. 


ACTUALITY, however, the 

dealer has assurance that 
will compensated for providing 
the facilities and performing the 
services required him the 
manufacturer. 

Obviously, the requirements re- 
garding facilities and services set 


forth the franchise are necessary 
for the protection the goodwill 
the manufacturer and the good 
name his products. Hence, the 
providing the facilities and the 
performance the services are 
real value the manufacturer. 


These services pro- 
vided and rendered the basis 
required the manufacturer rep- 
resent real costs the dealer for 
which must compensated. 
competitive conditions not his 
own making deprive him the 
opportunity realize this compen- 
sation the retail price his 
products, and since these require- 
ments must continued 
marketing function, his 
compensation must come from an- 
other source. 

Under these circumstances, 
reasonable for the dealer look 
the manufacturer for such 
compensation, since the manufac- 
turer responsible for the costs 
incurred his behalf. logi- 
cal for the dealer look the 
manufacturer reassume the re- 
sponsibilities which historically 
have been his. 

This bill merely paves the way 
for the assumption this respon- 
sibility the manufacturer and 
reasonable and proportionate par- 
ticipation both manufacturer 
and dealer the costs satis- 
factory and necessary distribution 
system... 

The public accepts the fact that 
the milkman, breadman, iceman and 
paperboy each has specified route. 
This not done the interest 
selfishness protection, but pro- 
vide service and eliminate duplica- 
tion effort the part the 
individuals concerned. 

does not mean that only one 
dairy, one bakery, one ice com- 
pany one newspaper can 
sell that area. does not de- 
mand that the consumer buy from 
the supplier servicing that particu- 
lar territory. Nor does prevent 
the housewife from refusing buy 
from any the suppliers serving 
her area favor making her 
purchases the neighborhood gro- 
cery store supermarket, the 
man the house from picking 


his paper the corner newsstand. 


ERE restriction free- 
dom choice. The same applies 

the franchised automobile dealer 
and his efforts seeking legisla- 
tion for the protected territory 
clause his franchise. This clause 
was his agreement with his fac- 
tory until 1949, and did not im- 


Buick’s Davies 


Retires Sales 


FLINT.—John Davies, assist- 
ant Buick’s general manager 
charge dealer relations, re- 
tired last week. 


Davies, 64, 
veteran 
years automo- 
bile sales, has 
spent the last 
years Buick’s 
Sales Depart- 
ment. started 
hig Buick career 
trict manager 
the Buffalo zone. 
was made as- 
Davies sistant zone man- 
ager there three years later and 
1938 was named zone manager 
Pittsburgh. 

During the next years Davies 
served zone manager Pitts- 
burgh, Buffalo and New York, 
1950, was made Eastern regional 
manager charge Buick zone 
offices New York, Newark, Bos- 
ton, Washington and Philadelphia, 
post held until 1957 when 
came Flint take the post 
held the time his retirement. 

From 1925 1934, prior join- 
ing Buick, Davies served the 
sales departments Chevrolet, 
Cadillac and Pontiac and with 
BOP Sales Department. 


pose restrictions the practices 
the purchasing public. 

Opponents this legislation have 
raised several misconceived and 
unfounded arguments which wish 
rebut this time. 

The first this. The type ar- 
rangement permitted under this 
legislation not feasible far 
the manufacturers are concerned 
because they wouldn’t know how 
set and administer it. The 
facts indicate the 

Every manufacturer today 
engaged the operation num- 
erous bonus plans for his dealers. 
They have been for years, They 
have the machinery and experi- 
ence add one more, 

The second unfounded argument 
that putting into effect plan 
allowed this legislation would, 
necessity, raise the price auto- 
mobiles customers. This need not 
for several reasons. 

First, present bonus plans in- 
crease customer cost? The answer 
no. The fact they reduce the 
cost the vast number cases. 
Next, take look the manufac- 
turers’ profit figure compared 
with that the automobile 


Dealer Manufacturer 
Operating Operating 
Profit 
6.3% 19.3% 
4.9% 14.9% 
3.6% 15.1% 
2.2% 12.1% 
1954 0.6% 12.7% 
0.8% 11.7% 
0.7% 11.8% 
0.2% 
14% 13.4% 


* (Before Federal Income Tax) 


answer the increased cost 
the customer becomes obvious. 
* * 

emphasize that this legislation 
not intended restrict business 
freedom, does not arbitrarily re- 
quire any man perform re- 
frain from doing any act, nor does 
limit customer’s freedom 
choice, seeks merely clarifica- 
tion existing law. 

not sure what the ulti- 
mate effects will this 
law enacted. That will depend 
upon the plan plans finally put 
into effect the manufacturer 
serve. 

Like the dealers represent, 
anxious that all available steps 
taken and all avenues ex- 
plored which will provide with 
the opportunity reclaim public 
confidence respectable bus- 
inessmen, and which will enable 
satisfactorily serve our custom- 
ers and the rep- 


sent. 
This bill will contribute substan- 
tially the attainment this 


objective. 


* * 
McKinsey—NIADA 

TERRITORY security legal- 

ized, will but another 
chain, with Section 3(c) 
the Automobile Information Dis- 
closure Act, the iron curtain 
gradually being erected against the 
rights the in- 
dependent dealer 
purchase new 
cars from fran- 
chised dealers for 
resale. 

The issues in- 
volved the pro- 
posed 
are relatively few 
number and 
simple nature. 
Unfortunately, the 
proponents the 


R. J. McKinsey 
bill have, unintentionally, perhaps, 
clouded these issues the use 
such misleading, least non- 
relevant, terms “permissive leg- 


islation,” “service responsibility,” 
“clarification the law,” “territory 
security,” etc. 

long the real purpose and 
nature the so-called territory 
security bills the 
use these terms, will dif- 
ficult for adequately 
consider them and determine 
what action take about them. 
Let us, look behind 
these meaningless concepts and 
ask ourselves what these bills are 
really intended and what 
way and price. 

The territory security bills are 
special interest legislation designed 
specifically help one group 
retail dealers (framchised automo- 
bile dealers) solve problem that 


more imaginary than real, and 
(Continued om Page 44, Col. 1) 


WHEEL 
| 


tt Qs 


MISCELLANEOUS—’56 Dodge 


awe 


dune duly Aug. 


Prices of '60s added and ’52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. 


Prices marked with asterisk 
indicate unit equipped with 
automatic transmission over- 
drive, and (ps) indicates power 
steering. 

* * * 


VALDOSTA, GA. 


Tom Hewitt Auto Auction, Inc. Sale 


every Friday, Prices are for sale of June 
24. Red hot sale, The cleanest cars in a 
long time. Sold 75 percent of 200 consign- 
ments. 


BUICK—’56 Super 2-dr. 


Riviera, $740* 


(ps). 
Special 4-dr., $500*, 
’54 Super 2-dr. Riviera, $295*. 


CADILLAC—'58 (62) 4-dr., $2,275* (ps). 


’57 (62) 4-dr., $1,840* (ps); Coupe de 
Ville, $1,590* (ps), 


CHEV ROLET—’60 Impala (8) sport coupe, 


$2,375; $2,010*; 
Corvair (6) 4-dr., $1,525*, 

"59 Impala (8) sport sedan, $1,825". 

"58 Impala (8) sport coupe, $1,340; 
Brookwood (8) 4-dr., $1,140, $1,000*; 
Biscayne (6) 4-dr., $1,000*, 

’57 Bel Air (8) 4-dr., $1,060*, $1,040*. 

‘56 Bel Air (8) conv., 2 at $1,050*; 4- 


Bel Air (8) 4-dr., 


dr., $450. 
CHRYSLER — ’56 Windsor 4-dr., $625* 


(ps). 


DODGE—’56 Coronet (8) 4-dr., $600. 
FORD—’'60 Galaxie (8) 


conv., §$2,315* 

(ps); starliner, $2,215* (ps); Falcon 
(6) 4-dr., $1,675. 

"59 Galaxie (8) skyliner, $2,100* (ps); 
Custom (6) 2-dr., $1,075*, 

’58 Fairlane 500 (8) 2-dr., $1,100, 

’57 Fairlane (8) 4-dr., $600*, 

’56 Ranch Wagon (8) 2-dr., $410. 

"55 Main (8) 2-dr., $485; 4-dr., $430. 

*54 Crest conv., $365*. 

*31 Model A coupe, $165, 


IMPERIAL—’60 Imperial sedan, $4,500* 
(ps). 
MERCURY—’'57 Monterey 4-dr., $765*. 


OLDSMOBILE—’57 (88) Super 4-dr., $1,- 


050* (ps) 


Savoy (6) 2-dr., $640. 


Belvedere (8) 2-dr., $350, 


PONTIAC—’58 Chieftain 2-dr., $610. 


’57 Star Chief coupe Catalina, $800*, 


RAMBLER — ’60 Ambassador (8) 4-dr., 


$1,625*. 
’59 Custom (8) 4-dr., $1,170*, 
¥%-ton 
pickup, $380, $365, $350, 


FLINT 


Flint Auto Auction, Sale every Wednes- 


Average Price Used Cars Sold Auction 


AUTOMOTIVE NEWS, JULY 1960 


(Compiled Automotive News from Auction 


Nov. Dec. Jan. Feb. March April May June 


"58 "59 
Sept. Oct. 


Figures bars represent dollars. (Copyright, 1960, Automotive News) 


$1,375". 
"55 (88) 4-dr., $615* (ps), $200. 
'53 (88) 4-dr., $105. 
PLYMOUTH—’58 Savoy (8) 4-dr., $775*; 


"58 Thunderbird (8) conv., $2,730* (ps); 
Fairlane 500 (8) 2-dr., $1,000*, $920*; 
Ranch Wagon (6) 2-dr., $870; Custom 
300 (6) 4-dr., $750. 


(ps). 

’54 Bel Air 2-dr, hardtop, $325; 4-dr., 
$150*; Two-ten 2-dr., $185. 

’53 Two-ten 2-dr., $120. 


CHRYSLER—’57 Imperial 4-dr., $1,280* ’57 Country Sedan (8) 4-dr., $1,005", Belvedere (8) 4-dr., $700* (ps). 
(ps), $1,275*. $890*; Fairlane (8) 4-dr. Victoria, "57 Belvedere (8) 4-dr., $700* (ps); Bel- 
DeSOTO—’57 Fireflite 4-dr., $820* (ps), $880*; Fairlane 500 (8) 4-dr., $865* vedere (6) 2-dr., $685*, 
$610* (ps). (ps), $780*; 2-dr., $715*, $605*. '56 Savoy (8) 4-dr., $495*; Belvedere (8) 
"55 Firedome 4-dr., $430*; 2-dr., $390*, 56 Custom (8) 2-dr., $450, $350, $340*. 4-dr., $230. 
$295*. ’55 Country Squire (8) 4-dr., $570* (ps); | PONTIAC—’'60 Catalina 4-dr., $2,400*. 
DODGE—’57 Coronet (8) 2-dr., $730; 4- Custom (8) 2-dr., $356*, $345*, $285*, *59 Star Chief 4-dr. Vista, $2,280* (ps); 
dr., $700*. $180*, $155; Ranch Wagon (8) 2-dr., Catalina conv., $1,850*, $1,675*; 4-dr. 
’56 Royal (8) 4-dr., $395*; Custom Roy- $240. Vista, $1,850* (ps); 2-dr., $1,825* 
al (8) 2-dr., $320* (ps). ‘54 Custom (8) 4-dr., §$240*; 2-dr., (ps), $1,655*. 
’55 Custom Royal (8) 4-dr., $325*. $140". ‘58 Star Chief 4-dr., $1,430* (ps); 


Chieftain 4-dr., $1,100*. 
‘57 Super Chief 4-dr. Catalina, $950* 
(ps); Star Chief 4-dr., $720*. 
$605*; 4-dr., $595* (ps). 
*56 Chieftain 2-dr. Catalina, $610*, $605; 
4-dr., $595* (ps). 
RAMBLER—’60 Super (6) 4-dr., $2,000*. 


FORD—’60 Galaxie (8) 4-dr., $2,065* "53 Custom (8) Country Sedan 4-dr., 
(ps); 2-dr., $1,955*; Falcon (6) 4-dr., $170. 
$1,710; 2-dr., 2 at $1,600. LINCOLN—’56 Premiere 4-dr., $605* (ps). 
’69 Thunderbird (8) 2-dr, hardtop, $2,-| MERCURY—’58 Montclair 4-dr., $795*. 
780* (ps); Galaxie (8) 2-dr., $1,885* ’57 Colony Park 4-dr. (9 pass.), $895*; 
(ps), $1,595; Country Sedan (8) 4- Commuter 4-dr., $650*. 
dr., $1,845; Custom 300 (8) 4-dr., $1,- *54 Monterey 2-dr. hardtop, $145*. 
515* *(ps); 2-dr., $1,355; Custom 300 | OLDSMOBILE—’59 (88) Super 4-dr. Holi- "59 Custom (6) 4-dr., $1,425. 
(6) 2-dr., $1,350; Fairlane (8) 4-dr., day, $2,175* (ps). "58 Custom (6) 4-dr., $955. 
$1,450; Ranch Wagon (8) 2-dr., $1,- "5S (98) 2-dr., $1,660" (ps); (88) Super | STUDEBAKER—'55 Champion 4-dr., $125. 
340. 4-dr., $1,400* (ps); (88) Fiesta 4-dr.,'| MISCELLANEOUS—’56 Ford (8) %-ton, 


LEADING USED-CAR AUCTION DIRECTORY 


$4.00, 13-times; $3.50, 52-times. Dis- 
aches columns.) For display Rates Want 


Frequency Rates: Listing (maximum: three lines 
Automotive News, Detroit Michigan. 


NEW JERSEY 


FLORIDA 


DAYTONA BEACH Florida Auto 


Auction. City Airport. Tues., 
A.M. Dealer-owned. Dealers only. Minutes from New York City 


ALABAMA 


JOHNSON AUTO 
AUCTIONS 


Nashville, Tenn.—Tuesday 
Huntsville, Ala.—Friday 


100% Registration Fee 


MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. noon. Established 1947. 


AUTO AUCTION 


COLORADO MICHIGAN 


Colorado Auto Auction 


4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-7821 


SALE EVERY MONDAY 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 


DELIVERY SERVICE 


HUDSON—’55 Wasp 4-dr., 
MERCURY—’60 Monterey 4-dr., 


OLDSMOBILE — '60 (88) 


day. Prices are for sale of June 22, More 
cars changed hands, but prices remained 
unchanged, except on exceptionally sharp 


units, Sold 231 cars from 341 consign- 

ments. 

BUICK—’59 Electra (225) conv., $2,445*; 
Electra 4-dr. hardtop, $2,225* (ps), 
$2,220* (ps); 2-dr. hardtop, $2,145* 
(ps); Invicta 4-dr, hardtop, $2,185; 


LeSabre 4-dr. hardtop, $2,075* (ps); 
2-dr, hardtop, $1,975* (ps), $1,970*; 
2-dr., $1,510*. 

’658 Limited 4-dr. Riviera, $1,750* (ps); 
Special conv., $1,400*, $1,300* (ps). 
’57 RM 4-dr. Riviera, $975* (ps); 2-dr., 
$900* (ps); Special 2-dr. Riviera, 
$935*, $840; 4-dr., $855*; Century 4- 

dr, Riviera, $810*. 

56 Century conv., $735* (ps), $620* 
(ps); 2-dr., $575*; RM 4-dr, Riviera, 
$700*, $600* (ps); Special 4-dr., $695*; 
2-dr. Riviera, $605*, $520*, $450* (ps); 
Super 4-dr., $395* (ps). 

Special 4-dr., $430*; Century 2-dr. 
Riviera, $390*. 

CADILLAC—’58 (62) 4-dr., $2,425* (ps). 

(62) 4-dr., $740*. 

’55 (60) Special 4-dr., $550* (ps). 

’54 (62) 4-dr., $500* (ps). 

CHEVROLET—’60 Impala (8) conv., §$2,- 
425*, $2,150*, $2,100* (ps), 6 at $1,- 
920* (ps); 2-dr., $2,240*; Parkwood 
(8) 4-dr., $2,170*. 

‘59 Impala (8) 2-dr. hardtop, $1,915* 
(ps); 4-dr, hardtop, $1,875* (ps); 4- 
dr., $1,705*; Bel Air (8) 4-dr., $1,- 
750* (ps), $1,740* (ps), $1,715* (ps), 
$1,665* (ps); 4-dr. hardtop, $1,635*; 
Bel Air (6) 2-dr., $1,535*, $1,400*; 
Biscayne (6) 2-dr., $1,470. 

’58 Corvette (8) conv., $2,250; Impala 
(8) 2-dr, hardtop, $1,555* (ps), $1,- 
450* (ps); conv., $1,470*; Bel Air (8) 
4-dr, hardtop, $1,205* (ps); 4-dr., 
$1,160* (ps), $1,115*; 2-dr., $1,190", 
$1,185* (ps); Biscayne (8) 2-dr., $1,- 
165*, $1,100*, $1,020*%, $940*; Delray 
(6) 2-dr., $895. 

’57 Bel Air (8) conv., $1,100; 4-dr. 
hardtop, $1,035*; Two-ten (8) 4-dr., 
$1,010* (ps), $835*, $795*, $700; Two- 
ten (6) station wagon 4-dr., 700*. 

56 Bel Air (8) 4-dr. hardtop, $775*; 
conv., $710*, $685*; Two-ten (8) 2-dr., 
$650*; Delray, $565; 4-dr., $500*, 
$475*; station wagon 4-dr., $350*; 
Two-ten (6) 4-dr., $625*, $390°; sta- 
tion wagon 4-dr., $465*, 

'5S Two-ten (6) station wagon 2-dr., 
$550*; 4-dr., $375; Two-ten (8) 4-dr., 
$350*; station wagon 2-dr., $190*; Bel 
Air (8) 4-dr., $335", $300*, $215* 


11:00 A.M. 
George Lamb 
Owners Operators 
MILL NACE, General Manager 


Dealers Only 
Write for FREE Market Reports. 


Denver Auto Auction 
45% South Santa 
Phone: 1-6673, Ed. Smith 
Auction Every Friday 
11:00 A.M. 


Auctioneers: Geo, Workman—Bill Hauschildt 


Titles and Checks Guaranteed 
TWIN RING SELLING 


CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange our year 
continuous operation. 


every Wednesday 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


Crossroads 


buyers and sellers new and 


used car dealers. They meet 
the dealer auctions the na- 
Automotive News. 


Norman Early 


Littleton, Colo. 


Oldest, Largest and Very Best 
Wednesday Noon 


Highway—Route 
Just mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


STATE FAIR AUTO AUCTION 


19745 RALSTON 
(Rear of 19600 Woodward, Detroit) 


TWO SALES WEEKLY 


Tuesday and Friday 12:30 


Phone: 9-4660 


Simpson, Sam Goodman, Mgr. 


NEW JERSEY 


AUCTION 
LANES 


ell where thi buyer! re: 


N-A-D-E 


Every WEDNESDAY, 10:30 A.M. 
DEALERS EXCHANGE 


MINIMUM RATES 


issue auction checks— 
Dual Lane Sale—4 Auctioneers 


Insured 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY 


ROUTE 
CALDWELL TOWNSHIP, 


8-0100 for Reservations 


NEW YORK 


LAFAYETTE—Syracuse Auto Auction, 
Center Empire State. Check and 
Title Protection. (Wed.) 


NEW YORK OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 
car sale average 
All Titles and Checks Guaranteed 


NORTH CAROLINA 


RALEIGH Auto Auction 
Sale, Rt. Ph. 3-1564, Titles 
checks guaranteed. Mon. 


OHIO 


AKRON—A-1 Auto Auction, 224, 


3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


Leading Auto Auctions. 


PONTIAO — '58 Chieftain conv., 


RAMBLER — '59 Ambassador (8) 


CADILLAC—’57 (60) 


$400. 

’55 Chevrolet %-ton pickup, $375, $245. 

’54 Chevrolet %-ton dump, $505, $350; 
%-ton panel, $130; Ford %-ton pick- 
up, $275. 

*51 Chevrolet %-ton pickup, $235. 

*49 Chevrolet %-ton pickup, $155. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 


Sale every Monday. Prices are for sale of 
June 20, The car market cracked up a bit 
here today. The 1955 and 1956 models took 
a price shellacking; it was about time. 
Others held their last week's price rea- 
sonably well, 
consignments. 


Sold 156 cars from 212 


BUICK—'56 Super 2-dr. Riviera, $830* 
(ps); 4-dr., $495* (ps). 
"55 Special conv., $630* (ps); Super 


2-dr. Riviera, $540* (ps). 
Special 2-dr. Riviera, $440*. 


CADILLAC—’'60 (62) 2-dr. hardtop, $4,- 


390* (ps). 
"57 (62) 4-dr., $1,750* (ps). 
"55 (62) 4-dr., $1,000* (ps), $770* (ps). 


CHEVROLET—’'59 Impala (8) sport coupe, 


Bel Air 
Brook- 


$1,800* (ps); 4-dr., 
(8) 4-dr., $1,550*, $1,485*; 
wood (6) 4-dr., $1,530. 

"58 Brookwood (8) 4-dr., $1,275*; Del- 
ray (6) 2-dr., $1,150*; Bel Air (8) 
2-dr., $1,110*, $1,065; 4-dr., $1,050; 
Biscayne (8) 4-dr., $1,089*; Biscayne 
(6) 4-dr., $1,000. 

’57 Bel Air (6) station wagon, $1,010*; 
Two-ten (8) 4-dr., $855* (ps). 

‘56 Bel Air (8) sport sedan, $800*; 4- 
dr., $620*; 2-dr., $535*; Bel Air (6) 
2-dr., $635*; Two-ten (6) 4-dr., $725*, 
$695, $610*; 2-dr., $495. 

’55 Two-ten (6) station wagon, $610*; 
2-dr., $420; Bel Air (8) 2-dr., $585* 
(ps), $510*; sport coupe, $540*, $510*; 
4-dr., $500*. 

Bel Air 4-dr., $390; 2-dr., $320*; 
Two-ten 2-dr., $280*, $200*. 

’53 Two-ten 4-dr., $270. 


CHRYSLER—’57 NY 4-dr., $1,000* (ps). 


’56 Windsor 2-dr. hardtop, $910* (ps); 
NY 4-dr., $810* (ps). 


DeSOTO—’55 Firedome 4-dr., $290* (ps). 
DODGE — ’58 Coronet’ (8) conv., $1,300* 


(ps). 
Coronet (8) 2-dr., $775*. 
Coronet (8) conv., $670*. 
Coronet (8) 2-dr., $240*. 


EDSEL—’58 Ranger 2-dr., $700*. 
FORD—’'59 Thunderbird 


(8) 2-dr, hard- 
top, $2,825* (ps); Fairlane 500 (8) 
conv., $1,760; Country Sedan (8) 4- 
dr., $1,660". 

’58 Fairlane 500 (8) conv., 2 at $1,325* 
(ps); 2-dr., $1,135* (ps); Country Se- 
dan (8) 4-dr., $1,320* (ps), $1,265°, 
$1,230* (ps); Ranch Wagon (6) 4-dr., 


$990. 

’57 Fairlane 500 (8) conv., $1,185" (ps); 
2-dr., $875*, $700* (ps); Country Se- 
dan (8) 4-dr., $1,080*, $745* (ps); 
Custom (8) 2-dr., $690, $650*°; Cus- 
tom 300 (8) 2-dr., $635*, $550; Ranch 
Wagon (8) 2-dr., $500*. 

‘56 Parklane (8) 2-dr., §680*; Fairlane 
(8) conv., $670*, $525*; 2-dr, Victoria, 
$635*; Custom (8) 4-dr., $530*, $470*; 
2-dr., $480*, $425*, 2 at $410, $390; 
Custom (6) 2-dr., $300. 

’55 Custom (8) 2-dr., $575*; 4-dr., $460*, 
$425; Fairlane (8) 4-dr., $525", $425*, 
$375*; 2-dr., $400*, $235; Ranch Wag- 
on (8) 2-dr., $400, $350. 

’54 Custom (6) 2-dr., $110. 

‘53 Custom (8) 4-dr., $260*. 

260°. 

$2,250° 
(ps). 

Medalist 2-dr., $1,075*. 

‘57 Montclair 2-dr. hardtop, $850* (ps); 
Monterey 4-dr., $770* (ps). 

’56 Monterey 2-dr., $570*; station wag- 
on, $560*. 

’5S Monterey 2-dr. hardtop, $530* (ps); 
2-dr., $480*. 

’54 Custom 2-dr., $335*. 

4-dr., §$2,650* 
(ps). 

'58 (88) Super Fiesta 4-dr., $1,860* 
(ps); (88) 4-dr., $1,150* (ps). 

’57 (98) 4-dr., $810* (ps); (88) 4-dr., 
$790* (ps). 

(98) Holiday, $550* (ps). 

(88) 2-dr., $500* (ps). 

(88) Super 2-dr., $290*. 


PLYMOUTH—’58 Plaza (6) 4-dr., $760*. 


’57 Savoy (8) 4-dr., $900*, $715*; 2-dr., 
$640*; Savoy (6) 2-dr., $620* (ps); 
Belvedere (8) 4-dr., $650*; Suburban 
(8) Custom 2-dr., $550; Plaza (6) 
4-dr., $360*. 

‘55 Belvedere (6) 4-dr., $360*%; Savoy 
(6) 4-dr., $310; Plaza (6) 2-dr., $290*. 

$1,450* 
(ps). 

’57 Chieftain 2-dr., $670. 

‘56 Chieftain Safari 4-dr., $775* (ps); 
4-dr., $500*; Star Chief 2-dr, Catalina, 
$590*. 

’55 Chieftain 2-dr. Catalina, $530*%; 4-dr., 
$350, $260; Star Chief conv., $435°. . 

'54 Chieftain 4-dr., $340; 2-dr. Catalina, 
$290*; 2-dr., $280. 

4-dr., 
$1,570* (ps); Cross Country, $1,510. 

’55 Super Cross Country, $140. 


STUDEBAKER—'55 Champion (6) 2-dr., 


$225". 
’54 Champion (6) station wagon, $140. 
’53 Champion (6) station wagon, §200*. 


MISCELLANEOUS — '56 Chevrolet %-ton, 


$470, 
’5S Chevrolet %-ton pickup, $530. 
’54 Chevrolet %-ton pickup, $310. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 


Wednesday, Prices are for sale of June 22, 
BUICK—’57 Special 2-dr., $880*. 


’56 Special 2-dr, Riviera, $700" (ps); 
4-dr. Riviera, $675* (ps). 

'55 Super 4-dr., $510* (ps); 2-dr, Rivi- 
era, $450*, $310°*. 

‘54 Special 2-dr. Riviera, $245*, 

‘53 Special 2-dr., $225", 

Special 4-dr., $2,- 
030* (ps), 

(62) 2-dr, Riviera, $1,510* (ps), 

’53 (62) 4-dr., $225*. 

Hearse, $120. 

(60) Special 4-dr., $175*. 


CHEVROLET— 59 Bel Air (8) 4-dr., $1,- 


595*, $1,470*; Biscayne (8) 4-dr., $1,- 
440°; 2-dr., $1,350; Biscayne (6) 2-dr., 
$1,285. 

‘58 Impala (8) conv., $1,525* (ps); Bel 
Air (8) sport coupe, §$1,290* (ps); 
sport sedan, $1,250"; Biscayne (6) 2- 
dr., $1,200; Yeoman (6) 4-dr., $985. 

'57 Bel Air (8) sport coupe, $1,250*° 
(ps); 4-dr., $875* (ps); Two-ten (8) 
4-dr., $1,000*; Two-ten (6) Delray, 
$690; 2-dr., $550, 

56 Bel Air (8) 4-dr., $815*, $565* (ps); 
Two-ten (8) 4-dr., $685. 

5S Two-ten (6) 4-dr., $580, $470; 2-dr., 

(Continued on Page 38, Col. 1) 
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$550; Bel Air (6) 2-dr., $430*. 

Bel Air 4-dr., Two-ten 
2-dr., $280; 4-dr., $245°*. 

°53 Bel Air sport coupe, $330, $275; 4- 
dr., $225*; Two-ten station wagon, 
$275; 2-dr., $200, $180, $175; One-fifty 
4-dr., $170. 

Deluxe 2-dr., $140°*. 

CHRYSLER—'’57 NY 2-dr. hardtop, $1,- 
100* (ps); Windsor 4-dr., $975* (ps). 

DeSOTO—’56 Firedome 4-dr., $550* (ps). 

’53 Firedome 4-dr., $125*. 

DODGE—’57 Custom Royal (8) conv., 
$970* (ps); 4-dr. hardtop, $850*° (ps); 
Coronet (8) 2-dr. hardtop, $900* (ps), 
$815* (ps). 

*54 Coronet (8) 4-dr., $120*. 

FORD—’60 Falcon (6) 2-dr., $1,640. 

Country Sedan (8) 4-dr., $1,640°* ; 
Fairlane 500 (8) 4-dr., $1,455*; Ranch 
Wagon (6) 2-dr., $1,430. 

’58 Fairlane 500 (8) 2-dr. Victoria, $1,- 
275* (ps), $1,210* (ps); 4-dr., $800* 
(ps); Country Sedan (8) 4-dr., $1,- 
190*; Fairlane (8) 4-dr., $1,030", 
$940". 

Country Squire (8) 4-dr., $1,280° 
(ps); Fairlane 500 (8) conv., $950°*, 
$825* (ps); 2-dr, Victoria, $880* (ps); 
Custom 300 (8) 4-dr., $785*; 2-dr., 
$635*; Custom 300 (6) 4-dr., $650°; 
Fairlane (8) 4-dr., $685*; Ranch Wag- 
on (6) 2-dr., $680; Custom (8) 4-dr., 
$545. 

’56 Country Squire (8) 4-dr., $770*; 
Fairlane (8) conv., $760*; 4-dr., $689°, 


America’s modern 


$460; Country Sedan (8) 4-dr., $750*; 
Custom (8) 2-dr., $625. 

‘55 Fairlane (8) 4-dr., $575*; Main (8) 
2-dr., $395; Main (6) 2-dr., $250; 
Ranch Wagon (8) 2-dr., $335. 

"54 Custom (8) 4-dr., $340*, $275*; 2-dr. 
hardtop, $220*, 

*53 Crest (8) 2-dr. Victoria, $275* (ps), 
$145*; conv., $165*; Ranch Wagon (8) 
2-dr., $240; Custom (8) 2-dr., $160*; 
Main (8) 2-dr., $135. 

‘52 Ranch Wagon (6) 2-dr., $145*. 

‘51 Crest (8) 2-dr, Victoria, $145. 

MERCURY—’57 Monterey 4-dr. hardtop, 
$1,040* (ps). 

'56 Custom 2-dr., $520*, $440. 

’55 Custom station wagon, $300. 

’54 Monterey station wagon, $290. 

OLDSMOBILE—’58 (88) Super 4-dr., $1,- 


400* (ps). 
’56 (88) 2-dr. Holiday, $910* (ps); Super 
(88) 2-dr. Holiday, $700* (ps); 4-dr. 


Holiday, $575". 

'55 (88) 4-dr. Holiday, $560* (ps); 2-dr. 
Holiday, $360*, 

'54 (88) Super 2-dr. Holiday, $250* (ps). 

53 (98) conv., $165* (ps); (88) 4-dr., 
$160°*. 

PLYMOUTH—’58 Savoy (8) 4-dr., $890*. 

’57 Savoy (8) 4-dr., $670*; 2-dr., $595", 
$500. 

’56 Suburban (8) 4-dr., $575*. 

‘55 Belvedere (8) conv., $470*; 
(8) 2-dr., $395*; 4-dr., $335. 

‘52 Suburban 2-dr., $150. 


PONTIAC—’57 Chieftain 4-dr. Catalina, 


way doing business 


$770* (ps); 2-dr., $685*, 

’66 Chieftain Safari 4-dr., $800*; 4-dr. 
Catalina, $800*, $570* (ps); 2-dr, Ca- 
talina, $475*, $400. 

’55 Chieftain 2-dr, Catalina, $480* (ps); 
2-dr., $420*. 

Star Chief 2-dr. $285* 
(ps); 2-dr., $160, 

Chieftain Safari 4-dr., $135°*, 

STUDEBAKER—’57 Champion (6) 4-dr., 
$285* (ps). 

VALIANT—’ 60 Valiant (6) 4-dr., $1,745. 

MISCELLANEOUS—’57 Willys Jeep, $540. 

’56 Chevrolet carry-all, $415, 

'55 Chevrolet %-ton pickup, $570. 

54 Chevrolet %-ton pickup, $260. 

Chevrolet %-ton pickup, $180. 


FONTANA, WIS. 


Fontana Auto Auction, Sale every Thurs- 
day. Prices are for sale of June 23, Con- 
signment up every week, 66 percent aver- 
age sold. 

BUIOK—’59 Electra 2-dr. hardtop, $1,885* 
(ps). 

‘58 Special 2-dr, hardtop, $1,415*, 

’57 Special 2-dr, hardtop, $905*, $825*. 

’56 Special conv., $740*; 4-dr. hardtop, 

$625*, $540*; 2-dr. hardtop, $650, $640, 
$615; 4-dr., $645*; Century conv., 
$700; 4-dr. hardtop, $670* (ps). 

’55 Century 2-dr, hardtop, $750* 

Special 2-dr. hardtop, $600*; 
$370*; 2-dr., $355*. 

’54 Century 2-dr. hardtop, $285*; Special 

4-dr., $240*, 

’53 Special 4-dr., $320*. 
CADILLAC—’58 (62) Sedan de 

$2,275* (ps), 

(62) 4-dr., $1,250* (ps). 

"55 (62) Coupe de Ville, $1,150* (ps), 

$1,125* (ps); conv., $1,100* (ps). 


Catalina, 


(ps); 
4-dr., 


Ville, 


Savoy | CHEVROLET—’59 Impala (8) conv., $1,- 


895*; 2-dr. hardtop, $1,875; Bel Air 
(6) 4-dr., $1,325. 


58 Bel Air (8) 4-dr., $1,100*; Biscayne 


Model Breakdown 
Auction Averages 


June, May, April, 
Model 1960 1960 1960 
1,842 1,897 1,971 
1,280 1,339 1,352 
904 946 956 
599 636 666 
442 461 494 
287 282 314 
203 188 215 
Overall 
Average 968 $1,013 $1,045 
(6) 2-dr., $1,075*, $1,010. 
‘57 Bel Air (8) conv., $1,230*; 4-dr. 


hardtop, $1,095*; 4-dr., $825; Two-ten 
(8) 4-dr., $1,130*, $735; 2-dr., $725*; 
Two-ten (6) 4-dr., $870; 2-dr., $740*; 
(8) 2-dr. station wagon, $965; (6) 4- 
dr. station wagon, $775; One-fifty (8) 


hardtop, $850*; 
Two-ten (8) 4-dr., $780*, $690*; 2-dr., 
$575* (ps); 2-dr. station wagon, $660. 
’55 Bel Air (8) conv., $750; 4-dr., $680*, 
$630*, $600, $570*, $550*; 2-dr., $635*, 
$520*; Bel Air (6) 4-dr. hardtop, $655; 
2-dr. hardtop, $350* (ps); 4-dr., $510*; 
Two-ten (8) 4-dr., $370*; Two-ten (6) 


2-dr., $740. 
56 Bel Air (8) 4 


4-dr., $230, 


-dr. 


"54 Bel Air 2-dr., $350, $285, 


Two-ten 2-dr., 
$145. 


DeSOTO—’56 Firedome 4-dr., 
"55 Firedome 4-dr., $290*, $285*; 2-dr., 


$160°. 


$160; 


4-dr., 


$380* (ps). 


’54 Power Master 4-dr., $175* (ps), 


The NASA-USAF-Navy X-15 manned rocket gets vital part... delivered with jet-age speed AIR EXPRESS 


X-15 part flies first 3000 miles Air Express 


The scene: Edwards Air Force Crack engineers work the clock ready the X-15 
for its flight the brink outer space. engine, built Thiokol Denville, New Jersey, packs 
400,000 punch—more than the power two giant ocean liners! Because accelerated 
assembly schedule, some parts—like this turbine pump installed right the flight line. 


They must shipped fast, with kid-glove handling. 
short, job for low-cost EXPRESS. Give your business 
these advantages, too. EXPRESS speed your 
products FIRST FIRST SELL. 


AIR 


CALL AIR EXPRESS DIVISION RAILWAY EXPRESS AGENCY GETS THERE FIRST VIA SCHEDULED 


$150, 


FORD—'59 Custom (8) 4-dr., $1,415; 
Fairlane (8) 4-dr., $1,405*; 2-dr., $1,- 
390*; Fairlane 500 (8) 4-dr., $1,340*, 


‘58 Fairlane 500 (8) skyliner, $1,600* 
(ps); 4-dr. hardtop, $1,275*; 2-dr. 
hardtop, $1,205*; Custom (6) 2-dr., 
$950". 

‘57 Country Sedan (8) 4-dr., $1,065*, 
$905*, $840*, $825*; Country Sedan 
(6) 4-dr., $700*; Fairlane 500 (8) 2- 


dr., $900*; 4-dr., $890*; 2-dr. hardtop, 
$800*; Fairlane (8) 4-dr., $875* (ps); 
2-dr., $730*; Fairlane (6) 4-dr., $750*; 
Custom (8) 4-dr., $690*%; Custom (6) 
2-dr., $660. 

‘56 Fairlane (8) 4-dr, hardtop, $700*, 
$675; 2-dr., $605*; 4-dr., $600* (ps); 
Custom (8) 4-dr., $500*. 

'55 Fairlane (8) conv., $615*, $585*; 4- 
dr., $555, $550*; 2-dr., $346; Country 
Sedan (8) 4-dr., $700*; Custom (8) 4- 
dr., $540*, $380; 2-dr., $450, $405*, 
$295*; Custom (6) 4-dr., $280, 

’54 Crest (8) 4-dr. hardtop, $400*, $345*; 
2-dr, hardtop, $390*; conv., $350*; 4- 
dr., $275, $195; (6) 4-dr., $245*, 

’53 Country Sedan (8) 4-dr., $285, $230; 
4-dr., $140. 

*52 Country Sedan (6) 4-dr., $195. 

LINCOLN—’58 Capri 2-dr., $1,845* (ps). 
MERCURY—’59 Monterey conv., $2,025* 


(ps). 

’57 Monterey 4-dr., $765*, $695*; 2-dr., 

’56 Monterey 4-dr. hardtop, $785*; 2-dr., 
$440*. 

"55 Montclair 4-dr. hardtop, $580*; Mon- 
terey 4-dr., $280*; 2-dr., $240*; 4-dr. 
hardtop, $235. 

’53 Monterey 4-dr., $145*, $145, 

"52 Monterey 2-dr. hardtop, $100. 


OLDSMOBILE—’58 (88) 4-dr., $1,475*, 
$1,355*. 
"57 (88) Super 4-dr, hardtop, $1,270* 
(ps); (88) 4-dr., 2 at $990*, $900*. 


"56 (88) 4-dr. hardtop, $880*; 2-dr, hard- 
top, $650* (ps); 4-dr., $755*; 2-dr., 
$555". 

"55 (88) 2-dr. hardtop, $525*, $340* 
(ps); 4-dr, hardtop, $440*; 4-dr., 
$525*, $465*, $450*, $400*; 2-dr., 
$445". 

"54 (88) 4-dr. hardtop, $515* (ps), 


$510*; 2-dr., $370*; 4-dr., $330, $305*. 
"53 (88) 4-dr., $215*, 
PACKARD—’55 2-dr. hardtop, $415. 
PLYMOUTH—’'59 Belvedere (8) conv., $1,- 


815* (ps). 

’58 Suburban (8) 4-dr, (9 pass.), $1,- 
165*; Belvedere (8) conv., $1,350* 
(ps). 

‘57 Belvedere (8) 2-dr, hardtop, $715*; 


Belvedere (6) 4-dr., $580; Savoy (6) 
4-dr., $590, $545; 2-dr., $500; Savoy 
(8) 4-dr., $555 (ps), $535* 


'56 Belvedere (8) 4-dr., $515*; Plaza 
(8) 4-dr., $405. 

55 Belvedere (8) 4-dr., $400* (ps); 
Savoy (8) 4-dr., $370, $365*; Savoy 


(6) 2-dr., $305, 
PONTIAC— 59 Safari 4-dr., $2,100*, 

‘58 Safari 4-dr., $1,465*; Chieftain 4- 
dr., $1,005*, $1,000*, 

"57 Star Chief conv., $1,050* (ps); 4-dr. 
hardtop, $975* (ps), $800*; Chieftain 
4-dr. hardtop, $815* (ps); 4-dr., $755*. 

’55 Chieftain 4-dr, hardtop, $460*, 

"54 Chieftain 2-dr, hardtop, $355; 4-dr., 
$155". 

‘53 Chieftain 2-dr. hardtop, $180*, 

RAMBLER—’60 Super (8) station wagon, 
$2,025, $2,000*. 

"59 Super (8) 4-dr., $1,600*, 
$1,500; station wagon, Rebel 
(8) 4-dr., $1,500*. 

"58 Super (8) 4-dr., $1,220*, $990. 

Custom (8) 4-dr., $740*. 

'56 Custom station wagon, $660, 

’55 Super station wagon, $360. 

STU DEBAKER—’59 Lark (8) sedan, $1,- 
100. 
President (8) sedan, $495*, 
MISCELLANEOUS—’'56 Ford %-ton pick- 
up, $615, 

’55 Chevrolet 2-ton truck, $485; 
%-ton pickup, $485, 

‘53 Chevrolet 2-ton truck, $250. 


DETROIT 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of June 22. 
BUICK—'57 Super 2-dr. Riviera, $1,045* 

(ps). 

'55 Super 2-dr. Riviera, $415* (ps); Spe- 

cial 2-dr, Riviera, $250*. 


$1,645*, 
$1,500; 


Ford 


CADILLAC—'57 (60) Special 4-dr., $1,- 
750*. 
"55 (60) Special 4-dr., $950* (ps). 


CHEVROLET—’59 Impala (8) conv., $2,- 


000*; sport sedan, $1,900* (ps); Bel 
Air (8) 4-dr., $1,490* (ps), $1,490*; 
Bel Air (6) 2-dr., $1,400. 


58 Impala (8) sport coupe, $1,605* (ps), 
$1,510*, $1,325* (ps); Brookwood (8) 
4-dr., $1,565*, $1,290* (ps); Bel Air 
(8) 2-dr., $1,205*; Yeoman (6) 2-dr., 
$1,090, $1,060*; Delray (6) 2-dr., 
$980. 

’57 Bel Air (8) station wagon, $1,250*; 
Two-ten (6) 4-dr., $845. 

’56 Two-ten (6) station wagon, $645*; 
4-dr., $600*; 2-dr., $585*, $555; Bel 
Air (6) 4-dr., $640*. 

Two-ten (8) 2-dr., $340*. 

’54 Bel Air 4-dr., $390*; One-fifty 2-dr., 


$150. 

COMET—’60 Comet (6) station wagon, 
$2,125. 

DeSOTO—'55 Fireflite 2-dr. hardtop, $710* 
(ps). 

DODGE—’58 Coronet (8) 2-dr., $1,150*, 
$1,025* (ps); 4-dr., $1,060*, 

57 Royal (8) 4-dr., $675* (ps); Coro- 

net (8) 4-dr., $625*. 


Coronet (8) 2-dr., $360*, $330*. 
EDSEL—'59 Ranger 2-dr., $1,500*. 
’58 Citation 2-dr, hardtop, $1,000*. 


FORD — '60 Galaxie (8) conv., $2,375* 
(ps); Fairlane 500 (8) 2-dr., $1,715*. 

"59 Galaxie (8) conv., $1,895"; 4-dr. 

Victoria, $1,800* (ps); 2-dr, Victoria, 


$1,800*; Country Sedan (8) 4-dr., $1,- 
710*; Fairlane (8) 2-dr., $1,470* (ps), 
$1,320*; 4-dr., $1,455* (ps); Custom 
300 (8) 4-dr., $1,380*; 2-dr., $1,340*, 
$1,325", $835*; Custom 300 (6) 2-dr., 
$1,240*, $900, $860. 

‘58 Fairlane 500 (8) conv., $1,450* (ps), 
$1,425*; 4-dr,. Victoria, $1,020* (ps); 
4-dr., $950* (ps); Fairlane (8) 4-dr., 
$870*; Custom 300 (6) 4-dr., $835; 
Custom 300 (8) 4-dr., $800. 

‘57 Thunderbird (8) conv., $2,150*; Fair- 
lane 500 (8) conv., $1,150* (ps), $1,- 
150*, 2 at $1,100*, $1,085* (ps), $1,- 
000* (ps); 4-dr., $1,025*, $1,020", 
$850*; 2-dr, Victoria, §$1,020*; Fair- 
lane (8) 2-dr, Victoria, $845* (ps); 
2-dr., $705*; Custom 300 (8) 2-dr., 
$730; Custom (6) 2-dr., $550. 

‘56 Fairlane (8) 4-dr., $655*; 2-dr. Vic- 
toria, $580* (ps). 

"55 Custom (8) 2-dr., $455*, 
dr., $180; Custom (6) 
Ranch Wagon (6) 2-dr., 

‘54 Custom (8) 2-dr., $219*. 

LINCOLN —'57 Premiere 4-dr., $1,500* 
(Continued on Page 39, Col, 1) 


$385*; 4- 
$180; 


q 
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: ’51 Super Suburban, $120. conv., $1,200, $1,175*; 4-dr., $1,025*; $1,100*; 4-dr., $1,000° (ps), $965", 
> MISCELLANEOUS — '58 Chevrolet carry- Bel Air (6) 2-dr., $1,065*, $1,020*; $945* (ps); 4-dr. Victoria, $965*, $950* 
all, $835. Two-ten (8) 2-dr., $1,100*, $910; 4-dr., (ps), $890*; 2-dr. Victoria, $860*, 


Used-Car Auction Prices 


(Continued from Page 38) 


(ps). 

MERCURY—’'59 Park Lane 4-dr. hardtop, 
$2,100* (ps); Monterey 4-dr., $1,750* 
(ps). 

*58 Monterey 2-dr. hardtop, $1,370* (ps). 
"57 Monterey 2-dr., $900*; 2-dr, hard- 
top, $700*. 

’56 Monterey station wagon, $680*; 
Montclair 2-dr, hardtop, 2 at $650*. 
’55 Montclair 2-dr, hardtop, $425*; 4-dr., 

$330*; 4-dr., $245*. 


dr. hardtop, $335*, 
’54 Montclair conv., $200*, 
*52 Monterey 2-dr. hardtop, $100*, 

OLDSMOBILE—’59 (88) 4-dr., $1,860* 
(ps). 

’58 (88) Super Fiesta 4-dr., $1,475* 
(ps); (88) 4-dr., (ps), 
415* (ps). 

‘57 (88) 4-dr., $860*, $690". 

(88) 4-dr., $550*. 

"55 (88) 4-dr., $455* (ps), $345* (ps); 
2-dr., $440*. 


’57 Chevrolet %-ton panel, $170; Ford 
%-ton pickup, $510. 

GMC %-ton pickup, $140, 

’50 Ford pickup, $200. 


COLUMBUS, 


Capital Auto Auction, Sale every Thurs- 
day. Prices are for sale of June 23, Market 
still very high on clean sharp '56 and ‘57 
Fords and Chevrolets, Sold 232 cars from 
364 consignments, 

BUICK—’58 Century 4-dr, Riviera, $1,400* 
(ps); Super 4-dr. Riviera, $1,340* 
(ps), $625* (ps). 

’57 Super conv., $1,160* (ps); Special 
4-dr. Riviera, $1,050* (ps); 2-dr, Rivi- 
era, $845*; 4-dr., $725*, 

‘56 RM 2-dr. Riviera, $660* (ps). 

’55 Special 2-dr, Riviera, $475*; Century 


$930*, $790; Two-ten (6) 4-dr., $1,000, 
$955; 2-dr., $910, $900*, 

56 Bel Air (8) conv., $1,000; sport ‘se- 
dan, $730*; 4-dr., $725*, $450*; 2-dr., 
$520; Two-ten (8) 4-dr., $790*, $660*; 
Delray, $575*; sport coupe, $375*; 
Two-ten (6) 4-dr., $540; One-fifty (6) 
2-dr., $680; One-fifty (8) 2-dr., $380*. 

'S5 Bel Air (8) conv., $690*; 2-dr., 
$665*; sport coupe, $660*; 4-dr., $550*; 
Bel Air (6) 4-dr., $690; sport coupe, 
$680*, $545*; Two-ten (8) 4-dr., $600*, 
$540*; Delray, $575*; Two-ten (6) 2- 
dr., $515, $425, 

’54 Two-ten 2-dr., $370. 

‘51 Deluxe 2-dr., $260. 

’49 Deluxe 2-dr., $150. 

DeSOTO — ’57 Firedome 2-dr. hardtop, 
$825* (ps); Firesweep 2-dr, hardtop, 
$525*. 


$825* (ps), $800* (ps); Country Sedan 
(8) 4-dr., $1,000*; Fairlane (8) 4-dr. 
Victoria, $890*, $800*; 2-dr., $785, 

’56 Fairlane (8) conv., $835* (ps); 4-dr, 
Victoria, 760* (ps); 2-dr., $710*, 
$620*, $575*; 4-dr., $650*, $560* (ps), 
$500; Country Sedan (8) 4-dr., $790, 
$525; Ranch Wagon (8) 2-dr., $585, 
$500*; Custom (8) 4-dr., $550*; 2-dr., 
$510, $400*; Custom (6) 4-dr., $540; 
Main (6) 2-dr., $500; Main (8) 4-dr., 
$500. 

Country Sedan (8) 4-dr., $640*; 
Ranch Wagon (8) 2-dr., $530; Ranch 
Wagon (6) 2-dr., $425; Fairlane (8) 2+ 
dr, Victoria, $500*%, $300*; 4-dr., 
$425*; 2-dr., $330; Custom (8) 2-dr., 
$465*, $445; 4-dr., $435. 

’54 Custom (8) 4-dr., $200*, 


MERCURY—’59 Monterey 4-dr, hardtop, 


OLDSMOBILE — '58 88 4-dr., 1,555* 
. 2-dr. Holiday, $1,450* (ps). $150*; (88) 2-dr., $135*. ‘54 Century 4-dr., $395*, DODGE—’'60 Phoenix (8) 4-dr, hardtop, ’68 Monterey 2-dr. hardtop, $1,100* (ps). 
’57 (98) 2-dr. Holiday, $1,225* (ps); | PLYMOUTH—’59 Fury (8) 4-dr., $1,505* | CADILLAC—’60 (62) 4-dr, hardtop, $4,- $2,285* (ps). ’57 Montclair 4-dr, hardtop, $1,150* (ps), 
(88) conv., $1,100*. (ps); Belvedere (8) 4-dr., $1,435* 000* (ps). "59 Royal (8) 4-dr, hardtop, $2,025* $975* (ps); Monterey 4-dr., $1,030*; 
’56 (98) 2-dr. Holiday, $650* (ps); (88) (ps), $1,060; Savoy (8) 4-dr, hardtop, ’57 (62) 4-dr. hardtop, $1,950* (ps). (ps). 2-dr, hardtop, $900* (ps); $890*, 
4-dr, Holiday, $630*. $1,060* (ps); 4-dr., $800*, $770; 2-dr., ’56 (62) conv., $1,415* (ps); 2-dr, hard- ’57 Custom Royal (8) conv., $1,010* $855*. 
"5S (88) 2-dr., $350*. $675; Suburban (8) Custom 4-dr., top, $1,200* (ps). (ps) ; $635*, $585*; 4-dr. $600°. 
J -dr. $905* (ps), $725 (ps). CHEVROLET—’60 Impala (8) sport sedan, Coronet (6) 4-dr., ontclair conv., $450*. 
pee tas Pee ey ee ’57 Savoy (8) 2-dr., $610*, $570*; Sub- 2 at $2,235; Corvair (6) 4-dr., $1,590, ’55 Custom Royal (8) conv., $545* (ps).| OLDSMOBILE—’59 (98) 4-dr. Holiday, 
’58 Suburban (6) 4-dr., $860. urban (8) 4-dr., $525. $1,520*. FORD—’60 Galaxie (8) conv., §$2,520*; $2,515* (ps). 
Plaza ’59 Impala (8) sport sedan, $1,910*; Bel starliner, $2,300* (ps); Falcon (6) 2- *58 (88) Super 4-dr. Holiday, $1,550* 


'57 Suburban (6) 4-dr., $910*; Subur- 


Belvedere (8) 4-dr., $500*; 
(6) 4-dr., $310, $290*. 


Air (8) 4-dr., $1,730*, $1,700*, $1,- 


dr., $1,660*, $1,660, $1,650. 


(ps); (88) 4-dr, Holiday, $1,500* (ps), 


ban (8) Custom 4-dr., 660; Savo 

(8) $700*, Belvedere (8) hardtop, $365; 695*, $1,650*, $1,625* (ps), Thunderbird (8) 2-dr, hardtop, $1,490* (ps), 

hardtop, $550*, $510*; 4-dr., $500*. conv., $325*; Savoy (8) 4-dr., $135. $1,570*; sport sedan, $1,720* (ps), 850* (ps), $2,780* (ps), $2,760* (ps); ’57 (88) Super conv,, $1,105* (ps); (88) 
’54 Belvedere 2-dr, hardtop, $100* $1,710*; 2-dr., $1,450; Two-ten (8) Galaxie (8) conv., $1,985*; Fairlane 4-dr. Holiday, $995*; 4-dr., $855* (ps). 


56 Suburban (8) Custom 4-dr., $430*; 
Belvedere (8) 4-dr., $385*, $310*; 
Plaza (8) 2-dr., $285. 

55 Savoy (6) 4-dr., $230*; Savoy (8) 
4-dr., $225*. 

PONTIAC—’'58 Star Chief 2-dr. Catalina, 
$1,675* (ps); Chieftain conv., $1,550*. 

Star Chief 4-dr. Catalina, §$490* 
(ps); Chieftain 2-dr, Catalina, $490, 
$395*. 

RAMBLER—’60 Super (6) 4-dr., $1,880*; 
American (6) 4-dr., $1,430. 

59 American (6) 2-dr., $1,225*, $1,015; 
station wagon, $1,075. 
STUDEBAKER — ‘59 Lark 

wagon, $1,330*. 
VALIANT—’60 Valiant (6) station wagon, 
$1,800. 


CALDWELL, 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of June 23, Sales 
red hot this week as used cars firmed up 
right down the line. Sold 196 cars from 
231 consignments. 

BUICK—’59 Invicta Estate Wagon, §2,- 
035* (ps); LeSabre 4-dr, hardtop, $1,- 
775* (ps). 

‘58 RM 4-dr. Riviera, $1,575*; Super 4- 
dr. Riviera, $1,430* (ps); Special 4- 
dr, Riviera, $1,285* (ps); 4-dr., $1,- 
275*, $1,170*, $985* (ps). 

’5T RM conv., $1,170* (ps); 4-dr, Rivi- 
era, $1,130* (ps); Special conv., $875* 
(ps); 4-dr., $865* (ps); 4-dr, Riviera, 
$740". 

’56 Super 2-dr. Riviera, $740* (ps); Cen- 
tury 4-dr. Riviera, $725* (ps); RM 4- 
dr. Riviera, $700* (ps); Special 2-dr. 
Riviera, $550* (ps). 


(8) station 


PONTIAC—’59 Star Chief 4-dr., $1,920* 


(ps). 
’58 Star Chief 2-dr. Catalina, $1,200*; 
Chieftain 4-dr, Catalina, $700*. 
’55 Chieftain 2-dr., $145*. 
Chieftain Safari 4-dr., $225*. 
RAMBLER—’59 Super (6) 4-dr., $1,150*. 
’56 Custom 4-dr. hardtop, $370*, 
Super 4-dr., $200. 


2-dr., $1,320. 

’58 Impala (8) sport coupe, $1,470*, $1,- 
300*, $1,205*; Bel Air (8) 4-dr., $1,- 
360*, $1,200* (ps); sport sedan, $1,- 
310*, $1,175*; Yeoman (8) 4-dr., $1,- 
215*; Biscayne (8) 4-dr., $1,175*; Bis- 
cayne (6) 2-dr., $1,070*, $945; Delray 
(6) 4-dr., $1,060; 2-dr., $930, $820. 

‘57 Bel Air (8) sport sedan, $1,305*; 


(8) 4-dr., $1,600*, 2 at $1,575*; Cus- 
tom 300 (8) 2-dr., $1,220. 

’58 Fairlane 500 (8) conv., $1,455* (ps), 
$1,240*; 4-dr. Victoria, $1,200*; 4-dr., 
$950*; Fairlane (8) 2-dr., $1,140*; 
Ranch Wagon (6) 4-dr., $1,090; Cus- 
tom (6) 2-dr., $855; Custom (8) 4-dr., 
$845. 

’57 Fairlane 500 (8) conv., $1,250* (ps), 


’56 (88) 4-dr., $860* (ps); 4-dr. Holiday, 
$700*, $665* (ps), $630* (ps); (98) 
4-dr. Holiday, $740* (ps); (88) Super 
4-dr., $735* (ps); 4-dr, Holiday, $630° 
(ps). 

"5S (88) 4-dr, Holiday, $675* (ps), $625* 
(ps); (88) Super 4-dr, Holiday, $535* 
(ps). 

(Continued on Page 40, Col. 2) 


POR EVERY 
PROBLEM PROVED 


BURROUGHS ANSWER 


Call our nearby branch today and have experienced Burroughs Systems 
Counselor demonstrate the proved answer your accounting problem. 
Burroughs Corporation, Detroit 32, Michigan. 


2-dr. Riviera, $195* (ps). 
470* (ps); conv., $2,380* (ps). 
(ps); (62) 4-dr. hardtop, $1,910* (ps). x e 
4-dr., $720* (ps). 
> 
(62) 4-dr., $760* (ps), 
CHEVROLET—’59 Parkwood (8) 4-dr., ° 
410° , , madiinaiied ¥% adding, subtracting and multiplying. Wide vk able in a broad range of capacities, @ vide locked-in control and protection of 
58 Impala (8) sport coupe, $1,400* (ps); x choice of capacities, features, colors. x functions and colors to fit your needs. > 4 receipts. 
Brookwood (8) 4-dr., (ps), 
$1,150*, $1,110*; Brookwood (6) 4-dr., % e 
$1,105, $1,020; Bel Air (8) 4-dr., $1,- * Ps 
Biscayne (6) 4-dr., $1,085, 
$1,020*; 2-dr., $915; Delray (8) 2-dr., Ke e 
$735". * 
’57 Bel Air (8) sport coupe, $1,260* 
(ps); 4-dr., $1,125*, $1,030* (ps), % 
$975*; Two-ten (8) 4-dr., $1,000", 
°56 Bel Air (8) 4-dr., $575* (ps); conv., * e 
$500* (ps), 
’55 Bel Air (8) conv., $600* (ps); Two- * 
Air $180° tive cash control, double as adding ma- handling of sgures, reduce chance of @ nently stores records. Pays for itself in 
53 Bel Air 4-dr., $200, $105*; Two-ten % chines. Hand or electrically operated. xr error in multiple total adding. Z space and filing cabinets saved. 
eluxe -dr., 
CHRYSLER—’58 NY 4-dr. hardtop, $1,- * 
680*; Saratoga 4-dr., $1,215* (ps). 
‘657 Saratoga 4-dr. hardtop, $1,065* (ps); * 
‘57 Coronet (8) 2-dr, hardtop, $860* 
Coronet (8) 4-dr., $170. 
Royal (8) 4-dr., $165*, 
Galaxie (8) starliner, $2,270* 
500 1000 Typing Accounting Machines—com- chines with compact Tape Pertorators. 5000 Dual Printing Accounting Machines 
‘ti bine descriptive and numerical account- and detail, a by-product of @ -—+tully automatic accounting plus simul- 
Country Reda (8) $1,485*: ing. High-speed. Versatile. irect accounting. 4 taneous dual printing. 
Ranch Wagon (8) 4-dr., $1,010, 
‘58 Fairlane (8) 2-dr. Victoria, $1,100* 
(ps); 2-dr., $660; Country Se- 
dan (8) 4-dr., $1,030*; Fairlane 500 xe xr 
(8) 4-dr., $980*, $900* (ps); Ranch ¥% 
Wagon (6) 4-dr., $950; Ranch Wagon xv 
(8) 2-dr., $850; Custom 300 (8) 2-dr., * 
’5S7 Fairlane 500 (8) conv., $970*; Cus- Pa xx 
tom 300 (8) 2-dr., $840* (ps); 4-dr., % 
$780*, $525*, $335*; Ranch Wagon (8) 
2-dr., $655*; Custom (8) 2-dr., $550", 
Fairlane (8) conv., $440* (ps); Main 
irls Ke. 220 Electronic Computers—Ten to 25 times the speed of 
Ranch F 2000 Computers—advantages like direct others in their class. Offer full range of highly sophisti- 
Wagon (8) 2-dr., Custom (8) and 252-digit memory cated equipment, including vast external magnetic tape 
Ranch Wagon (8) 2-dr., $310, 
IMPERIAL—'57 Imperial 4-dr., §1,340* 
(ps). 
LINCOLN — ‘58 Premiere 4-dr., $1,780* 


(ps); Capri 4-dr., $1,660* (ps). 
55 Capri 4-dr., $280* (ps). 
MERCURY—'58 Park Lane 4-dr. hardtop, 
$1,370* (ps); Montclair 4-dr., $1,150* 
(ps); Monterey 4-dr., $1,100* (ps), 
$750*; 2-dr., $1,000* (ps). 
’57 Turnpike Cruiser 2-dr, hardtop, $1,- 
125*; Montclair 2-dr. hardtop, $845°*. 
‘655 Monterey 4-dr., $520*; Montclair 2- 


Burroughs Corporation 
“NEW DIMENSIONS electronics and data processing systems” 
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(6) 2-dr., $1,445. (98) Holiday, $1,200* (ps). 
"59 Lark (6) station wagon, $1,250*. ’56 (98) 2-dr. Holiday, $785* (ps); (88) 
en ) 2-dr, hardtop, ps). ps); 4-dr., $420* 
ino, $1,775. $430*°; 2-dr., $405*, $400*. 
Chevrolet Camino, $1,350. (88) 2-dr. Holiday, $325* 
Belvedere (8) hard- 
op, 
(Continued from Page 39) ‘59 Suburban (8)' 2-dr., $1,300, 
otor y uto uction. ale every uburban (8) 4-dr., $900, 
Super 4-dr., (ps). (ps); Fairlane 500 Prices are for sale June 20. Belvedere (8) hardtop, $700* 
The friend BUICK—’59 Electra 4-dr. hardtop, (ps); 4-dr., $700* (ps), $675*, $620* 
$1,585* (ps); Belvedere (8) 4-dr., $1,- (8) 4-dr., $1,185*, $1,140; 2-dr., $1,- 200° 
works seconds” 425*; Suburban (8) 4-dr., 120. (ps), $2, Savoy (8) 4-dr., $660* (ps), 
YOUR JOBBER HAS IT! Victoria, Super 4-dr. Riviera, hardtop, $640*, Plaza 
. 4 Special 4-dr. Riviera, $975*, $900*. (8) 2-dr., $605*; Plaza (6) 2-dr. 
RADIATOR SPECIALTY co 58 Belvedere (8) 4-dr., $1,100 (ps); 4-dr, Victoria, $1,140 (ps), $1,010* 56 Special 2-dr. Riviera, $550*, $535* $430° , 
(ps), $840* (ps), $825* (ps); Savoy toria, Custom 300 (8) 2-dr., Special Riviera, Catalina sport coupe, 
(8) 4-dr., Plaza (6) $790; Custom 300 (6) 2-dr., $700. Chieftain 4-dr., 
dr., $515. '57 Fairlane 500 (8) Skyliner, $1,220*, CADILLAC—’'54 (62) 4-dr., $595* (ps). 57 Star Chief 2-dr. Catalina, $975* 

Suburban (8) Custom 4-dr., $625; $1,015* (ps); Victoria, $1,015*| Impala (8) conv., $2,- (ps); Chieftain 2-dr, Catalina, 
2-dr., $425; 2-dr., $400. (ps), $700*; conv., $945* (ps), 

Plaza (6) 2-dr., $260. (ps), 4-dr. Impala (8) sport coupe, 4-| Star Chief 2-dr., 

PONTIAC—’60 Bonneville conv., Victoria, $810* (ps); 4-dr., $700*; Bel Air (8) 4-dr., Chieftain 2-dr., $300. 
(ps). Country Sedan (8) 790* (ps), Bel Air (6) RAMBLER Ambassador (8) 4-dr., 

Catalina Vista, $1,915* (ps); Custom (ps) 2-dr., $705, $510, $375; $1,375*; Biscayne (6) 2-dr., $1,050. American (6) station wagon, 
4-dr., Custom (8) 4-dr., $550; Custom Bel Air (8) sport sedan, $1,700. 

57 Super Chief Safari 4- dr., $915* (ps); (8) 4-dr., $705* (ps), $625. (ps), $1,250*, $1,150*; 2-dr., $945, ‘59 American (6) station wagon, $1,000. 
Chieftain 4-dr, Catalina, $835*, Fairlane (8) Victoria, $925; Brookwood (8) 4-dr., $1,200*; Ambassador (8) Cross Country, $1,- 

’56 Star Chief 4-dr, Catalina, $610*, $550*; conv., $576* (ps); Country Se- Biscayne (6) 4-dr., 2 at $900; Delray 400*; Super (8) 4-dr., $970*; Super 

Chieftain Catalina, dan (8) 4-dr., $575* (ps); Ranch (8) 2-dr., $900; Delray (6) 4-dr., $720. 
Used Proved Chieftain Catalina; $460*; Star Wagon (8) 2-dr., Custom (8) $750. Super 2-dr., $360. 
‘ROUND THE WORLD Chief 4-dr., (ps). 4-dr., $505°. Bel Air (8) 4-dr., $1,150*; sport Scotsman (6) station 
Super (8) 4-dr., $1,150;| Fairlane (8) conv., $725* (ps); 2-dr. coupe, $1,125*; Bel Air (6) sport wagon, $550, $350. 
RETAIL American (6) 2-dr., $1,030. Victoria, 4-dr., $485; 2-dr., coupe, $870*; Two-ten (8) station wag- Ford %-ton, $1,- 
PRICE... $1.95 Custom (6) 4-dr., $400*; Country Sedan (8) 4-dr., $500; on, $1,050. $1,020. 
Custom 4-dr., $730. Custom (8) 4-dr., Two-ten (8) 2-dr., $525; Ford %-ton, $800. 
Normol Discounts Lark (6) 4-dr., Crest (8) conv., Vic- dr., Two-ten (6) 2-dr., $490. 
aliant 4-dr., LIN 2-dr., $405, $385, 4-dr., 
ROCOL CORP. AMERICA 680. $285, $265, $260. Harold Henry’s Los Angeles Dealer Auto 
Ave., Cliften, Chevrolet %-ton (ps). Bel Air 4-dr., Auction. Sale every Tuesday. Prices are 
pickup, $945, Premiere 4-dr., $1,095* (ps). Two-ten 4-dr., $175, $155 for sale of June 21. | 

Dodge %-ton pickup, $275. Monterey hardtop, $610* (ps); Firesweep (PS). 

Dodge %-ton stake, $165, $2,315* (ps). hardtop, Firedome 4-dr., $725*| Special 4-dr., 

Monterey conv., $1,950* (ps). (ps), $720*. Riviera, $1,035* 
WANT CHICAGO Colony Park 4-dr., $1,600* (ps); Firedome 4-dr., $625* (ps). Super 4-dr. Riviera, $955* (ps); Spe- 
Monterey conv., (ps); Royal (8) hardtop,| 2-dr. Riviera, 
Prefits Greater Chicago Auto Auction, Sale $975* (ps). $975* (ps); Coronet (8) 4-dr., $700*; Century 2-dr. Riviera, $700* (ps); 
une 23, Sold 487 cars from 812 con- $850; 2-dr., 815°; Montclair 2-dr. dr., $400*. ; 4dr. viera, ps); Spe- i 
Happier Customers? signments. hardtop, Ges: Comineter 4-dr., $685* ’56 Coronet (6) 2-dr., $275*, $290*. cial 4-dr. Riviera, $575*; RM 2-dr. 
LeSabre conv., $2,145* (ps); (ps). Coronet (8) 2-dr. hardtop, $245*. $545* (ps). 
$2,090* (ps); Invicta 4-dr., $1,865* terey hardtop, (ps); Falcon (6) 4-dr., $485 (ps); Special 2-dr. Riviera, 
(ps). Custom 4-dr., $265*. Galaxie (8) 2-dr., 4-dr., $555* (ps), $490*, 4-dr. 

Special Riviera, $1,455* (ps). OLDSMOBILE (98) conv., $2,600* $1,650; Country Sedan (8) 4-dr., $1,- Riviera, $385*; 4-dr., $385*; Super 

conv., $1,280* (ps); Special (ps); Holiday, $2,385* (ps), $2,- 900* (ps), $1,785* (ps); Ranch Wag- 2-dr. Riviera, $550* (ps); 2-dr. Rivi- 
conv., (ps); 4-dr. Riviera, (ps); 4-dr., $2,205* (ps); (88) (8) 4-dr., Fairlane 500 (8) $385* (ps). 
$950* (ps), $900* (ps); 2-dr. Riviera, conv., $2,250* (ps); (88) Super 4-dr. 4-dr., 2-dr., Fairlane Super 2-dr. Riviera, $425*, 
$920* (ps); 4-dr., $605*; Cen- Holiday, (ps). 500 (6) Victoria, $1,225*; Custom (ps); Century 2-dr. Riviera, $350* 
tury Riviera, $925* (88) conv., $1,750* (ps); Holi- 300 (8) 4-dr., $1,260. 
4-dr, Riviera, Super 4-dr, Rivi- day, $1,510*; 2-dr Holiday, $1,500;| Thunderbird (8) 2-dr. hardtop, $2,- Super 2-dr. Riviera, $220. 
era, (ps). $1,700* 250* (ps); Fairlane 500 (8) 4-dr., Special 4-dr., 

Century Riviera, $740* (ps); conv., (ps); 4-dr., $1,460* 115* (ps): Fairlane (8) 4-dr., Ville 2-dr. hardtop, 
Special Estate Wagon, $700* (ps); (ps); (88) Super 4-dr, Holiday, $1,- $900; Ranch Wagon (8) 4-dr., $1,050. $4,280* (ps); hardtop, $4,275* 
conv., $625* (ps); 4-dr., $475*, 580* Fairlane 500 (8) conv., $1,200* (ps), (ps); (62) conv., $4,070* (ps); 2-dr. 

Super 2-dr, Riviera, (98) Holiday, $1,250* (ps), $1,025* (ps), $1,015* (ps), hardtop, $3,885* (ps); 4-dr., $3,740* 
4-dr. Riviera, $1,100* (ps), $940* (ps); conv., $1,- 4-dr., $900* (ps); Fairlane (8) (PS). 
2-dr. Riviera, $520*; Special 2-dr. 225* (ps); (88) Super Holiday, $975*, $730; Country Sedan (6) 4-dr., (62) Sedan Ville, $3,160* (ps), 
Riviera, $425*, $375*. $1,075* (ps); (88) 4-dr., $1,070* (ps); $790*; Custom 300 (6) 4-dr., $675* $3,010* (ps); Coupe de Ville, $2,725* | 

54 RM 4-dr., $370*; Special 2-dr, Rivi- 2-dr, Holiday, $985* (ps), $980*. (ps); 2-dr., $615*, $510. (ps); 2-dr. hardtop, $2,675* (ps); (60) j 
era, Suburban (8) Custom Fairlane (8) 4-dr., Fairlane 4-dr., (ps). 

(62) conv., $5,000* (ps), dr., $1,925* (ps). (6) conv., $590; 2-dr, Victoria, (60) Special 4-dr., $2,120* (ps); 
$4,860* (ps). Belvedere (6) 2-dr., $1,350, $1,275; Custom (8) 2-dr., $575; 4-dr., $525* (62) 2-dr., $2,000* (ps); 4-dr., $1,900* 

(62) conv., $4,000* (ps); hard- Savoy (6) 4-dr., $1,260; Fury (8) (ps); Custom (6) 2-dr., $355; Country 
top, (ps); 4-dr., $3,250* (ps); $1,150*. Squire (6) 4-dr., $520. (62) Sedan Ville, $1,600* (ps); 
de Ville 2-dr, hardtop, $3,765* (ps), ’58 Suburban (8) Custom 4-dr., $1,310* ’55 Country Sedan (8) 4-dr., $500*; Coupe de Ville, $1,485* (ps), $1,365* 
$3,675* (ps), $3,600* (ps). (ps); Savoy (8) 4-dr., $400. Country Sedan (6) 4-dr., $455* (ps), 

(62) Sedan Ville, $2,305* (ps); Suburban (8) Custom 4-dr., $650*; $455, Fairlane (6) conv., (62) 2-dr. hardtop, $1,305* (ps); 
Coupe Ville, (ps). Belvedere (8) 4-dr., Plaza (8) Main (8) 4-dr., Custom (6) 2-| Ville, $1,245* (ps). 

(62) Coupe Ville, $2,575* (ps), 4-dr., $500. dr., $290. (62) Coupe Ville, $835* (ps), 
(ps); 2-dr, hardtop, savoy (8) hardtop, $520*; Su-| Country Sedan (6) 4-dr., (ps). 

(ps); 4-dr., $1,710* (ps), $1,625* burban (6) 2-dr., $300* (ps). Custom (6) 2-dr., $250, $180; 4-dr.,| (62) Coupe Ville, $350* (ps). 

(60) Special 4-dr., $775* (ps). PONTIAC Catalina conv., $2,610* $175. 2-dr. hardtop, $285*, 

(62) 4-dr., (ps); hard- (ps). Custom (6) 4-dr., $115*; 2-dr., 
top, (ps). Bonneville conv., $2,750* (ps); sport| Imperial conv., (62) 2-dr. hardtop, 

CHEVROLET—’60 Impala (8) sport sedan, coupe, $2,535* (ps); 4-dr, Vista, $2,- (ps). 50 (75) Limousine, $550*; (62) 4-dr., 
$2,385* (ps); Bel Air (6) 2-dr., $1,- 300* (ps); Catalina sport coupe, $2,-| LINCOLN Premiere 2-dr. hardtop, $100*. 
125* (ps): $2,100* (ps). (ps). Impala (8) conv., 

Corvette (8) conv., Chieftain Safari 4-dr., Premiere 2-dr. hardtop, $1,405* (ps). 550* (ps); Biscayne (8) 2-dr., $2,000*; 
$2,725; Impala (8) conv., (ps),| Star Chief Catalina, $565*;| Monterey hardtop, Corvair 500 (6) 2-dr., $1,830; Corvair 
$2,000* (ps), (ps); sport se- Chieftain Catalina, $880* (ps); 4-dr., (6) 
dan, (ps), Star Chief 2-dr, Catalina, Custom station wagon, $640* (ps); Impala (8) sport coupe, $2,300* (ps), 

(ps), $1,700*, $1,685*; sport coupe,| RAMBLER Ambassador (8) Cross hardtop, $580*; Medalist 2-dr. $2,170* (ps), $2,165* (ps), $2,150, $2,- 
$1,955* (ps), $1,900, $1,825* (ps); Country, $1,775*, $1,600*; 4-dr., $1,- hardtop, $450, 125* (ps), $2,105* (ps), $2,080* (ps), 
4-dr., $1,650; Brookwood (8) 4-dr., 590; Super (8) Cross Country, $1,455; '55 Monterey 2-dr., $410*. $1,985*, $1,900*; sport sedan, $2,020* 
$1,750*; Bel Air (8) Deluxe (8) 4-dr., $1,200. (98) Fiesta, $2,200* (ps); Parkwood (8) 4-dr., $1,930*, $1,- 
(8) 4-dr., $1,280*; Biscayne -dr., *. -dr., $1,550* s), -dr., Pps); 
station wagon, Lark| (98) 4-dr., (ps) cayne (6) 4-dr., $1,550*; 2-dr., $1,- 


450. 


sport coupe, (ps), $1,485*, Impala (8) sport coupe, $1,905, $1,- 
725* (ps), $1,680* (ps), $1,640*, $1,- 


$1,485* (ps), $1,460*, $1,300* (ps), 

$1,235°; Hel Air (8) sport coupe, $1,- 590* (ps), $1,545*; conv., $1,585* (ps); 

235*; 2-dr., $1,210*; sport sedan, §$1,- se m or e ars Bel Air (8) sport coupe, $1,550* (ps); 

200°, $1,150° (ps); 4-dr., $1,185*, $1.- sport sedan, $1,350* (ps). $1,330* 

090*; Biscayne (8) 2-dr., $1,180, $1,- (ps); 4-dr., $1,.275* (ps); Brookwood 
(8) 4-dr., $1,450* (ps), $1,400* (ps), 


125, $1,090; Yeoman (8) 4-dr., $1,- 
160* $1,385* (ps); Biscayne $1,- 


"5S (8) conv., $1,525* (ps); 


Bel Air (8) station wagon, ALBANY FLINT 125*; Delray (8) utility sedan, 
° ° ’ 57 Bel Air (8) sport coupe, $1,325* 
(ps); sport sedan, Bel Air (6)| 085*; Two-ten (8) station $1,- 
station wagon, $975; Two-ten (8) sta- FO A. WIS. 
tion wagon, §$1,090%; 2-dr., $775*; NTAN ‘o-ten elray, $835. 
4-dr., $670; Two-ten (6) station wag- ARMONK, Corvette (8) conv., $1,535; Bel Air 
on, (ps); 2-dr., $855*; 4-dr., $260. $985. (8) sport sedan, $675*, $655*, $530*; 
Any 6-wheel drive vehicle own- $750, $725; One-fifty (8) 2-dr., 2-dr., (6) station wagon, $575. 
er operating on or off the highwa 56 Bel Air (8) conv., $915* (ps); sport | MG—'57 MGA conv., $860. MANHEIM, PA, 55 Two-ten (8) 4-dr., $670; 2-dr., $535; 
needs set WATSON LOCKOUT coupe, $770*, $560*; conv., $415* (ps); Bel Air (6) 
Front Wheel Hubs—here’s why: (6) station wagon, $795*; 2-dr., $555; BORDENTOWN, $810 (6) station wag- 
Two-ten (8) station wagon, Alfa Romeo—’56, $1,190. "58 2-dr $450 ” $455; 2-dr., $405; One-fifty 
SAVES GAS, TIRES, REPAIRS with front Bel Air (8) station wagon, 4-dr., $750. conv., $1,860; 2-dr., $1,310 
roadster, $925, Bel Air 4-dr., $250* (ps); 2-dr., 
iman—’ -dr., ’57 Dauphine 4-dr., $430; 4-dr., $275. /SLER—’ 
WATSON design automatically en- ps). TR-3 roadster, $1,400. 2-dr., $1,560. Windsor $990* 
LOCKOUTS never let you down Phoenix (8) 4-dr, hardtop, COLUMBUS, $1,250. $2,135. 
when you're far away from main- Pioneer (8) 4-dr., $1,800. Custom Royal (8) 4-dr., $1,615* 
tenance facilities Coronet (8) conv., conv., $210. LOS ANGELES 
Coronet (6) 4-dr., Custom Austin-Healey—'57 roadster, $1,025 hardtop, 
WATSON LOCKOUT HUBS are avail- Royal (8) hardtop, $1,200* (ps); DANVILLE, VA. Ford $340 
able for all popular standard and Royal (8) hardtop, Coronet (8) 2-dr., 
military models and 6-wheel Coronet (8) 4-dr, hardtop, DAYTONA BEACH, FLA Royal (8) hardtop, $460* (ps). 
ature, prices and liberal dealer dis (ps). Consul $625 $835 Coronet, (8) ar., 
7 —'60 Thunderbird (8) 2-dr, hard- cDSEL—"! Yitation 2-dr., 85* (ps). 
‘a 750*; Faleon (6) 2-dr., $1,550; 4-dr. > , 475* (ps), 2 at $3,450* (ps), $3,400 


i dtop, $2,815* (ps); Galaxie ’659 Thunderbird (8) 2-dr. hardtop, $3,- 
2-dr, hardtop, §$ ps) DETROIT Renault—'59 4-dr., $710. 335* (ps), $3,000* (ps). $2,890* (ps); 


(8) Skyliner, $2,150* (ps); 2-dr, Vic- i 

1316 67TH ST., EMERYVILLE CALIF (ps), conv., Dauphine $830; 4-dr., WAREHOUSE POINT, CONN. Galaxie (8) Victoria, $1,950* 
(6) 2-dr., $550; Country Sedan (8) $625. 1100 4-dr., $420. (ps); 2-dr., 
1606 LASKEY RD., TOLEDO 12, OHIO 4-dr., Ranch Wagon (8) conv., $1,050. Ford Consul 4-dr., $190. (Continued Page 41, Col. 
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‘Common Market’ with Suggested 


Imports’ Gains Feared Canada 


the sale im- 
ported cars continues gain, civic, 
automotive and union officials 
the country’s four auto-producing 
centers are expressing growing 
concern over declining domestic 
output and employment. 

Several suggestions have been 
offered meet the growing 
strength the European makes 
particular—tariff readjust- 
ments (British cars now are im- 
ported duty-free) and “com- 
mon-market” arrangement for 


Veteran Dealer 


Turns Imports 


LONG BEACH, Calif.—C, Stand- 
lee Martin, auto dealer for 
years, has sold his Oldsmobile deal- 
ership enter the imported-car 
field. 

The Oldsmobile outlet 1227 
Long Beach Blvd. was purchased 
Richard Browning, who had 
been Martin’s general manager. 

Martin plans erect new deal- 
ership building 3999 Atlantic 
Blvd. handle Rolls-Royce and 
Jaguar. 


the Canada-United States auto 
industries. 

The mayors the four cities 
have called Prime Minister John 
Diefenbaker work out the “com- 
mon market.” They termed the con- 
dition the domestic auto indus- 
try “alarming.” 

The mayors are Michael Patrick, 
Windsor, home Chrysler Corp. 
Canada; Gifford, Oshawa, 
Anderson, Oakville, Ford Motor Co. 
Canada, and Lloyd Jackson, 
Hamilton, Studebaker-Packard 
Corp. Canada. 

Their proposal almost identi- 
cal one first offered month 
ago Dr. Hugh Keenleyside, 
British Columbia university econ- 
omist, and “would make the most 
mass-production facilities 
both countries.” 

Under the plan, only one make 
would produced each manu- 
facturer Canada, All other 
makes would turned out 
the and all would sold 
each country free tariff re- 
strictions. 

Since all Canadian auto firms are 
S.-owned, should possible 
for the government “induce” the 


Used-Car Auction Prices 


(Continued from Page 40) 


Fairlane 500 (8) 2-dr. Victoria, 
800* (ps); Ranch Wagon (8) 2-dr., 
4-dr., $1,600*; Fairlane (8) 
es, $1,535*; Custom 300 (8) 4-dr., 


"58 Thunderbird (8) 2-dr,. hardtop, $2,- 
750* (ps), $2,635* (ps), $2,550* (ps), 
$2,510* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,385* (ps), $1,175* (ps); 
conv., $1,335* (ps); 4-dr., $1,205* 
(ps), $965*; 4-dr. Victoria, $1,075* 
(ps); Custom 300 (6) 2-dr., $835. 

°57 Thunderbird (8) conv., $2,300* (ps); 
Country Sedan (8) 4-dr., $1,235* (ps), 
$1,060*, $885; (9 pass.), $1,235* (ps), 
$1,100* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,140* (ps), $1,030* (ps); 
Fairlane (8) 4-dr. Victoria, $960*; 
Custom 300 (8) 4-dr., $630*. 

"56 Thunderbird (8) conv., $1,700*; 
Fairlane (8) conv., $685*; 2-dr. Vic- 


$1,- 


toria, $585* (ps); Ranch Wagon (8) 
2-dr., $600* (ps); Country Sedan (8) 
4-dr., $565*; Custom (8) 4-dr., $565*; 


2-dr., $335; Custom (6) 2-dr., $425. 

°55 Thunderbird (8) conv., $1,500* (ps); 
Country Sedan (8) 4-dr., $540*, $515* 
(ps); Fairlane (8) 2-dr. Victoria, 
$450*, $435*; 4-dr., $430*; Custom (8) 
4-dr., $360. 

°54 Crest (8) Skyliner, $450* (ps); 2-dr, 
Victoria, $275*; Crest (6) 4-dr., '$250°: 
Ranch Wagon (8) 2-dr., $385*, $160; 
Ranch Wagon (6) 2-dr., $280; Country 
Sedan (8) 4-dr. (8 pass.), $230°; 
Custom (8) 4-dr., $140. 

’53 Ranch Wagon (8) 2-dr., $255; Main 
(8) 2-dr., $130. 

"52 Ranch Wagon (8) 2-dr., $260*. 

"51 Main (8) business coupe, $210. 

IMPERIAL — ’58 Imperial 4-dr, hardtop, 
$1,900* (ps). 

LINCOLN—'58 Premiere 2-dr. hardtop, $2,- 
400* (ps). 

’°6566 Premiere 2-dr. hardtop, $1,185* (ps). 
°55 Capri 4-dr., $625* (ps). 

’54 Capri 2-dr., $435* (ps). 

Capri 2-dr., $200*. 

MERCURY — ’58 Montclair 4-dr. hardtop, 
$1,335* (ps); Voyager 4-dr., $1,330* 
(ps); Monterey 2-dr., $1,225*; conv., 
$1,050* (ps). 

57 Montclair 4-dr., $1,030* (ps). 
"56 Monterey station wagon, $740* (ps), 


$600* (ps); Montclair 2-dr. hardtop, 
$685* (ps), $600* (ps). 

Montclair conv., $630* (ps); Mon- 
terey 2-dr., $570*, $460, $425*, $385°; 
4-dr., $400*; Custom station wagon, 
$450". 

Monterey 2-dr., $350*, $335*. 

’53 Monterey 2-dr., $240*, $200. 


Custom 2-dr. hardtop, $150. 
OLDSMOBILE — '58 (88) conv., 


(ps). 

(88) Super Fiesta 4-dr., $1,550*; 
4-dr. Holiday, $1,275* (ps), $1,250* 
(ps); (98) 4-dr. Holiday, $1,260* (ps); 
(88) 2-dr. Holiday, $1,050. 

56 (88) Super 4-dr. Holiday, $860* (ps); 
(88) 2-dr. Holiday, $825* (ps), $795* 
(ps); 4-dr., $685*. 


°65 (88) Super 2-dr. Holiday, $760* 
(ps), $735* (ps), $630* (ps); 4-dr., 
$670* (ps); 4-dr. Holiday, $335* (ps); 


(98) 2-dr. Holiday, $750* (88) 


2-dr. Holiday, $515* (ps). 

54 (88) Super 2-dr. Holiday, $475* (ps); 
4-dr., $405* (ps). 

*53 (88) 2-dr. Holiday, $390* (ps); (88) 
Super 4-dr., $340. 

‘51 (88) 2-dr., $130*. 


Gets Merit Award 


LOS ANGELES.— James 
Mann, managing director, Private 
Truck Council America, Inc., 
Washington, has been presented 
the 1960 Merit Award the Auto- 
motive Council Los Angeles. 

The award presented the 
individual the council feels has 
contributed the greatest 
tional scale the trucking and 
transportation industry. 


(ps) ; 


(400) 2-dr. hardtop, $545* 
ps). 
PLYMOUTH—’59 Suburban (8) Custom 4- 


dr., $1,960* (ps), $1,835* (ps), $1,- 
235*, $1,200*; Suburban (6) 4-dr., 
$925; Belvedere (8) 2-dr. hardtop, 


$1,250* (ps), $950* (ps), $890* (ps); 
Plaza (8) business coupe, $635*. 

"57 Suburban (8) Sport 4-dr., $1,055* 
(ps); Belvedere (8) conv., $860*; 4-dr., 
$835"; Savoy (8) 2-dr. hardtop, $760*. 

56 Suburban (8) Sport 4-dr., $750*; 
2-dr., $450*; Suburban (6) 2-dr., $385, 
$335; Belvedere (8) conv., $585*; 2- 
dr., $425*; Savoy (8) 4-dr., $490°. 

Plaza (6) 2-dr., $250; Plaza (8) 
2-dr., $190, $165. 

PONTIAC—’59 4-dr. Vista, $2,- 
100* (ps); 2-dr., $1,970° (ps). 

’58 Star Chief 4-dr., $1,460* (ps); Chief- 
tain Safari 4-dr., $1,385°. 

’55 Star Chief 2-dr. Catalina, $585°, 
$550*, $535° (ps); conv., $545* (ps), 

* * 


BORDENTOWN, 


National Auto Dealers Exchange, Sale 
every Wednesday (June 22). Prices were 
strong. Both '57 and '55 cars showed price 


rise, Clean, sharp ‘58 cars bringing top 
dollar. Sold 80 percent of 542 consign- 
ments. 


* * * 


MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 
day (June 24). Weather: Showers, Sold 
80 percent of 723 consignments. 


manufacturers open the 
market Canadian production 
lines, Gifford believes. 

not possible induce the 
makers increase produc- 
tion Canadian plants, contin- 
ued, alternative might 
force improvement output 
tariff changes. 

Keenleyside said such opera- 
tion would bring Canadian plants 
into “true mass production” for the 
first time and reduce high produc- 
tion costs, which would mean sig- 
nificant price cuts for Canadian 

“We hope achieve what 
want quiet, constructive way,” 
said Anderson, who pointed out 
that this was the first time that 
representatives the four auto 
centers had met with the prime 
minister. 

Among other proposals put 
forward the closed meeting 


was suggestion review cur- 
rent valuations, for duty pur- 
countries outside the United 


The explained that the 
present valuation the Volks- 
wagen, Canada’s biggest import 
seller, $796. This figure too low, 
they contended. 


The other suggestions included 
ideas changes excise tax and 
formulas “Canadian content” 
order encourage increased pro- 
duction the dominion. 

the last two years, the mayors 
said, import sales have risen 
percent and now capture per- 
cent the market. 

The Canadian Automobile Cham- 
ber Commerce reported that 42,- 
609 European cars and trucks were 
sold Canada the first four 
months 1960, compared with 35,- 
670 year ago the like period. 

The federal government will 
“look into the possibilities ac- 
tion” and another meeting will 
held with the mayors, govern- 
ment spokesman said. 

talk before world trade 


conference sponsored the 
nadian Manufacturers Assn. here, 
Chrysler Corp. Canada, touch- 
briefly the Keenleyside 
proposal and then called for 
revision “of our trade structure 
with the United Kingdom,” 

The K.-Canadian tariff struc- 
ture was set more than years 
ago, continued, “and the time 
has come when should review 
the system.” 

About 8,500 persons the Wind- 
sor area are unemployed, Todg- 
ham added, “and far too many 
them used work automobile 
factories. 

“Yet the same time, British 
motor cars are thick flies 
the streets city and every 
other city Canada. And might 
also add that they are thick the 
parking lots the Chrysler Corp. 
Canada. 

“Ironically enough,” said, 
“our own workers—who presum- 
ably share view British 
automobiles—are not beyond buy- 
ing them.” 


Todgham said Canadian exports 
(Continued on Page 42, Col. 4) 


New Commercial-Car Registrations, 
States for May, 1960-1959 


released here weekly, compiled Stude- 
For May ‘59 248 | 79 233) 60 93 20| 4 16 56| 106} 916 
6 
6 
Maryland 332 321 49 179 22 ‘| 34 162 40| «1224 
‘59 358 | 72 305 78 248 20 31 3! 45 1195 
Minnesota | 69! H 86 662 195 268 6 2 15 2039 
‘Ss? 709 6 132 759 135 298 8 24 8) 18 58 2155 
Nebraska 387 341 66 153 10 9 10 2% 68 1103 
‘59 385 7 44 364 85 145 5 6 13 8 27 1089 
North Dakota ‘60 | 170 | is 137 34 94 | 3 | | 2 469 
‘59 174 2 141 32 106! 4 516 
South Dakota 2 i 27 148 50 121 8 5 TT 12 10 545 
4 3 21 193 36 101 5 | 19 12 5% 
Tennessee | 59 458 158 182 22 40 4 1502 
‘59 | 589 56 393 152 154 38 4 9 14 4 1446 


Compiled from official state records. 


Data property 


Co. May not copied, sold reprinted without Polk permission. 


New Passenger-Car States for 1960-1959 


ar registra- 
tions as com- 
‘ol 


Compiled from official state records. property Polk Co, May not copied, sold reprinted without Polk permission. Corvair included Chevrolet totals, Falcon 


Ford and Valiant Plymouth. 
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priate plan minimize cross- 
selling. 
Kind Plan Desired the 
Dealers. 

(a) choosing between the 
NADA plan and the ADSA plan, 
the dealers who were favor 
some sort plan, percent 
preferred the NADA plan. 

(i) This slight preference for 
the NADA plan, however, was 
expressed only single point 
dealers. Multiple point dealers 
revealed equal preference for the 
two plans. 

Administration any Plan, 

(a) Fifty-nine percent the 
dealers wanted the manufacturer 
the sole administrator any 
plan adopted. 

(b) Thirteen percent the deal- 
ers desired the manufacturer 
participate jointly with dealer or- 
ganizations administering plan. 
Exemptions from the Plan De- 
sired the Dealers, 

(a) Most dealers (57 percent) 
indicated that they would like pur- 
chases their own employes 
exempt from the plan, and 
percent the dealers would ex- 
empt purchases armed services 
salesmen temporarily 
residing away from 

(b) Other exemptions desired 
substantial percentages dealers 
included sales demonstrators, 
and sales governmental agencies 
and fleet owners. 

Territorial Boundaries Desired 
Dealers. 

(a) Sixty-one percent the deal- 
believed that the boundaries 
their present areas sales and 
service responsibility would ac- 
ceptable under plan. 

(b) Only percent the deal- 
ers thought, however, that the pres- 
ent boundaries would satisfac- 


tory five years hence. 
+ 


General Motors 


RIOR 1936 and least 
far back the early Twenties, 
General Motors’ contracts with its 
dealers had specific provision 
for territory security. However, 
dealer contracts contained pro- 
vision under which the dealer un- 
dertook the sale, was granted 
the privilege engaging the 
sale new automobiles desig- 
nated territory “but not elsewhere.” 
the mid Thirties, territory se- 
curity was developed General 
integral part Quality Deal- 
programs established General 
Motors and its 

The objectives the Quality 
Dealer programs were develop 
and maintain customer and prod- 
uct good will through satisfac- 
tory sales and service General 
Motors’ cars. accomplish 
these objectives, was necessary 
that dealer have adequate 
place business properly lo- 
cated, complete sales and service 
facilities, and sound sales and 
service 

Furthermore, obtain maximum 
sales potential within any desig- 
nated area with satisfactory 
profit the dealer, there had 
tween the number and size deal- 
erships specified area and the 
potential the demand for the 
product that area. 

With this mind, General Mo- 
tors made study that time 
the sales potential all areas 
the United and the develop- 
ment plan for establishing 
the right number dealers, 
adequate size, appropriate lo- 
cationg each area, 

+ 

IMPLEMENT this program, 

decided that, having 
established dealer within area 
adequate potential for him 
operate profit, should re- 
ceive some compensation for that 
portion the business which 
might lost him through sales 
made customers residing his 
area responsibility dealers 
from other areas. 

recognized that the dealer 
his area responsibility had 


outside the designated area sell 
customer located the desig- 
nated area through advertising and 
salesmanship, well mainte- 
nance service facilities which 
the customer would normally ex- 
pect would made available 
him connection with the opera- 
tion his motor vehicle. 

fact, experience shows that 
the customer who purchases 
new motor vehicle outside the 
area which lives has, 
many instances, made decision 
the motor vehicle that 
will purchase after visit the 
sales and service facilities the 
dealer located the area 
which resides, 

1937 the territory security 
plan was placed effect formally 
through clause entitled “Adjust- 
ments Sales Outside Terri- 
tory” which was incorporated 
the Buick, Cadillac, Oldsmobile and 

Pontiac selling agreements. Chev- 
rolet adopted its territory security 
plan 1940. 

This territory security program 
was discontinued with the expira- 
tion the Chevrolet dealer selling 
agreement 31, 1949, 

* 


territory security provisions 

the Chevrolet dealer selling 
agreements provided for the oper- 
ation the plan substantially 
herein outlined. 

new Chevrolet motor vehicle 
was sold authorized Chevro- 
let dealer person, firm, cor- 
poration whose actual residence or, 
the case commercial cars, 
whose place business lo- 
cated within the area responsi- 
bility another Chevrolet dealer 
other Chevrolet dealers, then 


selling dealer was obliged 


pay the sum $35 within hours 
after the sale and delivery the 
vehicle, the direct payment was 
not made within hours, then 


the selling dealer was obliged 


pay the sum $55. 

Such payments were made 
the dealer whose area re- 
sponsibility the purchaser resided, 
directly Chevrolet the pur- 
chaser resided multiple-dealer 
area responsibility. 

the selling dealer failed 
make payment the lesser 
amount within the 48-hour peri- 
od, Chevrolet, upon notice such 
failure, made demand for the ac- 
count the dealer dealers 
whose area responsibility the 
purchaser resided for the larger 
amount due. Chevrolet then dis- 
bursed any such payments the 
dealer dealers for whose ac- 
counts such payments were re- 
ceived. 

The purpose the plan was not 
prevent selling out territory 
but was partially compensate 
the dealer connection with ex- 
out his sales and service respon- 
sibility his designated area. This 
indicated the following ex- 
cerpts from bulletin issued 
Chevrolet its sales representa- 
tives, after the plan was estab- 
lished: 


“In the Territory Security Plan,| 


Chevrolet feels that has made 
real contribution the Chevrolet 
dealer organization, which will pro- 
mote dealer stability and perman- 
ence and encourage Chevrolet 
dealer concentrate his selling 
efforts hig own community, 
thereby increasing owner goodwill 
and dealer’s profits. 

“The Territory Security Plan 
not confused with so-called 
closed territory, because customer 
liberty purchase wherever 

* * 


General Motors territory se- 
curity program remained ef- 
fect until Nov. 1949, when was 
discontinued upon advice coun- 
sel, the exclusion territory 
security provisions from the new 
selling agreements executed 
that date. 

Court decisions, particularly the 
Standard Stations case, decided 
June, 1949, indicated that new 


might developing under which 
would longer permissible, 
had the past, justify 
limited restraints, designed in- 
sure customer goodwill, being 
“reasonable” and necessary for the 
protection lawful business ob- 
jectives. 

Although counsel for General 
Motors did not believe that the 
new legal concept was sound or, 
fact, should properly ex- 
tended the General Motors ter- 
ritory security plan, nonetheless 
they felt that they could not sub- 
ject the Corporation its offici- 
als and employes the risk 
legal action under the antitrust 
laws, particularly since criminal 
statute was involved. 

Since that time several suits have 
been instituted the Department 
Justice challenging different 
types territory protection plans, 
provisions, which have resulted 
consent decrees being entered 
against the defendants. Solely 
the basis business considerations, 
namely the best interests the 
customer, the dealer, and the man- 
ufacturer, the position General 
Motors Corp. with respect “ter- 
ritory was set forth 
the president the corporation 
(Harlow Curtice) telecast 
talk all General Motors dealers 
March 1956, when stated: 

“It was with great reluctance 
that the clause territory security 
was removed 1949. today 
were considered legal, such 
clause would incorporated 
the agreement. want you know 
that was much regret that 
our counsel advised 1949 that 
the continuation that clause 
could, under views then held 
federal antitrust agencies, result 
criminal indictment for violation 
the antitrust laws, While some 
did not understand the legal 
technicalities involved, were 
bound that opinion.” 


September 1958, the 
position was restated John 
Gordon, president General 
Motors Corp., letter General 
Motors dealers commenting Sen- 
ate Bill 4293 introduced the 
United States Senate Senator 
Potter, during the second session 
the Congress: 

This bill would permit 
General Motors again incor- 
porate territory security provis- 
ions its franchise agreements, 
thus enhancing the profit oppor- 
tunities for all our franchised 
dealers commensurate with their 
individual business abilities and 
their investment facilities 
our 

“Careful study the issues in- 
volved the proposed legislation 
they have manifested themselves 
over the past few years, well 
our prewar experience with terri- 
tory security provisions, prompts 
support such legislation.” 


Anniversary Cars— 


Memories 


Makers Tell Congress 
Former Territory Security Plans 
(Continued from Page 18) most instances contributed philosophy the inter- 
extent the ability the pretation the antitrust laws 


The Triumph Herald, small luxury companion the Triumph TRS sports car, 
scheduled for early debut the West Coast. Elimination grease fittings and 
the introduction sealed bearings and lube reservoirs are said features the 
British car. The car also features independent suspension all four wheels. The 
Herald’s glass area said provide percent visibility, and the steering column 


can adjusted fit the driver. 


Sales Gains Imports 
Spread Fear Canada 


(Continued from Page 41) 


the are negligible, one rea- 
son being “the British tariff 
percent Canadian autos and that 
tariff based excessively 


high valuation. 

“At the same time, permit 
British cars invade the Canadian 
market duty free. These same Brit- 
ish cars are major factor indeed 
the present tribulations the 
Canadian automotive industry and 
the men who depend upon that 
industry for 

suggested that Canada set 
quota 5,000 imports year from 
any one company and 10,000 year 
from any one country. 

“Imports excess this are 
coming now,” added. 

the wide price spread be- 
tween European and British 
makes could eliminated, Todg- 
ham added, positive that 
would stop this business 
importing unemployment.” 

cited two solutions which 
have been suggested solve the 
import-car problem: 

Abolish modify the British 
preferential tariff. 

Work out system “selec- 
tive free trade” based the will- 
portion their total North 
American production Canadian 
factories. 

The latter idea, said, Keen- 
leyside’s, and want make 
absolutely clear that not... 
necessarily subscribing the 
Keenleyside theory.” 

“Such move (free U.S.-Canada 
trade) would have have some 
guarantee permanency,” said, 
“so that change government 


Mr. and Mrs, Arthur Lochmann, Chicago, purchased their first Studebaker-built 
car, EMF (Everett-Metzger-Flanders), shown right, mark their second wedding 
anniversary June, Forty-eight years later, the Lochmanns bought their 
Lark, celebrate their golden wedding anniversary. The Lochmanns 
hold the record for being the longest owners Studebaker cars. They are 
shown receiving the keys the new car from Robert Gorman Gorman Stude- 


baker, Chicago. 


wouldn’t upset the whole apple- 
cart.” 

Todgham was asked why Chrys- 
ler Canada imports the Simca 
and Fiat view the import-car 
squeeze. 

“So long the sizable and per- 
sistent buying trend these cars 
continues, every intelligent Ca- 
nadian automobile dealer must 
stock and sell one these lines 
small cars,” replied. 

“And equally obvious, every 
Canadian automotive company 
must make available one more 
lines these cars his dealers.” 

However, the dealers not ap- 
pear concerned about the 
import problem industry 
leaders and mayors the plant 
cities. 

Most dealers contacted 
News the annual meet- 
ing the Automobile Dealer 
Assns, Ontario Windsor were 
not familiar with either Todgham’s 
views the mayors’ action. 


None wanted quoted and 
none had any great complaint 


about the growing domination 


import cars. matter fact, 


all those questioned handled 


import line and appeared content 
with the status quo. 

The first reaction Sam Park- 
inson, Calgary, Alta., president 
the Federation Automobile 
Dealers Assns., was: “What ef- 
fect will this common market 
have our prices, particularly 
used-car prices?” 

One factory spokesman said later 
that such plan would have 
“drastic effect” the used-car 
prices, but that after the prices 
had levelled off, Canadian motor- 
ists and dealers would benefit 
lower prices. 

Both Parkinson and Ted Evans, 
president the Toronto Automo- 
bile Dealers Assn., said the com- 
mon-market plan “sounds good 
the surface,” but neither would 
comment further the import 
problem. 

“Both our groups have members 
who handle imported cars exclu- 
sively, and couldn’t presume 
represent them entering into 
any such controversy,” said Park- 
inson, 

union leader also called for 
action the government. George 
Burt, Canadian director, United 
Auto Workers, said the auto- 
parts industry being threaten- 
import cars, 

After hearing Burt estimate that 
imports deprived 4,000 


opportunities the auto indus- 


try last year, the 125-man UAW 
Council appointed five-man com- 
mittee draft new appeal the 
federal government stem the im- 
port tide. 

their minds whether they want 
sacrifice the country’s biggest sec- 
ondary industry,” Burt said. 


Triumph Herald Bow West Coast— 


| 
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For strong bodies, 
car buyers count steel 
the pow pow-wow that hurts, and one has ever devised way 


keep the neighborhood Indians off the family car. That’s why covered 
wagons like this one are built take lot punishment. 


Steel the strongest, lastingest material used for automobile 
bodies. Its makes modern styling possible. Its strength 
soaks hard knocks. why the public prefers steel. People 
demand its strength, dependability and its protection 
resale value. know because continuing surveys conducted 

Alfred Politz, Inc. prove it. For automobiles, the 

public prefers steel over any other material. 

steel strong selling feature. Make point the special 
steels used bodies and other parts that must take abuse. Talk 

the durability steel. We're doing with big national advertising 
program magazines, billboards and network television. 
strengthening the public’s preference for steel even more. Make this 
preference work for you. 


sells for you 


United States Steel 


TRADEMARK 
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Testimony Gives 
Marketing Insight 


(Continued from Page 36) 


any event should not solved leg- 
islatively from Washington. 

more precise, the real pur- 
pose these bills not territory 
security but dealer security; dealer 
very great cost the consumer. 

legalizing contracts which will 
allocate potential automobile cus- 
tomers among franchised dealers 
the basis the customer’s geo- 
graphical location, Congress would 
not only increasing the price 
automobiles these customers but, 
even more serious, would seri- 
ously weakening competition the 
retail level between dealers the 
same make car. Such program 
would constitute major breach 
our present antitrust laws, which 
are important the continued 


New name the package— 
New look the shelf— 
New sales the way! 


DELCO MORAINE 


Division General Motors, Dayton, Ohio 


DEPENDABLY MADE 


existence our free enterprise 


* * * 


answer say that in- 
hibiting otherwise discourag- 
ing dealer from selling auto- 


$300,000 Mack Branch 
Opened Providence 


PROVIDENCE, Mack Truck 
has opened new $300,000 sales and 
service headquarters Provi- 
dence’s new West River Industrial 
Park Development. 

The 20,000-square-foot branch 
the first fully opened and operated 
commercial establishment the 
West River Industrial Park. re- 
places 25-year-old location the 
city. Mack has maintained Provi- 
dence branch for years, 


dependebly meade 


LINED BRAKE SHOES 
SET PACKAGE 


OF MOTOR CORPORATION 
SATION, CIO, UE A 


wer 6469082 


mobile outside his so-called area 
responsibility does not prevent 
him from doing so, 

From practical point view, 
makes difference whether 
penalties bonuses are used 
influence the dealer, the effect 
these bills will severely limit 
restrict the right the dealer 
sell where pleases, whom 
pleases, and the consuming 
public buy from the dealer 
wishes. 

The loss the bonus the 
selling dealer the payment 
penalty the so-called in- 
fringed dealer will have this ef- 
fect. addition, these payments 
will inevitably increase the price 

The emphasis placed upon serv- 
ice responsibility rationale for 
this legislation does not stand care- 
ful analysis. This argument as- 
sumes, without any proof, that the 
service franchised deal- 
ers does not and cannot make 
money unless subsidized the 
public through the payment 
higher prices for their automobiles. 

The existence thousands in- 
dependent service businesses the 
automotive field proof that sub- 
sidization not necessary. 
hard believe that franchised 


made 
5464350/320H 


GASOLINE 
FILTER 


cunts 


DELCO 
MORAINE 


5456118/320N 
CYLINDER 


dealers have lost their belief 
the free competitive economy that 
characterizes the that they 
longer believe that they can operate 
without subsidy, and refuse be- 
lieve that the public will pay for 
good service and that the dealer 
who supplies that kind service 
will able make money his 
investment the service business. 
* * * 


SHOULD also pointed out 
that the automobile manufactur- 
ers make adequate allowances for 
all warranty work done their 


dealers, whether cars purchased 


from that dealer not. 


believe sincerely that not only 
good service required the 


franchise agreement, but that such 
service will rewarded the 
public. 

conclusion, wish state 
that the independent automobile 
dealers the United States are 
convinced that the best 
interests the United States for 
the consumer remain free 
purchase automobile any ter- 


Chevrolet Terms 
Stiff Competition 
Its ‘Best Asset’ 


Ernest Peterson 
Staff Correspondent 


PORTLAND, Ore.—Despite more 
competition from foreign cars, com- 
pacts and other automobiles and 
from motor boats, swimming pools, 
additions the 
house and color 
TV, Chevrolet 
business along 
the Pacific coast 
“booming.” 

stated top 
Chevrolet officials 
dinner meet- 
ing here, 
which Frank 
Brush was instal- 
led the new 
Brush manager the 
Portland zone. 


“Competition our best asset,” 
Roy Cash, Pacific regional 


ritory from the dealer his manager for Chevrolet, with offices 


without the economic barriers at- 
system bonuses which are 
merely penalties reverse. 


Now, new look Delco Moraine packaging means new sales and service opportunities for you. 
Along with our name change (formerly Moraine Products Division General Motors), we’ve improved 
our packaging design help you sell more parts, increase service profits. There’s new look the 
outside, but inside you’ll find the familiar Delco Moraine dependability you’ve known for years. 
Distributed through General Motors car dealers and the United Motors System. 


Oakland, Calif. “The more com- 
petition there is, the better can 
sell cars.” 


Cash reported that the Western 
region accounts for percent 
nationwide Chevrolet sales, and 
the zone for percent 
that total, The zone includes 
Oregon, Southern Washington 
and Western Idaho. 

The Pacific region embraces this 
zone plus Alaska, California, the re- 
mainder Washington and Idaho 
and parts Nevada and Arizona. 


Cash said that the dealers 108 
communities the Portland zone 
spend some $125 million yearly 
the area, demonstrating solid 
impact the region’s economy. 
reported also that the Western re- 
gion does percent all Corvair 
business. His best answer the 
success the new compact the 
West was that the Western people 
are more adventurous and more 
willing buy new product. 

“We Chevrolet today have the 
opportunity sell percent 
the automobile buyers with our 
range cars from the Corvair 
the Impala,” Cash said. 


“You can buy everything 
Chevrolet that the high-priced 
car except weight, length and over- 
all size.” 

Brush was introduced Cash. 
succeeding William Hunt, 
who retired after serving zone 
manager here for six years. Brush 
reported that sales new Chevro- 
let cars and trucks Oregon this 
year are topping the pace set 
1959. 

“For the first five months the 
year,” said, “Chevrolet dealers 
sold 8,241 new cars and 2,794 new 
trucks. This compares with 8,220 
cars and 2,645 trucks sold during 
the same period 

Looking ahead, the speakers 
said “no ‘compact’ compact” 
sight for Chevrolet. This 
was response the report 
that Ford designing “small, 
small” car for 1962. 

The Chevrolet men believe Cor- 
vair destined the top seller 
the compact field. The reason 
does not already occupy that posi- 
tion, they state, because “too 
revolutionary.” They predict also 
that Corvair will not cut deeply 
into Chevrolet sales because “it 
new concept motoring.” 


Chevrolet Names 


Truck Executive 


DETROIT. Appointment 
Robert Sigler assistant 
manager the Chevrolet national 
truck department has been an- 
nounced 
Staley, general 
manager. 

Sigler, formerly 
Rocky Mountain 
truck 
Manager, suc- 
ceeds Albert 
Olson, who has 

been promoted 
national truck 
manager. Robert 

Paso zone truck 
manager, will replace Sigler the 
regional post. 

Sigler joined Chevrolet 1946 
Harrisburg (Pa.) district man- 
ager. 
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Pace Cleanup Quarter Matches 


Summer Output Due Hit Million 


Maynard Gordon 
News Editor 

estimates for the 
cleanup quarter indicate that 
the domestic auto makers will build 
just over million cars July, 
August and September—about the 

same 1959. 

This would include phaseouts 
models and startups ’61 
runs, which will full swing 
long before Oct. the quarter 
began, auto dealers had 1,090,000 
new cars stock. 

After two quarters which saw 
car production spurt far beyond the 
first half 1959, the July period 
seems unlikely follow the 1960 
trend date. The rise dealer 
inventories and the worsening 
used-car squeeze have lowered pro- 
duction planning the third quar- 


er. 
Optimism over new-car sales 
the last half continues unabated 
many quarters. For example, last 
week William Newberg, just 
before resigned president 
Chrysler Corp., said “there every 
reason believe’ that new-car 
sales will run seven-million-a- 
year pace until the end 1960. 


ILE retail sales this spring 
have been second only rec- 


Scott Succeeds 
Conlon B-O-P 


General Manager 


DETROIT.—The appointment 
Kenneth Scott general man- 
ager the Buick-Oldsmobile-Pon- 
tic Assembly Division was an- 


L. Conlon 


nounced John Gordon, presi- 
dent General Motors. Scott will 
succeed James Conlon, who 
retiring. 

Scott has been manager the 
B-O-P plant South Gate, Calif., 
since 1955, The division assembles 
Buick, Oldsmobile and Pontiac pas- 
senger cars South Gate and 
plants Arlington, Tex.; Atlanta; 
Linden, J.; Kansas City, Kans., 
and Wilmington. Del. 

Scott joined General Motors 
maintenance clerk with Fisher 
Body Division 1935. held vari- 
ous positions with that division 
1947, when was appointed 
administrator manufacturing 
studies for B-O-P its Detroit 
offices, became director 
works standards 1948 and was 
appointed production manager 
the B-O-P plant Wilmington 
1952. was named manager 
the division’s Arlington plant 
1954, position held until his 
transfer similar position 
South Gate. 

Among Scott’s first appointments 
his new post was that Howard 
Settle manufacturing man- 
ager Settle had been 
manager the B-O-P plant 
Wilmington. 


Toronto Official 


Allen, city 
controller, suggested that the city 
consider leasing motor vehicles in- 
stead running its own fleet. The 
city operates 110 cars and more 
than 700 trucks. 

made the suggestion the 
board control considered bids for 
construction central mainte- 
nance garage. The lowest bid— 
$212,000 higher than 
the estimate city officials. 

The board ordered the officials 
try trim the garage down 
the original estimate. this could 
done, Allen said, the city 
would have consider leasing 
arrangement. 


ord 1955 sales, the rise new car 
stocks has brought note cau- 
tion production planners. 

Except for the old and new com- 
pacts, scheduling established 
standard and medium models has 
been reduced for both the buildout 
and startup periods, was learned. 

Chevrolet trimmed V-8 
schedules, although will revise 
Corvair upward again when the 
compact’s new station wagon en- 
ters production the near fu- 
ture. Most the standard 
Chevy’s gain this year has taken 
place the six-cylinder class, 
with the Corvair “plus business” 
and the V-8 standstill. 

Buick, Pontiac and Oldsmobile 
are giving their new compacts 
big sendoff. All three General Mo- 
tors divisions are planning strong 
autumn kickoff for their smaller 
four-doors, which will competing 
many B-O-P showrooms not 
only with the big brothers but also 
with Rambler, Lark and imports. 

*” * * 


new Dodge Lancer will get 
more modest launching, 
view the success 
the Dart and the division’s hope 
leave the larger model strong 
contender 1961. completely re- 
styled Plymouth and two-door Val- 
iant models will bolster the intra- 
Chrysler Corp. competition against 
Lancer and Dart. 

Price major consideration 
Ford Motor. smaller-wheelbase 
Mercury will join the Chevy-Ford- 
Plymouth-Dart group, crowded 
Comet and the best-selling Falcon. 

redesigned Rambler Ameri- 
can and new aluminum engine 
for Rambler Deluxe models will 
introduced American Mo- 
tors’ answer the full cycle 
compacts. The new Ramblers will 
get into the swim just AMC 
completes its program expand 
production capacity Kenosha. 

Studebaker has refined Lark’s 
styling and improved the compact’s 
six-cylinder performance for 1961. 

The new-model wave has al] but 
inundated the used-car market 
Detroit’s thinking, not that 
the dealers wondering where put 
all the tradeins. 

ECOND-HAND abetted 

the year-long decline price 

values, finally showed touch 
strength last month, This contribu- 
ted part softening new- 
model volume, which turn ex- 
plained the uninterrupted rise ’60 
inventories. 

Nevertheless, there are question 
marks ahead. prominent dealer 
high-volume make and market 
has flatly predicted that the full 
circle compacts will “raise hell” 
with the used-car market, thereby 
crippling new-car selling potential. 

Taking shorter-term look 

the cleanup quarter, the Missouri 


Goodwill 


Fifty-six retired Ford employes from the 
Angeles area attended the firm's first 
day the Angeles Ford- 
Mercury The program included 
and tour the plant for the retirees, 
whose years service averaged years 
per man. The turnout represented nearly 
half the 121 Ford employes who have 
been retired Angeles since 1951. 
Don Bastian, plant manager, wel- 
comes retirees they arrive the 
Anderson, right foreground, started 
with Ford Los Angeles 1913. re- 
tired 


Automobile has 
warned its members not “order 
one more unit for the buildout 
period than you can sell reason- 
ably soon orderly manner 
and fair profit.” 

These two warnings were sound- 
the auto producers wrapped 
more than 600,000 cars far exceeded 
indicated retail deliveries. 

that the industry 
whole will produce approxi- 
mately 550,000 “old” models 
vintage) and 485,000 “new” models 
(61) the July quarter. 

Imperial already has built out 
Buick, other Chrysler Corp. lines 
and Studebaker. 

Public introductions cars 
dealerships all are scheduled be- 
tween the final week September 
and the Oct. opening the Na- 
tional Automobile Show Detroit’s 
Cobo 


$ 


Lead New Jersey Dealers— 


New officers the New Jersey Automotive Trade Assn. are, seated, from left, 
John Hutton (Pontiac), Riverside, president, and Charles Gilbert (Chevrolet), 
Trenton, vice-president. Standing: Otto Henneberger, Newark, business manager; 
William Mallon (Pontiac), Irvington, secretary; Alex Laurie (Ford), Morris Plains, 
second vice-president; Harold Burd jr. (Chevrolet-Oldsmobile), Washington, treasurer, 
and John Stratton (Pontiac), Pitman, third vice-president. 


Bootlegging Upsets Las Vegas 


(Continued from Page 1) 
and Used” sign his business and 
thought 1960 car was brand- 
(The “New and Used Cars” sign 
the selling used-car dealer’s 
Place business refers new im- 


ports.) 
SPECIAL problem Las Vegas 
the high percentage lease 
and rental cars. Used-car dealers 
are reported have set leasing 
organizations which allow them 
buy new cars fleet discount. 
They loan car hotel bell- 
captain for referring rental cus- 
tomers the dealers, After the 


* * * 


Special Plans for T-Bird 


(Continued from Page 4) 


this carry adequate stock 

cars and parts, always have 

T-Bird demonstrator hand and 

appoint member the dealership 

staff oversee Thunderbird sales. 
* 


Midwest Ford dealer, for 

example, has appointed co- 
ordinator whose job “to promote 
the red-carpet treatment for Thun- 
derbird owners.” 

This coordinator handles any 
T-Bird service complaints, makes 
sure that every car receives spe- 
cial predelivery inspection and su- 
pervises group salesmen who 
have been assigned follow 
T-Bird sales leads and make spe- 
cific number phone calls pros- 
pects each day. 

Another evidence red- 
carpet treatment this dealer- 
ship: Every Thunderbird de- 
livered the customer with 
full tank gasoline. 

discussing the program, the 


Council 


Dealers 
Meets July 19-20 


PONTIAC.—Pontiac’s nationwide 
dealer organization has elected 
representatives serve the 
Pontiac National Dealer Council. 

The new council will meet July 
19-20 the home plant here. 

Council members include: 
Yager, Yager Pontiac, Inc., Albany; 
Hugo Separini, Hugo Pontiac, 
Inc., Newton Centre, Mass.; Walter 
Grabski, Walter Co., 
Cleveland; Carl Fribley, Bene- 
dict Corp., Norwich, Y.; Earl 
Taber, Taber Pontiac, Inc., Atlan- 
ta; Harry Blomberg, 
Cadillac-Pontiac Co., Asheville, 
Rudy Luther, Hansord Pon- 
tiac Co., Minneapolis; Shirley, 
Twin City Pontiac Co., Champaign, 
Charles Coker, Chick Coker 
Pontiac, Inc., Oklahoma City; Ben 
Mizell, Ben Mizell Pontiac, Texar- 
kana, Tex.; Meadows, Mead- 
ows Pontiac Co., Portland, Ore., 
and Verne Johnson, Johnson Pon- 
tiac, Colorado Springs, Colo. 


have been fleet use for 
week two, they are moved 
the used-car lot and sold “new” 
cars. 

Inasmuch these cars are us- 


Advertising Brings 
Complaints BBB 


SAN DIEGO—The San Diego 
Better Business Bureau reported 
that used-car dealers’ advertising 
led the list complaints May. 

The bureau received 432 com- 
plaints during the month and 
were used-car topics, 


words “special Thunderbird deal- 
ers” creep into the conversation, 
but Ford emphasizes that the mer- 
chandising aids the setup are 
available all the division’s 
6,800 retailers, 
+ * * 

MANUAL has been prepared 

organizing for Thunder- 
bird business and has been given 
every dealer. includes such 
things sample advertisements 
and suggested direct-mail solicita- 
tion letters. 

Training films and salesmen’s 
kits also have been prepared and 
distributed dealers. 

addition, dealers have been 
urged supply the names all 
Thunderbird purchasers for di- 
visional followup system aimed 
building high degree owner 
loyalty. 

The overall program, course, 
aimed continuing the fantastic 
success Thunderbird has enjoyed 
since was introduced two- 
passenger job the model year. 

The division had hoped sell 
about 10,000 year, but the car 
caught quickly and well 
that 53,166 the two-passenger 
models were assembled during its 
three-year life. 

+ + + 

four-passenger T-Bird ex- 

ceeded that figure single 

year, with production 53,407 
1958. Output jumped 75,723 last 
year and probably will top 90,000 
this year. Production hit 51,000 for 
the first half 1960, 

the sales side, Ford Divi- 
sion reports retail deliveries 
39,600 for the Jan. 1-June pe- 
riod, increase percent 
over last year’s T-Birds ac- 
count for 5.8 percent the divi- 
sion’s car sales, 

Ford Division said the following 
Thunderbird sales: New York, Los 
Angeles, Chicago, Detroit, San 
Francisco, St, Louis, Houston, Twin 
Cities, Washington, Dallas, Kansas 
City, Boston, Cleveland, Philadel- 
phia, Buffalo, Pittsburgh, Miami 
and Milwaukee. 


ually purchased outside Ne- 
vada, Las dealers become 
most uphappy when second 
third owner comes with 
properly filled warranty policy; 
looking for 1,000-mile service 
car with 3,000 4,000 miles 
the speedometer. 

According reports given 
MOTIVE News, factories are backing 
dealers refusing provide serv- 
ice second third-sale “new” 
cars. these cases, the purchaser 
referred back the used-car 
dealer from whom the unit was 
purchased. 


ONE dealer put it, “Our feel- 

ing that customer who 
buys ‘gyppo’ car not entitled 
protection service policy, 
he’s going chisel, should 
treated 

“Nothing makes madder than 
spend couple weeks work- 
ing deal and suddenly find 
the customer driving ‘new-used’ 

However, business good 
Las Vegas, according officials 
three dealerships who met 
with Automotive News, They are 
Lloyd Tritle, Community Chevro- 
let; Bill Sellman, Sellman Dodge- 
Chrysler-Imperial-Simca, and 
Don Ackerman, Gaudin Motor 
(Ford). 

Sellman noted that, thanks 
Dart, his business for the first five 
months 1960 was 362 percent 
over the same period 1959, Then 
chuckled, “But coursé, 
didn’t sell too many cars 1959.” 

Ackerman said that new Ford 
sales were down some 
active the used-car mar- 
ket, buying from far away 
Salt Lake City and Los Angeles. 
+ 


mentioned that his in- 

ventory was but the sub- 
ject sales said, “Frankly, 
haven’t checked. just sell all 
the cars can.” 

During January, February and 
March 1959, there were 1,130 
cars registered the Las Vegas 
area. During the first three 
months this year, 1,454 cars 
were registered. However, April 
and May 1960 were sticky and 
business now only beginning 
pick up. 

Imports seem soft and Volks- 
wagen hag been running advertise- 
ments pitching its Transporter 
fleet 


Union Carbide Indicted 
Prestone Price Count 


KANSAS CITY, De- 
partment Justice has indicted 
Union Carbide, New York City, 
with conspiring fix the resale 
price Prestone. The action was 
taken the District Court 
here. 
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Lest Profits Turn 


Warning Sounded Cleanup 


(Continued from Page 3) 
ite work date and plans for 
the future. 


Ruch noted that one the most 
important problems facing dealers 
that obtaining factory con- 
sideration matters which are 
corporate rather than divisional 
scope. referred the need for 
clear channel communication 
from the dealer level top cor- 
poration 

referring buildout bonuses, 


Utility Firms Test 
Electric Cars with 
Renault Bodies 


MINNEAPOLIS.—The Killowatt, 
experimental electric car pow- 
ered six-volt batteries, has 
made its appearance here. one 
two purchased Northern 
States Power Co., which will dem- 
onstrate them through its four- 
state service area this summer. 


About the cars, manufac- 
tured Henney Motor Co., Bloom- 
ington, have been sold utility 
companies, The Killowatt uses the 
body Renault Dauphine and 
has batteries the front and rear. 

Top speed miles hour, 
and the car has range 
miles for each charging, can 
recharged overnight from any 
110- 220-volt outlet. 

Cost operation been esti- 
mated penny mile. The car 
sells for $3,650, including chargers 
for the batteries, The motor devel- 
ops 7.2 horsepower and nor- 
mal life expectancy least 
years, according the manufac- 
turer, The batteries are built 
last months. 

Spokesmen for Northern States 
Power said the only maintenance 
required keeping the batteries 
filled and lubricating nine chassis 
grease fittings. 


implied that the NADA Indus- 
try Relations Committee making 
every effort achieve buildout 
bonus system under which deal- 
will able purchase speci- 
fied unit less than any other 
dealer and that so-called buildout 
bonuses applied inventory 
and demonstrators well fu- 
ture purchases, 

the opening address, Aldo 
Franconi, Franconi Auto Parts, 
Kingston, explained the purpose 
the new Shop Equipment Clinic 
never before held Pennsylvania. 
explained that was clinic 
and not display equipment, 
and was intended give dealers 
new ideas improve service busi- 
ness. 

Franconi said many dealers give 
most their attention sales 
and neglect service, where gross 
profit percentages are much higher. 
Franconi viewed with alarm the 
recent trend many service jobs 
going the corner gas station 
and called dealers salvage 
their service business for their own 
preservation. 

The equipment clinic was well 


save auto buyers $100 more 
bypassing finance companies. 

charged that the program’s 
advertising misleading and 
“attempt discredit dealers and 
finance companies the eyes 
the public.” 

Whiteman declared: “State Farm 
its 9,000 agents 
knights white chargers, gallop- 
ing the rescue public ex- 
ploited dealers and finance com- 

“But that not the case. This 


— 
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Find 
That "Dream Job" 
Thru Low Cost 
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Automotive News 
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WOecdward 3-9520 


Detroit 7, Michigen 


received dealers. There were 
equipment manufacturing ex- 
perts hand discuss dealer 
service problems, 

Other speakers included Richard 


Citroen Acquires 
Argentine Plant 


BUENOS AIRES, 
Citroen Argentine Co., subsidiary 
S.A. Andre Citroen, Paris, has 
purchased the Catita factory here 
cars and vans. 

The factory due start pro- 
duction September and an- 
nual output 1,600 vehicles 
planned for 1960, 4,500 units 1961 
and 25,000 cars about 1965. 

Initially, the plant will use ma- 
terials and parts from France, but 
plans call for making nearly 100 
percent independent the parent 
European operations, This will 
make the Citroen Argentine Co, the 
most decentralized all Citroen’s 
overseas factories. 


‘10 Commandments’ Listed 
For Michigan Dealers 


(Continued from Page 2) 


simply competitive program 
sell more insurance, And it’s just 
the start, Many more such drives 
are coming.” 

advised the dealers re- 
activate energetic time-sales 
program their dealerships and 
insist that their men try sell 
financing every prospect. 

labor relations brought 
together Arthur Stringari, De- 
troit attorney; George Nader, Lan- 

sing labor consultant, and George 
Harris, Lansing Ford dealer. 

They outlined what dealer can 
and cannot under the Wagner 
Act when faced with union bid 
organize his business, and they 
warned dealers familiarize them- 
selves with these procedures “be- 
cause you may next.” 

Harry Williams, managing di- 
Automobile Manufacturers 
Assn., asked the Michigan dealers 
cooperate making next fall’s 
National Automobile Show suc- 
cess. The show scheduled for 
Oct. 15-23 Detroit’s new Cobo 
Hall. 

suggested that the 
dealers should “talk the 
show home; talk the editor. 
your local paper; organize ex- 
cursions the show from your 
city.” 

called the show and the 
other events slated for Show 
Week “public relations its fin- 
est sense; activity that will 
have tremendous impact for the 
good the entire automotive in- 
dustry.” 

Arnold Klett (Cadillac), De- 
troit, was elected president the 
Michigan association, succeeding 
Klett the first Detroit-area dealer 
elected since 1952 and only the 
fifth Motor City man to. head the 
group its 39-year history. 

Herb (Ford), Ann Arbor, 
was elected first 
Howard Cook (Chevrolet), Lansing, 
was reelected treasurer; Ed- 
wards (Lincoln-Mercury), Lansing, 
was named assistant secretary- 
treasurer, and Gilbert Haley was 
reelected executive vice-president. 


Elected district vice-presidents 
MADA were: Group I—Ray Shank 
(Chevrolet), Benton Harbor. Group 
Barrett (Rambler- 
Buick), Port Huron, Group 
Harold Rockwell (Oldsmobile-Ram- 
bler), Grand Rapids. Group IV— 
Harold Labyak (Ford), Ontonagon. 
Group V—E. Gilbert (Ford), 
River Rouge. 

Convention Chairman Rice 
(Chevrolet), Mason, said more than 
400 dealers and their wives attend- 
the meeting. Next year’s con- 
vention scheduled for Detroit. 


Harkness, chief Washington cor- 


respondent for National Broadcast- 
ing Edward Ford, editor 
Motor Magazine, New York; Frank 
Tigh, editor Motor Age Mag- 
azine, Philadelphia; Frank Fel- 
lows, general manager PAA 
Services, Inc., Harrisburg; James 
Gavagan, the Saturday Eve- 
ning Post, Philadelphia, and Vince 
Baker, Vince Baker System 
Sales, Pueblo, Colo. 

Forest Bowles, Forest Buick, 
Inc., York, was elected president 
succeed Daub. 

Chosen vice-presidents were 
Wayne Beglin, Beglin Motor 
Sales, Inc., Rochester; Oscar 
Mohn, Mohn. Brothers, Lancaster; 
Elmer Reiber, Reiber Cadillac 
Co., New Castle; Harold Reslink, 
Reslink Wiggers Motor Co., Erie, 
and John White, John White, 
Philadelphia. 

Aldo Franconi, Franconi Auto 
Parts, Kingston, was named sec- 
Golden, Inc., Reading, was re- 
elected treasurer. 

Delegates also elected the follow- 
ing directors for three-year terms: 

Mohn; Fred Bauman, Bauman 
Pontiac, Inc., Wilkinsburg; Charles 
Frantz, Motor Twins, Inc., Kings- 
Ruhe Motor Corp., Allentown; Wil- 
liam Patsch, Patsch Sons, 
Houston; Shields, Sheraw 
Motor Co., Altoona, and Jenks 
Watson, Watson Son, Doy- 
lestown. 

Named directors-at-large for 
one-year terms were: Franconi; 
Herbert Foss jr., Foss Motor, 
Inc., Pittsburgh, and Dean Mori, 
Mori Oldsmobile, Inc., Monessen. 

Next year’s annual meeting will 
held the Pittsburgh-Hilton 
Hotel, Pittsburgh, May, accord- 
ing Parkinson, Harris- 
burg, assistant general manager 
the association. 


Monopoly Plot 
Muffler Field 
Charged U.S. 


PORTLAND, federal 
government has accused Maremont 
Automotive Products, Inc., ac- 
quiring controlling interest 
Saco-Lowell Shops with the intent 
eliminating competition the 
muffler 

antitrust complaint filed 
District Court here, the govern- 
ment named both firms defend- 
ants. said that the stock acquisi- 
tion “may substantially lessen com- 
petition tend create mon- 
opoly” the manufacture and sale 
automotive exhaust systems and 
parts for the trade. 

The government alleged that the 
replacement-muffler business 
highly concentrated, with 
mont and four other corporations, 
and their subsidiaries and affiliates, 
supplying approximately percent 
the market. 

The government said that Saco- 
Lowell entered the industry 1956 
and that all its production has 
been under contract Nu- 


Era Corp., Rochester, for 
distribution the replacement 
market. 


The complaint alleged that Nu- 
Era has quoted prices below those 
quoted Maremont and the four 
other major suppliers. 

was further alleged that Nu- 
Era has substantially increased its 
business each year since 1957, and 
that recently obtained some sub- 
stantial accounts which formerly 
did business with Maremont. 

The suit charged that Maremont 
acquired Saco-Lowell stock with 
the objective moving Saco-Low- 
ell’s muffler manufacturing facili- 
ties the West Coast, inducing 
Saco-Lowell acquire Nu-Era, 
merging Maremont and Saco-Low- 
ell and acquiring power cut off 
the supply mufflers Nu-Era. 


Boosting Truck 


Campers Hot Item 


(Continued from Page 5) 


campers month, the year 
around. 

Robin keeps some trucks, 
with campers mounted, stock 
all times. The rest the camp- 
stock mounted “horses.” 
Robin stocks five makes, rang- 
ing from $645 $2,000. Pricing 
policy tag them unit, 
using separate contracts sale 
the camper and truck. 
Between mentioned 
the average truck-selling Big 

Three dealer. seems have 
couple campers his lot, uses 
them primarily sales promotion 
and finds his truck grosses increas- 


Dealer 


Edwards jr. (Chevrolet), right, 
Birmingham, Ala., has been nominated for 
the Saturday Evening Post 1960 Benjamin 
Franklin Quality Award the 
Birmingham Dealers Assn. 
Announcement was made Jim Skinner 
(Ford), Birmingham, association president. 
Edwards, described BADA 
bama's oldest Chevrolet dealer, was re- 
cently elected for sixth consecutive term 
Alabama director for the National 
Automobile Dealers Assn. Presentation 
the 1960 award will made the an- 
nual NADA convention San Francisco 
next 


every time camper goes out 
the door. 

most cases little promotion 
made the dealer other than 
putting camper the front line 
where can seen passersby. 
How much traffic generated 
campers has not been established, 
though almost everyone agrees that 
they are attention-getters. doubt 
used and new-car sales could 
traced people brought the lot 
seeing camper. 

* 


ERE seems little dealer 

loyalty any specific camper 
line. Most prefer follow the line 
least resistance, giving custom- 
ers what they want from the com- 
plete list and type campers 
available the area. The practice 
sending truck purchasers 
camper manufacturer pick 
the camper common, 

Some customers visit factories 
‘have camper built their 
exact specifications the basis 
deal completed with the 
new truck dealer. Camper manu- 
facturers mount the camper 
the truck and bill the dealer for 
this service. 

Mest dealers interviewed are 
certain. that campers are here 
stay. Many point larger grosses 
resulting from allying camper and 
pickup truck, Almost unanimously 
they agreed that camper business 
will increase the next year 
two and could profitable por- 
tion the auto dealer’s business 
during that 

major sales point that 
operate camper requires only one 
license (for the truck) and one in- 
surance policy. Trailer buyers find 
necessary purchase two li- 
getting satisfactory insurance. 

number dealers pointed out 
that some car purchasers, stunned 
high payments, are looking for 
low-cost transportation. 
ation pickup truck and camper can 
bought for some $60 month 
and provides useful transporta- 
tion and weekend recreation for the 
family one low price. 


AUTOMOTIVE NEWS, JULY 1960 


Pattern Detroit’s Steiner? 
Compromise Settles 


Strike Ford Deal 


Francis Gawronski 
Staff Writer 
COMPROMISE agreement has 
ended 2%-week strike 
shop employes against Alfred 
Steiner Co, (Ford), Detroit. 

The union, Teamsters Local 376, 
called its members 
off their jobs 
dispute over pay 
raise and union rep- 
resentation the 
dealership’s two 
service order writers. 

The new agreement provides 
five-cent hourly wage boost for all 
shop employes except mechanics, 
who will continue receive the 
old guarantee $2.25 hour. The 
union had demanded 10-cent 
hourly hike for all employes. 

Wilfred Steiner, dealership 
president, argued that the firm 
couldn’t grant the overall hike 
and remain competitive with 
other dealers the area, 
noted that most the dealer- 
ship’s mechanics earned between 
$8,000 and $10,000 year. 

Although the dealership won 
partial victory the wage dispute, 
lost the dispute over union rep- 
resentation the service order 
writers. 

Under the new agree- 
ment, the Teamsters will continue 
represent one the writers. 


LABOR 
FRONT 


Dealer Loses Dispute 


TEINER maintained that the 

order writers “are more man- 
agement than union” and wanted 
the second writer out the union. 
The union didn’t agree. 

other contract concessions, 
Steiner agreed let the union 
represent several employes who 
were sub-contracted work 
used cars. The firm also 
agreed boost its contribution 
the union’s welfare and health 
fund cents $2.50 week 
per employe. 

However, the dealership refused 
contribute the Teamsters’ 
pension fund and turned down 


Seat Cover Group 


Meets This Week 


CHICAGO. More than 100 seat 
cover industry manufacturers and 
industry suppliers are expected 
attend the fifth annual meeting 
the Automobile Seat Cover Assn, 
America here this week (July 7-9). 

According Vern Volland, ex- 
ecutive director, the group will dis- 
cuss industry conditions and hear 
variety speakers from the au- 
tomotive field. 

making the announcement 
the meeting, Volland said that the 
past year has been the best sales 
year for seat covers since 1954, 
said auto seat covers were the 
largest selling accessory the au- 
tomotive field, according in- 
dependent 


4 


f 


Dressed-Up Factory— 


The Simca plant Poissy bright, cheerful factory factories go. Gay colors 
were used the plant just for the sake making more pleasant place which 
work. Executives link quality production employe relations. 


men who look like the boy across 
the street who grew with love 


demand for increased vacation pay 
for the mechanics. 

The union had asked the dealer- 
ship pay the mechanics per- 
cent their earnings vacation 
pay, Steiner said the pay plan 
would have cost the dealership 
average $200 per mechanic per 
Instead, the mechanics will 
continue receive the $99 weekly 
guarantee. 

* * * 


Deals Negotiate 


AMSTERS Local 376 also 
negotiating new contracts with 
six other new-car dealerships 
the Detroit area, They are: 
Downtown Sales, Inc (Ford), 

Detroit; Frank Guns (Lincoln- 

Mercury), Detroit; North Bros., 

Inc, (Ford), Lincoln Park; Stan- 

ford Bros., Inc. (Dodge), Lincoln 

Park; Stanford Plymouth, Inc., 

Lincoln Park, and Stanford Auto 

Sales, Inc. (Dodge), Dearborn. 

Meanwhile, mechanics employed 
Aberdeen and Hoquiam, Wash., se- 
lected the International Assn. 
Machinists union, according 
Wilson Barnhill, business represen- 
tative for IAM District 160, 

New Orleans, Federal Ap- 
pellate Court has ruled that em- 
ployes have the right solicit fel- 
low workers for union membership 
during off-duty times and non- 
work areas. 

The court stated, however, that 
employers are not required per- 
mit their union-member employes 
solicit union membership from 
nonunion workers during working 
hours and nonpublic areas the 
Place business. 

Cleveland, Eaton Mfg. Co.’s 


Axle Division announced reduc- 
tion approximately 200 hourly 
workers last week “to further level 
out production meet the reduced 
schedules some its truck man- 
ufacturing customers.” 

The layoffs reduced the hourly 
work force just under 1,300, The 
division produces medium and 
heavy-duty truck axles. 


Newberg 


(Continued from Page 6) 


because nobody had cancelled the 
meeting tipped him what 
was happening. 
* * 
DANN, Detroit attorney 
who has waged two-year bat- 
tle with Chrysler management, 
termed Newberg’s resignation: 
“The finest thing that has happened 
Chrysler years.” 

said that Newberg was 
making effort clean 
Chrysler, stepped too many 
toes, couldn’t make any headway 
and resigned. Dann said that 
other moves could expected 
Chrysler. 

When Colbert and Newberg 
moved chairman and presi- 
dent, respectively, Dann gave this 
view the change: “They’re turn- 
ing their underwear around, put- 
ting backwards and trying 
make everyone believe they’re put- 
ting clean pair.” 

Another observer suggested that 
now the time for Chrysler 
bring real hatch- 
man clean house.” 


Walker New Home 


Archie 
Walker Jr. Imported Motors 
(Volkswagen) has opened new 
sales and service building High- 
way 100 and Cedar Lake Rd., St. 
Louis Park. Ten hoists the $250,- 
000, 21,000 square-foot building are 
designed handle only and 
Porsche cars, the firm said. 


Dealer Forum Robert Finlay 


(Continued from Page 3) 
overcoming the disadvantage cars and has trustworthy 


captive distribution setup. 
* * * 


Some Like the Link 


are two sides this 

coin, course. new Simca 
exclusive Thousands Oaks, Calif. 
(see cut), accents “Imported 
Chrysler” its building. The own- 
ers, Wayne King and Gene Goebel, 
say they like “an import being 
backed major American man- 
ufacturer because gives and 
our customers great deal con- 
fidence.” 

The goal all importers should 
wrap aura old world 
charm and craftsmanship about 
their cars, yet keep touch the 
powerful present and modern dress. 

And the cars should sold 
what might termed “square” 
American salesmen—that is, sales- 


knowledge 

Simca the largest privately 
owned vehicle maker France 
(Renault bigger, but national- 
ized), the seventh largest 
Europe and the world, 
1959, Simca built 235,311 cars, taxis 
and similar vehicles, 6,621 trucks 
and 8,344 farm tractors, for total 
increase 11.3 percent. Car pro- 
duction was percent, 

exported percent pro- 
duction, 51.2 percent through 
Chrysler International, and 
Canada took 48,954 cars and 
other countries under Chrysler 
International took 18,467, Chrys- 
ler Corp. owns percent Sim- 
stock, has one representative 

(Louis Warren) the Simca 
nine-man board, although 
entitled two. 

the general layout Poissy 
are three main production units. 
the left are the presses, where car 
bodies and other mechanical parts 
are stamped; the right the me- 
chanical workshops, and the cen- 
ter the assembly lines—body 
white, trimming and body and 
paint shops. are 
grouped along the river. Production 
converges toward the center and 
thence toward the rail shipping 
area the south, where the com- 
pleted cars leave the plant, 

Simca makes big thing em- 
ploye relations. Pigozzi, pres- 
ident and chairman the board 
notes: 

“To achieve quality cars, you 
need workers quality.” 

The Poissy plant bright with 
color, just make pleasant 
Place which work. The com- 
pany has financed the construction 
2,800 apartments house per- 
sonnel and hag new project com- 
prising 5,000 apartments the 
works, 

The company also accents vaca- 
tion camps, addition retire- 
ment pensions, 

This company another that 


sees big and continuing import 
predictions the contrary from 
some sources. 
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“Our biggest month two years units signed up,” 
the report from Jack Kiefer, CARS Rental member and leading 
Chevrolet dealer Baltimore, Maryland. proof positive the 
effectiveness CARS method leasing, renting and financing. 


really tickled with the national advertising program well 
the success our own local tie-in with your national Mr. Kiefer 
continues. Why not get the CARS Rental System story yourself? 
nars the Sun” are conducted weekly Fort Lauderdale under the 
joint sponsorship the University Miami and CARS Rental 
Small, selective classes Tuesday, Wednesday and Thursday permit 
personal attention your individual problems—and show you the way 
new profits through the only leasing group the nation made 
new car dealers. 


CARS RENTAL SYSTEM 
DEPT. AN, DRAWER 7126, SUNRISE STATION 
LAUDERDALE, FLORIDA 


Write Phone TODAY 
For Your Reservation 


Please send full information concern- 
ing CARS the 


NAME 
CARS RENTAL 


938 SUNRISE LANE 
FT. LAUDERDALE, FLORIDA 


CITY 


years 1958 and 1959, well 
the two halves 1959. 


Principal findings the report 
are these: 


For the year 1959, dealer turn- 
over more than 100,000 dealer- 
operated stations owned leased 
supplying companies throughout 
the United States was: 

(a) 7.6 percent for terminations 
beyond the control supplier 
dealer (resulting from such things 
illness, retirement, death, mili- 
tary service and highway changes). 

percent for terminations 
occurring for all other reasons. 


Service Stations 
Show Negligible 


Turnover 


NEW report the 
American Petroleum Institute 
the turnover service station deal- 
ers for 1959 shows little change 
comparable figures reported for the 
previous year. 

The report, just released the 
Institute’s Division Marketing, 
dealer turnover for the full 


Quantity 

GREY IRON GASTINGS 


ONE 
MODERN 


ESTABLISHED 


FOUNDRY 


Sell more dress 


and 


Bearfoot 


Distributors Wanted! 


For East and Midwest 


New Australian sports car Engineered the 
Designed one America's foremost stylists Highly com- 
petitive sales and ability only experienced, well financed 
firms can considered. 


Phone Person Person 


WOODILL 


40595 SANTA ANA, CALIFORNIA 


(Continued from Page 6) 


easy yet. 

There can question that 
interest rates, particularly short- 
term interest rates, have been 
sliding. The Treasury has been 
borrowing short-term money for 
less than percent. 

While the nation’s banks could 
not termed loaded with money 
loan, their supply appears 
more adequate than wag the 
beginning the year. 


Philadelphia FRB checked 

manufacturers its district 
and found that plans for capital 
spending are the upswing, al- 
though the manufacturers reported 
rise new orders. 

Manufacturers the immedi- 
ate Philadelphia area plan capi- 
tal expenditures $410 million 
this year. The figure percent 
above expenditures 1959 and 

percent above the total report- 

The bank found that other areas 
the district also will experience 
higher capital spending this year. 
the Trenton (N. J.) area, manu- 
facturers’ capital spending plans 
are percent above those last 
year. 
+ 


Richmond 


economy the Upper South 
moving along sound 
pace, according the Richmond 
FRB. 


Nonfarm employment has 
reached another record high. 
There was only one dark spot 
the employment picture—mining 
jobs are the decline. 

Orders textile mills are 
the upswing and prices are more 
firm, Contracts for 
work are running low level 
but the volume work progress 
high. 


Deep South 


decades trailing other 
sections the nation per- 
sonal income, the Deep South has 
been rising the last years, the 
Atlanta FRB reported. 

The income average the 
Deep South now moving closer 
the national average, showing 
that the area boosting its in- 
come better rate than the 
nation whole, 

The bank said that the rise 
manufacturing the South has 
made important contribution 
the gains income. Manufacturing 
jobs generally pay better than 
many other lines and jobs manu- 
facturing provide employment for 
the rising work force and those 
leaving other occupations, notably 
lower-paid farming. 

a 


Cleveland 


employment and declines the 
number the jobless role not 
reflect conditions the Cleveland 
area, according the Cleveland 
FRB. 

The bank said the unemploy- 
ment problem not yet return- 
the conditions experienced 
before the 1957-58 recession. 

The number jobs the Cleve- 
land area has been steadily increas- 
ing but the number jobs for un- 
skilled labor not keeping pace, 
unskilled unemployed. 

Chicago 

IHE farm news reversed the 

trend other business news 
far this year, the Chicago FRB 
pointed 

While business general start- 
the year looking for boom 
and has had settle for little 
less, the farm community started 
the year expecting income 
drop even below the depressed 
1959 level. Now, farmers see signs 
that their 1960 income may 
better than expected. 


Egg and hog prices have climbed 
above the 1959 level and beef and 
milk prices have been holding 
good growing season for 


report that the market really 
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But Runs Below Boom 


Economy Exhibits Strong Spots 


field crops put 1960 farm income cities the district are percent 


the high 


Upper Midwest, one the 
districts which has not meas- 
ured the national averages 
the business advance, has been re- 
cording modest advance re- 
cent weeks, the Minneapolis FRB 
reported. 

The number with nonfarm jobs 
the district increasing but 
the number the jobless 
role, indicating that the number 
workers coming the work 
force exceeds the number new 
jobs opening up. 

The bank added that department 
store sales the district are 9.3 
percent above the 1959 total, 

* * * 


St. Louis 


St. Louis FRB saw some 
benefits the advance farm- 
ing which have produced the na- 
tion’s huge farm surpluses. 
Improved farm methods have 
put many farm hands out 
work the farm, providing the 
flow new workers needed 
rising industries. 

Increased efficiency the farm 
has also resulted relatively lower 
prices for food, aiding all nonfarm 
people. 


Kansas City 
USINESS and around the 
smaller cities the Great 
Plains must doing well. The 
Kansas City FRB reported that 
loans from banks the smaller 


above the 1959 level. 

Banks Missouri were well 
ahead the district average, re- 
porting increase, 
while Colorado, New Mexico and 
Oklahoma banks reported 12- 
percent 

Department store sales the big 
cities the district are running 
even with the 1959 total. 


Southwest 


Southwest passing 

through something slack 
period, according reports from 
the Dallas FRB. 

Industrial production Texas 
has shown little change. While 
construction contract awards 
have shown seasonal increase, 
they are below the 1959 level. 

The oil industry continues 
have its problems. Crude oil output 
off stocks petroleum prod- 
ucts remain high. 

ok x 
Far West 
San Francisco FRB said 
that business conditions the 
Far West have improved the 
last year. 

Total nonfarm employment and 
employment manufacturing 
have increased four percent- 
age points the last year and 
department store sales are 
above the 1959 showing. 
Loans from all member banks 

the district which are part the 
federal bank system are more than 
billion higher than they were 
year ago. 


New-Car Sales for June 
Reported High Gear 


(Continued from Page 8) 


day selling period June, showed 
43-percent increase daily rate 
over sales the comparable period 
1959, and were the highest for 
any similar period ‘since 1957, 
Plymouth reported, 

Average daily retail delivery rate 
June continued its upward trend 
the second 10-day period, the 
daily rate 1,686 units marked 
increase percent over the first 
selling days June. 

Since Jan. Plymouth retail de- 
liveries have totalled 228,960, main- 
taining increase percent 
over deliveries year ago, and 
giving Plymouth the best retail 
delivery record since 

Valiant accounting for per- 
cent the total Plymouth deliver- 
ies, the auto maker said. 

* 


Rambler 


The 30,000th Rambler the 1960 
model year was delivered the 
June 10-20 sales period, two months 
ahead the delivery the com- 
parable milestone car last year, 
Roy Abernethy, automotive distri- 
bution and 
dent American Corp. 
said. 

far this model year Rambler 
sales total 307,866, percent gain 
over the 247,139 the like period 
last year, Abernethy said. 

the second 10-day period 
June, dealers reported sales 
13,059, compared with 12,962 year 
ago and 13,751 the first days 
June. 


Dodge 

Dodge has sold more passenger 
five months and days 
1960 than did the entire year 
1959, Patterson, Dodge 
general manager 

Sales Jan. through June 
were 185,831, compared with 172,843 
for the entire calendar year 
1959, said. 

Dodge car for the second 
days June were 12,109, in- 
crease 314 percent over the simi- 
lar period last year, but below the 
12,408 sales June’s opening pe- 
riod. 

“We are particularly pleased be- 
cause the Dodge sales continue 
climb,” Patterson said. “From Octo- 
ber through June our sales are 


230 percent, and for the calen- 
dar year they are 254 percent. 
Now, for the last sales period the 
increase 314 percent.” 

* 


Renault 


Retail sales all Renault cars 
the first days June were 
percent higher than the first 
days May, and sales the 
Dauphine model were 22% per- 
cent, according Jack Kent, 
general sales manager, Renault, 
Inc. 

Kent said Renault’s 850 dealers 
throughout the United States sold 
3,808 cars the first days 
June and that 3,009 them were 
Dauphines. Sales the first 
days May totalled 3,196 units, 
2,458 them Dauphines, said. 


ADJUSTABLE 
SHOCK ABSORBERS 


You 
CAN 


tested. 

designed for each 
car. Fitting’s easy. 

@ Fit domestic and foreign cars. 

@ Adjusts up to double damping 


PER 
SET* 


Double acting, bump and 
rebound strokes. 

@ 20,000-mile guarantee. 

@ Maximum safety and comfort. 

@ Standard on Porsche, Ferrari. 

@ immediate delivery — we pay 
postage. 

*Average commission from each set sold. 


Dealer franchises just waiting—write: 
KENSINGTON PRODUCTS CORP. 
P. O. Box 77, Lenox Hill Sta., New York 21 
‘Phone: JUdson 2-9343 
Full line GARAGE LIFTS 


MOTOR 
MASTER 


Insist 
a 


O 


Car, Truck Output Estimates 
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office and hourly personnel 1,592. 

company spokesman said many 
have entered into the de- 
cision reduce the glassmaking 
here. Among them the 
reduced glass result- 
ing from the increasing sales 
compacts, and the substitution 


Holiday Slowup Cuts 
PASSENGER CARS 
(U. PRODUCTION ONLY) 
Week Week dan. 1 Jan. 1 | ut 9 P 
J Ended Si Ended Total T T 
1960 1959* 1960* June 19 1960 
AMERICAN MOTORS (Continued from Page 
8,024 until spring, was sixth with 77,733 turned out 3,286,851 cars during the 
320 264 8,665 climbed 8.8 percent 1,518,804 as-|a week earlier, and 23,789 during 
Total .......... semblies this year, compared week ended July last year. 
19,176 261,740 units built during the first Truck output for June was es- 
nine months the 1959 model run.| timated 113,265 units. The in- 
Ford Division Showing the biggest gain for dustry turned out 117,763 trucks 
the medium and most responsible and 120,499 during June 
for the group’s numerical in- ast year. 
Oldsmobile 228,006 213,814| Pontiac was first place ‘trucks week earlier. 
S-P CORP. roug une, followe odge 
Buick, 233,944; Mercury, Ottawa Glass Plant 
Total Cars, S.** 108,397 141,368 616,342 3,348,243 72|Thunderbird, 74,968; Chrysler, 


**Totals for 1959 include Edsel production. 


COMMERCIAL CARS 
(U. PRODUCTION ONLY) 


Week Week Jan. 
Ended Same Ended Total To To 
1960 1959* 1960* 1959* 1960 
CHEVROLET 8,119 218,960 240,303 
DIAMOND 249 3,435 1,552 
190 1,563 2,007 
DODGE 1,630 1,856 42,207 
FORD 6,446 8,062 33,258 183,108 201,431 
GMC 1,613 2,584 10406 61,138 
3,250 2,698 11,810 79,153 71,359 
360 343 355 1,507 8,907 7,902 
STUDEBAKER. 312 228 381 1,854 8,593 
288 168 1,427 10,184 9,774 
100 101 422 2,145 2,345 
Total Trucks, .... 23,880 25,899 113,265 669,614 
Total Cars, Trucks, 
151,896 132,186 167,267 729,607 4,017,857 4,562,669 
Total Cars, Trucks, 
6,505 7,648 9,944 246,620 254,938 
Grand Total, 


Cars and Trucks, 


and Canada....158,401 139,834 177,211 
*Revised. 


4,264,477 4,817,607 


Leasing Calls Care 


FORT LAUDERDALE, 
rules for sound administration 
credit not out the window 
when considering lease financing, 
just because the item financed 
lease. 

That was one pointer leas- 
ing offered Howard Allen, 
senior vice-president the First 
National Bank Fort Lauder- 


NADA Prepares 
Promotion Kit for 
‘Vote’ Campaign 
WASHINGTON. promotion 
kit further its “get out the vote” 
campaign the November election 
has been prepared the National 
Automobile Dealers Assn. 
The kits are priced $2.50 and 
may ordered from NADA Head- 
quarters, 2000 N.W., Wash- 
ington 

Each kit six adhesive- 
backed bumper stickers, six acetate 
“see-thru” window stickers, six 
tally sheets, four one-column ad- 
vertising mats, samples three- 
umn newspaper ads, two 20-by-30- 
inch showroom banners and radio 
spots and feature stories. 

There are special prices for addi- 
tional copies the promotional 
materials. 

The campaign aids emphasize 
that NADA members will furnish 
transportation the polls Nov. 


Banker’s Tip Credit 
| 


dale, the national convention 
Cars Rental System. 

The company offering the leased 
vehicles and the bank financing the 
deal, Allen’s opinion, must check 
those who plan use the vehicles 
determine that: 

“1. The parties involved are 
worthy receiving the credit and 
the amount requested. 

“2. There are sufficient assets 
repay the loan over the period 
which repayment expected.” 

Allen said leasing too often 
turned into “an ingenious scheme 
whereby the means provided for 
individual acquire, without 
proper downpayment, new and 
more expensive car more frequently 
than could afford buy the 
same vehicle.” 

said that leasing funda- 
credit and the customer should 
charged interest rates line 
with installment rates, sug- 
gested percent discount 
minimum. 

the question how much 
money bank would advance 
lease company, Allen said that the 
lease company should able 
buy its cars for dealer’s invoice 
plus $25 more for the dealer’s 
service trouble, 

said that, most cases, the 
bank would not advance any more 
than invoice cost plus service 
charge and, some cases, the ad- 
vance would limited per- 
centage the cost. 


last with 2,846 assemblies. 
* + 


the biggest loss 
through compact and Dart pop- 
ularity was the standards, which 
declined from 2,790,567 units built 
through the first nine months 
the 1959 model run 2,290,780 as- 
semblies through the same period 
the current model run, 17.9- 
percent decline out- 
put. 

Chevrolet, the only make with 
better than million assemblies 
this year, led the group with 
1,206,553 cars built through the 
first nine months the current 
model run. year ago this 
time, however, the standard 
Chevrolet had accounted for 1,- 
256,294 assemblies. 

Ford fell from 1,157,294 assem- 
blies year ago 848,127 this year; 
Plymouth was off from 370,583 
232,251 units, and Studebaker Hawk 
declined from 6,646 3,849 assem- 
blies. 

* 
highest price group has the 
only maker who already has 
called halt 1960 model assem- 
blies. 

Imperial closed out 1960-model 
output last Thursday (June 30) 
after having assembled 17,709 for 
the model year, year ago, the 
Chrysler Corp, unit built 17,208 

Altogether, the highest price 
group built 163,372 cars through 
the current model year, per- 
cent less than year ago, when 
166,698 cars were 

Top producer the group was 
Cadillac, with 122,824 assemblies 
this year, against 125,435 units 
turned out during the comparable 
period the 1959 run, The other 
member the highest price group, 
Lincoln, saw its output decline 
from 24,054 assemblies year ago 
22,839 units this year. 

* 


HORT work schedules through- 

out the industry due the July 
4th holiday held car production 
estimated 128,016 units last 
week. 

from the week’s 141,368 
assemblies, but 18.1 percent above 
the 108,397 units turned out dur- 
ing the same holiday week year 
ago. 

The compacts took 27.1 percent 
total industry output 34,750 
units last week, compared with 
record 31.2 percent alltime 
high 44,096 assemblies week 
earlier. 

Despite the overall decline 
weekly the makers 
finished June with estimated 
616,342 assemblies. That’s 0.7-per- 
cent increase from the 611,958 cars 
turned out May, and 10.4- 
percent gain over the 558,306 cars 
built during June last year. 

Preliminary totals for first-half 
ear production stood 3,815,997 
units. year the industry 


Ford Glass Co. here has cut em- 
ployment from 2,430 supervisory, 


tempered solid safety glass 

most American makers for lami- 

nated safety glass side windows. 
* 


Buffalo Area Auto Plants 


Gear for Changeovers 


BUFFALO.—The Buffalo area’s 
eight basic auto plants, some 
which are starting taper off pro- 
duction runs bit after busy 
model year, are making preliminary 
plans for their annual model 
changeover and inventory. 

Chevrolet’s forge and foundry 
plants expect down late 
July, with the motor plant follow- 
ing during the first couple weeks 
August. date has been set 
for the changeover and inventory 
taking Chevrolet’s gear and axle 
plant but will some time 
August for period about three 
weeks for most workers, 

Ford’s stamping plant doesn’t 
shut down production completely 
the tail end the model year. 
Current-model and new-model pro- 
duction are woven together 
degree but the main changeover 
this year will made early Au- 
gust matters stand now. 

Harrison Radiator’s three plants 
—in Lockport, West Lockport and 
Buffalo—have not received notice 
changeover date but anticipate 
will during the second half 
July, for few days only. 


Fuss Over Compact Cars 
Touched Off Michigan 


DETROIT. Compact cars last 
week found sturdy defender 
the person Roy Abernethy, auto- 
motive distribution and marketing 
vice-president American Motors. 

The compacts earlier had come 
for some unkind words from 
John Mackie, Michigan high- 
way commissioner. 

Among other things, Mackie had 
the compacts nuisance” 
and highway hazard and said 
they might lead 
gasoline and weight taxes. 
wound refusing let the 
State Highway Dept. try out com- 
pacts. 

Echoes from Mackie’s volley had 
died out when Abernethy 


Model Output 
Price Group 


1960 1959 
Make Pos. 
368,740 
173,738 
116,877 Lark 115,602— 
1,372,866 Total 438,855 
STANDARDS 
1—1,206,553 
2,290,780 
MEDIUMS 
346,304 Pontiac 330,791— 
141,959 Mercury 126,223— 
23,293 DeSoto 43,276— 
1,518,804 


HIGHEST PRICED 
122,824 Cadillac 125,435— 


Total 166,698 


Grand 
Total 


163,372 


5,345,822 4,792,315 


delivered blast his own, Said 
the AMC executive: 

“In the matter compact-car 
safety, 400 United States insurance 
companies not agree with Mr. 
Mackie. They offer percent lower 
rate for compact cars, specifically 
the basis their greater safety 
and lower collision repair costs, 

“Mr. Mackie may not entirely 
clear what compact car is. 

“The original compact, the Ram- 
bler, was not designed simply 
smaller and more economical car. 
The goal was balance between 
big-car and smaller-car benefits. 

“Our compact interiors are 
large the average big car, and 
such factors relative power, 
headlight and seating arrange- 
ment, not differ signifi- 
cantly any degree. The big size 
differential the elimination 
extensive front and rear over- 
hang which reduce vision and 
decrease handling ease 

“He talks reduced tax rev- 
enues the result compact car 
economy. 

“No mention made, however, 
the fact that the compact-car own- 
ers will save close billion dol- 
lars the coming year lower 
ownership costs. 

“It strange hear highway 
commissioner call for more weight, 
which big factor road de- 
terioration; and for more bulk, 
the face the traffic congestion 


that running far ahead road 


construction. 

“In any event, the consumer 
the real umpire. And despite Mr. 
Mackie’s comment that doesn’t 
think the will take hold, 
the consumer casting his ballot 
increasing numbers for the com- 
pact car. now taking better 
than percent the business 
against about percent year ago, 
and will taking percent 
the total next 


Independents Pick 


Carolina Officers 


Baucom, Monroe, was elected presi- 
dent the North Carolina Inde- 
pendent Automobile Dealers Assn. 
its annual convention here, 

Williamson was reelected 
executive vice-president; Raiford 
Troutman, second vice-president, 
and Ray Skidmore, secretary-treas- 
urer, All are Charlotte, 

Elected regional vice-presidents 
were: Bruce Lanier, Salisbury; 
Harry Atkinson jr., Charlotte, 
and Sid Leonard, Greensboro, 
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The Man Behind the 


Sales Testing GMC Pickup 


(Continued from Page 8) 


vary bore from 4.25 4.88 
inches provide differences 
displacement. Obviously, such 
family engines less expen- 
sive manufacture. 

Additional engine displacements 
can offered low tooling costs 
adding intermediate bore sizes 
increasing the bore little more 
than the present maximum size. 
this means, GMC produces com- 
plete series truck engines 
cost comparable those for pas- 
senger-car 

The 305-cubic-inch engine the 
test pickup made three differ- 
ent versions, The “A” version, 
tested, for light duty. The “B” 
version has heavy-duty valves and 
other changes suit heavier loads 
may pull, “C” version has ad- 
ditional power (compared with the 
“B”) because more carburetion. 

Another unusual feature GMC 
truck engines that maximum 
torque delivered extremely 
low revolutions per minute. The 
V-6 engine’s torque peak be- 
tween 1,500 and 2,000 The 
Twin produces 630 foot pounds 
between 1,500 and 2,000 RPM. 


Obituaries 


Joseph Fribley 

CLEVELAND. — Joseph W. Fribley, 
founder and president of Cleveland Cap 
Screw Co., died here June 6. He was 73. 
In 1919, Mr. Fribley founded the company 
which is today the world’s largest producer 
of cap screws. He was also a director of 
Standard Pressed Steel Co., Jenkintown, 
Pa., with which Cleveland Cap Screw 
merged in 1955. 


Harry Esty Blakeslee 
UPTON, Mass.—Harry Esty Blakeslee, 
who entered the auto business in 1904 as 
@ salesman, died June 21. He was 72. 
Mr. Blakeslee also had operated his own 


dealership. 
+ * 


William Roberts 

DETROIT.—William H. Roberts, 42, ex- 
ecutive vice-president of Detroit Stamping 
Co., died here June 21, During his entire 
adult life, Mr. Roberts worked for Detroit 
Stamping and is largely credited with the 
development of the large line of De-Sta-Co 
toggle clamps, which are marketed 


throughout the western world. 


William Barker 
YANCEYVILLE, N. C.—William G. 
Barker, 48, partner in Yanceyville Auto 
Bales, died June 19 in Danville after a 


heart attack. 
+ * 


Albert Diringer 
TIFFIN, O.—Albert H. Diringer, 66, a 
retired Packard dealer, died June 22 after 


a long illness. 
* * * 


Thomas Cook 
ST. CATHARINES, Ont, — Thomas J. 
Cook, 72, former president and general 
manager of McKinnon Industries, Ltd., a 
subsidiary of General Motors of Canada, 
died June 17. 


* * + 

George Bell 
GLOUCESTER, Va.—George Bell, 67, 
president of Bell Motors, Inc., here, died 


June 21. Before coming to Gloucester 

County 18 years ago, Bell was a repre- 

sentative of General Motors Corp, for 25 

years in South America and the Far East, 

He founded Bell Motors nese 12 years ago. 


Dennis Bogue 
KOKOMO, Ind.—Dennis F, Bogue, own- 
er of Bogue Motor Sales here for the past 


12 years, died June 15. He was 53. 
* * * 


Ralph Atkinson 


COLUMBUS, 0O.—Ralph Atkinson, 82, 
one the first auto dealers here, died 
June 17. 


* 


Richard Fullerton 
MARBLEHEAD, Mass.—Richard T, Ful- 
lerton, an executive of White Motor Co. 
for 38 years until his retirement in 1955, 
died here June 21. nl 
* 


Clarence Lawson 
HILLSBORO, Iil.—Clarence W, Lawson, 
49, an auto dealer here, died June 19 after 
becoming ill while playing golf. 
* * 


Joseph Egan 
DALLAS.—Joseph D, Egan, 69, presi- 
dent of Motor Mart, wholesale auto parts 
firm, died June 4. 
* 


James Griffith 
MACOMB, Ill.—James L, Griffith, 44, a 
former used-car dealer, died June 11. 
* 


Charles Bowers 

MILWAUKEE.—Charies Bowers, 73, 
died here June 26 after suffering accidental 
burns. Mr, Bowers came here in 1904 as a 
salesman for Velie Carriage Co, The firm 
later became Velie Motor Co., one of the 
first auto makers in the United States, and 
Mr, Bowers became Milwaukee agent for 
the firm. He went to Shanghai, China, in 
1923 as a sales representative for General 
Motors. He returned to Milwaukee in 1938. 


tors. The engine large can 
operated rather low specific 
horsepower output, which makes 
for durability. Secondly, because 
the high torque developed with 
such large engine, can operate 
low speed provide durability 
and quietness. 
* 


Twin Has Top Economy 


INCE the Twin usually op- 

erates less than full power 
output, operating temperatures are 
reduced and fuel economy increas- 
ed. From the driver’s point view, 
the large power reserve the 
Twin permits use five-speed 
transmissions instead the usual 
eight 10-speed units, Fewer 
speeds with more power reduce the 
necessity for gear shifting. 

Another V-6 feature which ap- 
pears most salable that re- 
building the engine and replacing 
worn parts, there are only 6/8 
eight-cylinder engine. you 
have V-6 adequate displace- 
ment provide plenty power, 
engine maintenance costs should 
reduced over the years. 

Another factor interest the 
degree interchangeability between 
the engines, Seventy-three major 
parts are interchangeable among 
all V-6 engines; and other parts 
are interchangeable among the 
engines. 

Another V-6 feature the tre- 


Cooke Indicted 
Five Counts 
Related Forgery 


Cooke, 
former Ford and Mercury dealer 
here, was indicted last week five 
charges growing out the discov- 
ery allegedly forged auto mort- 
gages and leases which originated 
from Cooke companies. 

Cooke was charged with two 
counts obtaining money under 
false pretenses and three counts 
uttering forged instruments 
writing. 

Four officials Cooke companies 
were also indicted charges re- 
lated the alleged forgeries. They 
are Hyland Gateway Dis- 
count Co., Charles Patrick City 
Investments, Inc., John Thorn 
Thurston Cooke Ford, and 
Lottie Maurer, who was not 
otherwise identified. 

The five pleaded innocent before 
Judge Curtis late last week. 
Bond was set $15,000 for Cooke 
and $5,000 apiece for the other four. 
The trial cannot come before 
Oct. due court recess. 

The Cooke case was handed 
the grand jury after there were 
charges that 187 forged mortgages 
and leases had been discovered. 

Commonwealth’s Attorney 
rence Higgins said one Louisville 
bank reported held 135 forged 
documents, Universal Credit 
Corp. had and second bank 
had another 14. 

Cooke’s automotive empire were 
closed May and assigned for 
liquidation for the benefit credi- 
tors, Cooke’s Ford and Mercury 
dealerships here were two the 
assigned companies. 

second Cooke Ford dealership 
Madisonville, Ky., has since been 
sold with some the money ex- 
pected used pay creditors 
the other Cooke companies, 

Meanwhile, the liquidation proc- 
ess has moved forward with auc- 
tion sales cars and trucks, One 
group dump trucks brought 
average $3,253. 

The trucks were part group 
that were leased the state 
earlier this year 
chase arrangement. Under the pur- 
chase section the deal, the state 
would have paid $11,300 apiece for 
the trucks, The later can- 
celled after drew newspaper 
attacks. 

While Cooke’s name was not di- 
rectly tied the truck deal, his 
financial troubles began become 
known after was cancelled. 


mendous amount coolant travel 
accomplished with 


water pumps and without high 
water-pump horsepower loss. This 
was accomplished through reduc- 


tion restrictions water flow 


installing large bypass and 


opening the bottleneck the 


system—the 

There was little question the 
mind anyone who saw drove 
the test unit that ride and comfort 
far exceeded expectations pre- 
vious experience with pickups, 

From the standpoint durability 
and low maintenance, there seems 
doubt that GMC’s V-6 pickup 
represents tremendous value 
long-life commercial transporta- 
tion. Not minimize its potential 
for the sportsman camper who 
would enjoy having pickup 
second car. 

Many women find driving pick- 
ups real They can see 
farther ahead traffic, and feel 
more secure than short wheel- 
base cars. weekends, for va- 
cations, camper body can put 
into the pickup bed and the whole 
family has truck for comfortable, 
low-cost transportation distant 
sporting areas. 


Wide Open— 

the GMC Model 1001 engine 
compartment for access engine, bat- 


tery, radiator and other equipment, was 
noted sales test the vehicle. 


Decline Reported 


NEW YORK. Consumption 
new rubber the United States 
May amounted 125,440 long 
tons, compared with 132,284 long 
tons consumed during April, ac- 
cording the Rubber Manufac- 
turers Association, 

Consumption all types syn- 
thetic rubber May amounted 
84,030 long tons, compared with 
April’s consumption 90,252 long 
tons. Synthetic rubber during May 
accounted for 66.99 percent total 


CLASSIFIED 


Symphony Plans 


Show Concert 


DETROIT. The Detroit Sym- 
phony Orchestra will pay tribute 
the National Automobile Show with 
special invitational concert 
Wednesday night, Oct. 12, Ford 
Auditorium. 

Announcement was made De- 
troit Allen Berry, Symphony 
board president, and David Hill, 
president Pittsburgh Plate Glass 
Co., sponsors the concert. 

The program, under the direction 
Paul Paray, will serve the 
first series preshow events 
for the nine-day “Wheels Free- 
dom” National Automobile Show 
the Automobile Manufacturers 
Assn. The Oct, 15-23 display 
being staged the Motor City’s 
newly completed Cobo Hall. 


Use Rubber 


new-rubber consumption, com- 
pared with April ratio 68.23 per- 
cent. The ratio for the first five 
months 1960 was 67.36 percent, 
compared with 65.04 percent for the 
same period 1959, 

Natural rubber consumption for 
May came 41,410 long tons, com- 
pared with the April figure 42,032 
long tons. Production synthetic 
rubber during May was 126,689 long 
tons compared with the 120,895 
long tons produced April. 


ADS 


Reaching estimated 150,000 readers engaged ali branches the industry. 
RATES: TWENTY-TWO CENTS PER WORD FOR EACH INSERTION. 


POSITION WANTED ADS, 


PER WORD. PAYMENT ADVANCE INSERTION REQUIRED. Ads may signed with full 
and address rates. Add One Dollur ($1) per insertion for use box Replies 
Box Number ads forwarded advertiser, ods: $12.30 per columa inch. CLOSING: 
TEN DAYS ADVANCE PUBLICATION DATE. Contract rates supplied upon request. 


WANT DEPT., AUTOMOTIVE NEWS, 965 EAST JEFFERSON DETROIT MICH. 


HELP WANTED 
FORD 
GENERAL SALES 
MANAGER 


Immediate opening for a man to hire, train, 


HELP WANTED 


LARGEST INDEPENDENT BMC-JAGUAR 
DEALER in northern California desires 
experienced man in service administra- 
tion, customer relations and personnel. 
Salary open, Profit sharing bonus, Send 
age, education, family status and ex- 
perience in reply, Box 1591, c/o Auto- 
motive News, Detroit 7, 


supervise and coordinate a complete sales BUICK SERVICE WRITE-UP SALE S- 


organization. You must be married, a good 
organizer, reliable and responsible (and be 
able prove Location Casper, Wyom- 
ing, population approximately 50,000, and has 
one of the highest per capita incomes in the 
Present sales manager leaving because 
of iliness, 4,880 units in operation, planning 
potential 850 units, agency should 500 
cars and 250 trucks. 1959 car sales—325, truck 
sales—190, used sales—623 (the only super 
duty truck dealer in the state). You must know 
trucks and like trucks. 85% of used units are 
retailed, 1959 parts sales $308,180.00, labor 
sales $186,210.00. Profits per new vehicle sold 
was one the highest the central region 
@ profit (no razzle-dazzle, mickey mouse 
deals will be tolerated). If you can prove 
ge | have plenty of capital available 
© set you into a dealership. Salary is open 
and commensurate with your ability, Give 
complete details and resume the first letter, 
including age, family status, nationality, com- 
plete employment record, references, past 
and present salaries, and what you think you 
are worth for a starting wage. All correspond- 
ence will held strictly confidential. Write: 
Spanio! Motors, Inc., Casper, Wyoming, or 
contact P. D. Spaniol, Spaniol Ford Company, 
Hobbs, New Mexico. 


MAN, around 35 years of age, Ideal 
working conditions, Southwest area met- 
ropolitan dealer. A real opportunity for 
@ man who can produce, Write Box 
1592, c/o Automotive News, Detroit 7. 


SALESMEN now calling on dealers can 
add $10,000 annually to income selling 
unusual, successful advertising service 
in exclusive territories, Dbn’t reply un- 
less references accompany your letter. 
Fiske Advertising, 2 Depot Plaza, White 
Plains, New York, 


WANTED — MANUFACTURERS REPRE- 
SENTATIVE, by national manufacturer 
of small luggage trailers—to contact auto 
dealers, Desirable territories available. 
Commission, State experience: Lines han- 
died and territory covered. Box 1573, 
c/o Automotive News, Detroit 7. 


MEN WANTED: Are you making over 
$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars; elimi- 
nates all wheel balancing and tire truing 
and most front end work,, Requires less 
than 30 minutes per car. Instrument 
costs dealer $159.00 complete. Write for 
details to: J. Lavinger, B & B Mfg. Co., 
Box 816, Sioux City, Iowa. - 


HELP WANTED 


REGIONAL SALES MANAGERS 


Rootes Motors expanding their dealer network the under mentioned states— 
requires additional Regional Managers. Excellent opportunity for young, ag- 
gressive automobile men join prominent manufacturer, actively developing 
further Market. Experience development territories and dealer 
appointment, good knowledge retail merchandising, sales training, and 


financial control essential. Applicants 
preferred. 


residing centrally territories listed 


New York State (excluding City, Westchester County) and 
Western Pennsylvania. 


Virginia, West Virginia, Kentucky, Tennessee. 
Southern California. 
Northern California, Oregon, Washington. 
Reply giving full particulars experience respective Sales Managers: 


EASTERN STATES 

Mr. C. R. Melten 
Reotes Motors, inc. 
42-32 21st Street 
1, New VYeork 


WESTERN STATES 
Mr. H. Henkel 
Rootes Meteors, Inc. 
9830 West Pico Bivd. 
Les Angeles, Calif. 


ROOTES MOTORS, INC. 


HILLMAN, HUMBER, SUNBEAM, SINGER, COMMER 


HELP WANTED 


COMBINATION SALES AND GENERAL 
MANAGER, Pontiac dealership, middle- 
west — Illinois city population 50,000, 
150,000 trade area, and a good one, 
Brand new, ultra modern facilities, long 
time dealer, splendid reputation. Need 
ambitious, imaginative, proven producer 
who can handle and train men, sell and 
close. No drunks, promisers or drifters— 
I'm tired of that kind. Substantial salary 
and 25 percent profits. Qualify and your 
future is assured. I need help now, pre- 
fer man from this general area due to 
similarities of markets, etc. Box 1608, 
c/o Automotive News, Detroit 7. 


MEN WANTED. Utility equipment sales- 
men dealing with Eastern distributors. 
Most complete line of derricks, diggers, 
ladders, etc. on the market. Inquiries 
confidential. Address your reply to Box 
1609, c/o Automotive News, Detroit 7. 


Position Wanted 


encourage this classification for the 
benefit of those seeking employment, 
Position Wanted Ads care occepted at 
per in- 


word for insertion. $1.00 
sertion for use of a box number. Cash 
in advance. (Half-rate does not apply 
displey ads this 


MANAGER AVAILABLE — Moneymaker. 
Good used car, A to Z specialist, ready 
now to maintain profitable, pleasant, in- 
telligent operation. Good buyer, well ex- 
perienced cars, trucks, setup and organi- 
zation, Careful, thrifty, sober — worth 
having. Appearance — about 40, happy 
medium, ruddy, good shape. Location no 
problem. Additional information, photo, 
etc., please write: Frank McKeon, 201 
Riverside Dr., Brick Town, New Jersey. 


WANTED: POSITION as general manager 
in a Chevrolet dealership. Experienced in 
all phases of the automobile business, 38 
years of age, graduate of Chevrolet Mer- 
chandising School. References available. 
Box 1613, De- 

troit 7. 


CONNECTION WITH DEALER—lIncrease 
sales without sacrificing profit. Times 
changing. 25 years dealer-sales manager, 
high Oldsmobile-Nash-Rambler, fast 
closer, Author Peck’s Automobile Dealers 
Sales Manual, Glenn Peck, Box 600, 
Arlington, Texas. 


GENERAL MANAGER: Interested in con- 
tacting dealer who needs the services of 
@ qualified general manager; a quality 
dealer who has other business interests, 
or one who wishes to have more leisure 
time. Aggressive, age 39, family man, 
fifteen years’ experience all phases, in- 
cluding three years’ domestic compact 
and imports. Presently employed general 
manager multiple point domestic dealer- 


c/o Automotive News, 


ship, desires greater challenge and op- 
portunity in plus 600 unit dealership. 
Would expect only that compensation be 
commensurate with results. Excellent 
character and ability references furnish- 
ed. Box 1610, c/o Automotive News, De- 
troit 7. 


AUTOMOTIVE NEWS, JULY 1960 


POSITION WANTED DEALERSHIPS AVAILABLE 


MANAGER OR GENERAL SALES MAN- 
AGER with thorough knowledge of the 
automobile business and with the ability 
to operate a large dealership; one who 
can direct and supervise large sales and 
service departments and handle all ad- 
ministrative duties; one who can handle 
advertising, business management and 
factory relations. If your sales and gross 
profits are low, used car inventory ex- 
cessive, reconditioning costs too high, 
fixed coverage too low; if you have need 
of 18 years of automotive know-how, I 
would like to exchange confidential infor- 
mation with such a dealership. Box 1611, 
c/o Automotive News, Detroit 7. 


WANTED MANUFACTURER quality 


Olds—B uick, 
P.P. Illness forces 
sale. 


ing. Factory approval 
MUtual 4-5436, Wickenburg, 


Arizona. 
trucks. Sixteen years in present location, 
sell parts, 


call or come and see: E. 8. 


% side Drive, Grafton, West Virginia. financing. 
military and GSA assure HANDLING CHEVROLET GEORGIA, 1326 Marsten Rd. WITH LUBRICATED 


representation of your interests. Retainer 
basis only. Reply to Box 1612, c/o Auto- 
motive News, Detroit 7. 


GENERAL MANAGER or general sales 
manager — Young, aggressive, family 
man, seeks association with dealer who 
wants to increase volume and profit. 
Proven ability with GM, Ford and im- 
port line. Six years’ experience with one 
of nation’s largest volume dealers, cap- 
able of handling all facets of sales 
management, such as promotional ideas, 
training, used car merchandising and 
strict expense control. Complete resume 
and recent photo upon request. Reply 


Planning potential 200, 
ment, 


News, Detroit 7. 


OLDS, 


out basis. Box 1614, 
News, Detroit 7. 


Box 1621, c/o Automotive News, De-| FLORIDA—Dealership handling Dodge for 
troit 7. sale, established 37 years—owner retiring 


WOMAN BOOKKEEPER—11 years’ ex- 


location, parts, 


erience, desires sition 100-400 new Fort Lauderdale, Florida, JA 2-9942. 
deal. West South, preferably ment. Business produced million AUTOMOTIVE INVENTORY APPRAISAL CO. SHOP EQUIPMENT FOR 
Idaho, Nevada North Carolina. Write| Factory approval necessary. 10040 Freeland Ave. Detroit 27, THE FAMOUS 
Clark, Box 285, Waterloo, New Box 1615, c/o Automotive News, 3-6445 MONT ENGINE SCOPE, Sioux valve 

Detroit 7. seat facer, six jack stands, 18 drawer 


MATURE, CAPABLE SALES MANAGER 


permanent relocation extreme 
New Mexico Arizona. dling Buick-Opel Puget Sound area. 
Know all phases new, used car mer- Pianning potential 300, single dealer 
chandising, can hire, train men used cars, accounts blue 


profitably, Sober, reliable, hard worker, 
will furnish the best of references. Must 
be top flight organization, Write Box 
1593, c/o Automotive News, Detroit 7. 


tive News, Detroit 7. 


Dart, Dodge trucks, 


FRANCHISE HANDLING CHEVROLET— 
approximately 200 car 
immediate sacrifice 
No blue sky. Buy fixed assets at 
current appraisal, and current parts and 
accessories. Excellent lease on new build- 
necessary, Call 


FOR SALE — Going automobile business 
handling Buick) Opel, Pontiac and GMC 


forty years in automobile business. Will 
equipment and building, or 
will lease building. Owner retiring. Write, 
Hamric, 
Hamrie Motor Co., P. O. Box 616, River- 


monthly net 
averages $5,000. No used cars or re- 
ceivables to buy, just parts and equip- 
plus lease on building, Minimum 
capital requirements $45,000 if qualified 
and approved, Box 1622, c/o Automotive 


DEALERSHIP AVAILABLE HANDLING 
always made money. Reason— 
retiring. Located in a western suburb of 
Chicago, 300 car potential. Will consider 
aggressive young man to manage on buy- 
c/o Automotive 


—140,000 population sales area; excellent 
accessories and equip- 


PACIFIC NORTHWEST—Dealership han- 


sky. Must be able to secure factory ap- 
proval. Reply to Box 1616, c/o Automo- 


DEALERSHIP: Handling Dodge, Dodge 
located in thriving 


\ 


DEALER SERVICES PARTS FOR SALE 


PARTS 
HANSA 
Goliath Express 


HANSA CORPORATION 


Master Parts Depot 


MISCELLANEOUS 
Other Tow Bar 

Measures 


The SUPERIOR 
BLUE CHIP 


TOW-PILOT 


MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


Worldwide financing and 
months for officers and non- 
coms pay grades and 
simplified, non-recourse basis. 


Cars may taken overseas without fe- 


Dept. Box 2166, 800 Broadway 
San Antonio, 5-6756 


AUTOMATIC BRAKE 
BRAKE CABLE 
LEADS SALES... 
VALUE AND... 
PERFORMANCE 


List 
Special Discount 25%. 17.45 


Federal Excise Tax Included 


Burlingame, Calif. 
Di. 2-6358 


BMW PARTS AND ACCESSORIES for 
Isetta\ ‘‘300,'" ‘'600,"" ‘‘700."" Contact 
your nearest distributor or sole U_ 8. 
importer, Falex Commercial Corp., Na- 
tional Parts Center, 421 East 9ist St., 
New York 28, N. Y, TRafalgar 6-7010. 
General Western Distributor: Earle C. 
Anthony, Ine., 1000 South Hope S8t., 
Los Angeles 15, Calif, Richmond 9-4044. 


LLOYD PARTS for all models, U. 8.’s old- 
est authorized Wioyd importer. If car is 
down, we ship same day, Foreign Cars 
Corporation, 1812 So, Andrews Ave., 


TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning booklet. 


Dealers Net with 4 


MOTO-MATIC 
TOW GUIDE 


With Universal 
Swivel Action 
Four Clamp Hook-Up 


parts cabinet. Make offer. D. P. Evans, 
513 Carrlands Dr., Dayton 29, Ohio, 

TURNTABLE, electric indopr or outdoor. 
Good condition. $275. Mike Peterman 
Oldsmobile, Cedar Lake, In¥iana. 

MAILING LISTS 

DEALERS MAILING LIST—Féard, Chev- 
rolet, Plymouth, DeSoto, Chryster, Olds- 
mobile, Pontiac, Buick dealers. Gomplete 


CARS WANTED 


CADILLAC LIMOUSINES—NEED CLEAN 
'57 and '58s, Franz Ridgeway, BEl- 
mont 4-6611, 2836 N, E, Sandy, Portland 
12, Oregon. 


CARS FOR SALE 


Write Box 1601, ¢/o Automotive News, $550.00 Trenny Auto Sales, 3401 addressed labels, 35M, $14 per Box 
Detroit Sherman Dr., Indianapolis, Indiana. 1607, c/o Automotive Detroit, 
OR central Minnesota farm and industrial Adapter Clamps 
town — 12,000 population, Outstanding Fed ; 
dealership, profits and facilities. Box MERCEDES-BENZ Excise Tax Included 


SALES MANAGER 


Excellent record, age 39, dealer for past 
five years—making money. Would like 
buy-out type deal. Can get other top qual- 
ified help come with necessary. 
Prefer greater Detroit area. 


Box 1620, c/o Automotive News, Detroit 


1602, c/o Automotive News, Detroit 7. 


SMALL DEALERSHIP handling Chevrolet, 
100-150 or what you make it. Center of 
best trade territory in central Texas. 
Want salesman who can manage deal— 
must invest twenty-five percent on fac- 
tory approved buy-out, Will take around 
six thousand to handle, G. L, Clark, 
Box 513, Hearne, Texas. (Dealership of 
Calvert, Texas.) 

DEALERSHIP HANDLING CHEVROLET, 
Southern California, 900 new cars yearly. 
Never under $100,000 yearly profit. Ap- 
proximately $150,000 to handle, Factory 
approval necessary, Principals only, Re- 
Plies confidential, Box 1604, c/o Auto- 
motive News, Detroit. 


DEALERSHIP HANDLING CHEVROLET: 


ACCOUNTANT - BUSINESS MANAGER 
General Motors, six years’ experience. 
Must move to dry climate—Arizona pre- 
ferred. Age 45, married, family, Box 
1597, c/o Automotive News, Detroit 7. 


YOUNG MAN with wholesale and retail ex- 
perience looking for general manager's 
position with eventual buy-in. I am ex- 
perienced with the Chrysler line and im- 
ported cars, would like medium-sized 
deal. Will relocate and come in on trial 
basis. Am presently employed, but want 
deal with future. Salary open, can fur- 


service facilities, potential sales 200 to 
225 new units. High volume parts and 
service business, Old established dealer- 
ship, reason for selling retirement, Will 
sell or lease buildings. Located in South- 
west. Factory approval necessary, princi- 
pals only. Replies confidential. Box 1605, 
c/o Automotive News, Detroit 7. 


AUTO DEALERSHIP in Los Angeles 


best of references. Box 1598, c/o County, handling best imported lines: 
Detroit 7. : Borgward, Fiat, Alfa Romeo and Tri- 
umph, Good used car .lot, showroom, 


CHEVROLET SERVICE MANAGER with 
general manager experience wishes buy- 
in opportunity in small dealership (300 
car potential). Twenty years with vol- 
ume Chevrolet dealerships, have excellent 


shop and parts room tip tep. Well stock- 
ed and equipped. Best help in-county if 
desired. Box 1606, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS WANTED 


relations with factory, customers, em- 

ployes and dealer. Box 1599, c/o Auto-| CHEVROLET, FORD DUAL 

motive News, Detroit 7. California, selling 350 or more units per 
OFFICE MANAGER Excellent working year. Will pay top cash price, Factory 

knowledge General Motors’ accounting, approval assured, All replies will defi- 

financing, receivables, payables, credit Box 1453, 

extension, expense and analysis. c/o Automotive News, Detroit 


HANDLING GM IN FLORIDA, Minimum 
200 cars. Will pay top cash price for 
right deal, All replies confidential, Box 
1594, c/o Automotive News, Detroit 7. 


“BIG THREE’’—Midwest, pay top cash 
price. Factory approval. Confidential, 
Will pay some blue sky. Box 1617, c/o 
Automotive News, Detroit 7. 

FLORIDA—All cash. Confidential. Will pay 
some blue sky, Box 1618, c/o Automo- 
tive News, Detroit 7. 


BUSINESS OPPORTUNITIES 


HERTZ FRANCHISED rent and lease op- 
eration, Long established, still increasing 
volume at rate of 50% annually, Terri- 
tory concentratéd in nine Texas and three 
Louisiana cities in heart of industrial 
growth with metropolitan population 
near 1% million, served by five major 
airlines, Largest such operation avail- 
able to private capital now or in future. 
Will sell entire corporation or consider 
sale of individual cities, Box 1619, c/o 
Automotive News, Detroit 7. 


SEE PAGE 
for the 
TOP AUTO AUCTIONS 


Sixteen years’ experience in service, 
parts and office, Prefer Midwest location 
with career opportunity, Presently em- 
ployed—available August. Box 1600, c/o 
Automotive News, Detroit 7. 


TOP HEAVY 
WITH NON-SELLERS? 


Balance your used car inventory 
auto auctions listed Page 37. 


DEALERSHIPS AVAILABLE 


HANDLING PONTIAC-CADILLAC DUAL 
—Texas Gulf Coast area, 60,000 popu- 
lation, 220-unit potential, Making money. 
Dealership 15 years old and sound, No 
building to buy. Box 1538, c/o Auto- 
motive News, Detroit 7, 


FOR SALE on account of owner’s death, 
an established and operating Ford ga- 
rage, including equipment, tools, large 
concrete block building with salesroom. 
Located at*.Waterloo, Indiana—dealer- 
ship available: Contact Box 1603, Auto- 
motive News, Detroit 7. 


DISTRIBUTORS WANTED " 


EXCLUSIVE AND PROFITABLE 
DISTRIBUTORSHIPS 


Master The World's Most Versatile.Leading line Automatic Washing 
Equipment for Fleet Operators Trucks Buses, TRUCK BUS EQUIPMENT DEALERS 
PREFERRED, but will consider other reputable houses. Due to the tremendous increase 
in demand & acceptance, our present form of distribution has become obsolete & 
snowed under. This creates a once in a lifetime opportunity for aggressive distributors, 
with profit potential in the high 6 figures. Leads aiso furnished from our national 


advertising in the trade journals. Sales range from $1,995.00 to $20,000 per installation, 
covering all fleets large MASTER FLEET WASHERS ARE USED THE 
GOV'T. NATIONAL CORPS., TRUCKING, FOOD PRODUCTS, LAUNDRIES, 
NEWSPAPERS, SMALL LARGE BUS OPERATORS, ETC. Give full details 
of qualifications in first letter in order to be considered for your territory. 


MASTER FLEET WASHER, DEPT. AN, ACME EQUIPMENT, INC. 
Central Trust Building, Altoona, Pennsylvania 


Located in the most modern sales and |- 


Plastic electrical tape ft. $4.80 Car Dealer Truck Dealer Manvfacturer 
doz.; %” x 66 ft. $9.00 doz, Prepaid. 
Acme Sales, Box 1244, Camden, New Jobber Insurance Financial Supplier 
Jersey. 


THE 


TOW-PILOT 


Coupler 


Dealers’ List F.0.8. Factory ........ 


51.00 
12.75 
Dealers Net with 2 
Standard plus 2 Large 


Adapter Clamps $3825 


Federal Excise Tax Included 


Substantial Discounts 
Distributors 


Write for Cataleg 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 
Phone WO. 2-5257 All Depts 
“Leaders the Industry 

since 1939" 


Special Introductory Offer 
Limited 


The NEW 
ROADKING 


Complete with adjustable 


long draw beam bar 
Standard Four Hookup 


Direct Importer—No Middle Man 
ALL MODELS 1955-1960 


Cars are serviced and cleaned, ready for 
resale. Supply hand. Confidential. 
Dealers Wholesale Price List Request. 


GLOBE AUTOMOTIVE 


IMPORTS, INC. 

Box 508 Montgomery, 

Telephone: Newburgh JOhn 1-2248 
Cable 


and steering guide cables 
with Regular Draw Beam 
Universal Wrist Action Bar 
The “ORIGINAL BRAKE BAR" 


Automatic 


Only Bar Today 

BRAKE HOOK-UP 
TowKinG 
TRAIL KING $3750 
BALL 
CompacTow Intra- $3750 


Ample Supply 


CLEAN 
USED 
CARS 


State Tri-Bar 


STEEL (Tow Bar) CARRYING 
SAFETY CHAINS, set 
Distributors 
B'way 133rd St., LEARN Nationally 


Exclusive Factory Distributors 


So. Clinton St., Chicago 


sas City, Missouri. 
ANTIQUE CARS FOR SALE 
1926 CHEVROLET COUPE—Very good 
running condition, Excellent finish—A 
clean car. $500.00. Murphy-West Motor 
Co., Maryville, Tennessee. Telephone: 
YU 2-2340. 


New Subscription Order: 


"60" VOLKSWAGENS 


Latest models, and up. 


All Commerce Trading Corp. 
BOwling Green 9-0636 TWX-NY 


Send Automotive News Address Below 
S., Canada and Possessions 


CLEAN IMPORTED CARS 
One Year Two Years $16 


Lowest wholesale prices. All years and models. 
Call write: Thomas Nemet 
NEMET MOTORS 


153-19 Hillside Ave., Jamaica 32, New York 
Tel: JAmaica 


All Other Countries One Year $13 Two Years $22 


AUTOMOTIVE NEWS, 965 DETROIT MICH. 


PARTS FOR SALE 
LLOYD PARTS—-SKODA PARTS—for all 
models. Immediate delivery. AMSKO, 
5069 Broadway, New York 34, New York, 


LLOYD PARTS—complete stock, Prompt | | ez 
shipment, Greene County Motors, Cat- | 
skill, New York, Phone: 2000. Street Address Zone 

Louls Chevrolet, Box 51, Thompsonville, 
Connecticut. 

AUTOMOTIVE BULB #1034 price $14.00 
per C; #67 and #89 $7.00; #1154 and 
#1158 $15.00; #1073 $13.00; “#57 $5.50. | 


TO. 


TRADE CONNECTION: 


7-4-60 


Chevrolet parts, perpetualiy controlled. 
Fuller-White Chevrolet, Tulsa, 
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“Mr. INTERNATIONAL? 


sales 


He’s the District Manager, helping dealer plan the 
expansion his facilities take the fullest advan- 
tage sales opportunities and “grow” with the 
local market. 

He’s the District Credit Manager, assisting 
dealer with the financing arrangements and other 
monetary details involved with the process major 
expansion program. 

He’s the Zone Manager, helping dealer enlarge 
and train his sales and service force better serve 
the needs his customers. 


deal the truck 


“Mr. INTERNATIONAL” many men, really. But 


‘whatever the title, his primary job help INTER- 
Truck Dealers keep their sales healthy and 


their customers happy. 

This INTERNATIONAL HARVESTER’S plan as- 
sistance. you’re interested working with 
organization like this, gelling the world’s most com- 
plete line trucks, INTERNATIONAL franchise may 
available you. Write: Manager Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago Illinois. 


INTERNATIONAL TRUCKS HH. 
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